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E invite you to get all the facts about Winton’s broad and help- 

ful service to retail dealers, millwork plants and industrial com- 
panies. Here is an efficient, dependable organization, experienced 
and trained in lumber service, understanding your needs and sup- 
plying them promptly in a way you will like. You will make no 
mistake in calling on Winton for all your needs in softwood lumber 
of topmost quality—Idaho White Pine, Ponderosa, Sugar Pine, West- 
ern White Spruce, Douglas Fir, Western Hemlock, Red Cedar Siding 
and Shingles. For 53 years. discriminating lumber buyers have been 
making use of Winton Friendly Service. Your inquiries and orders 


will receive prompt attention. 


GOOD LUMBER FOR OVER 92 YEARS srure vive aires: winton tamer co, cibos 
Idaho. 


MINNEAPOLIS 
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SPRUCE MILLS: The Pas Lumber Co., Ltd., The 
Pas, Manitoba. 


PONDEROSA PINE MILLS: Somers Lumber Co. 
Somers, Montana.—Crater Lake Box & Lumber Co., 
Klamath District, Oregon.—Craig Mountain Lum- 
ber Co., Winchester, Idaho. 








PRICED FOR SMALL AS WELL AS LARGE HOMES 


EMBASSY ae 


Casement Ynils 
America’s Window Beautiful Basement Units 





—has caught the housewives’ fancy. The slender-line design 
satisfies their sense of good taste. And, of course, women 
appreciate the unusual ease with which EMBASSY Windows 


raise and lower. 


Because most women are essentially practical, the superior 
weather-stripping, snug enough to exclude dust as well as reduce 
fuel bills, appeals strongly to their sense of economy. 


ae ROACH & MUSSER CO. 





PLEASE SEND CATALOG OF COM- 
PLETE EMBASSY LINE. 


NAME 
ADDRESS 
CITY 


666 Grand View Ave. --- Muscatine, lowa 





For Boats of Beauty 


Smartness and Seaworthiness 


..K LD BRAND... 
Philippine 
Mahogany 


Here is THE wood for boat- 
building! Combining great 
strength with light weight, KLD 
Philippine Mahogany has _ the 
quality and stamina that mean 
long life and enduring service. 
Its color beauty is uniform and 
is permanently maintained. The 
planks match up better than 
any other wood. There is 4 
minimum of swelling. Water 
and sun have little effect on the 
wood. It stands the tests of 
wear and weather. Yet, with all 
these advantages, KLD Brand 
Philippine Mahogany cost is rea- 
sonable. We have on hand at 
our San Pedro, California, yard 
large quantities of top-quality, 
well-manufactured stock and can 
promptly fill your orders. Write 
for information. 


WALTER G. SCRIM 


111 West 7th Street, LOS ANGELES 


Exclusive Distributors for Findlay-Millar Timber Co., Manila, P. I 
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Consolidation in 1899 of the Northwestern Lumberman and Timberman 
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Freedom of the Press-- by Courtesy 
of the City Manager 


Hi. TENDENCY in Washington to 
t steadily increase the regulation of 

business in various forms and to ex- 
ercise a greater measure of control over 
industry, the press etc., is more and more 
influencing State law-making bodies and 
city councils, and frequently these outdo 
even the most rabid New Dealers in their 
restrictions on the rights of the citizens. 
A flagrant instance is a law now in effect 
in Austin, Tex., which forbids any news- 
paper to solicit advertising or subscrip- 
tions without having received from the 
city manager a special permit to do so. 
To secure this permit application in some 
At the request of 
the city manager, an advisory board of 


detail must be made. 


nine members will investigate applications 
and report its findings to that official, 
who may grant or refuse the permit upon 
recommendation of the Board, and who 
also may at any time revoke permits 
granted. Discussing this feature of the 
Austin law, The Texas Weekly says: 

“Why should it be made illegal for a 
newspaper to carry on activities essential 
to its very existence until given permis- 
sion by a city official to carry on these 
activities? Newspapers must have ad- 
vertising or subscriptions, or both, if they 
are to live. In the capital of Texas, no 
may solicit advertising or 
subscriptions except by permission of the 
What this means, of 
course, is that no newspaper in the capital 
of Texas can continue to live except by 
That is 
not, to put the matter mildly, a whole- 
some situation in times like these, when 
independent, fearless newspapers are 
needed as they rarely have been needed 
in the history of this nation.” 


newspaper 


city manager. 


permission of the city manager. 


Granting that the city of Austin is com- 
pletely capable of managing its own af- 
fairs and that the city council undoubt- 
edly had what it thought were good rea- 
sons for passing this law, the Weekly di- 
rects attention to the fact that this reg- 
ulatory ordinance, insofar as it affects 
newspapers, can not be regarded as a 
matter of only local concern, but is an 
issue of great significance to State and 
nation. “The issue, briefly, is freedom 
of the press versus resttiction of the 
press.” In its vigorous discussion of this 
attack on the freedom of the press, The 
Texas Weekly points out the vicious sit- 


uation that almost surely will develop 
where a newspaper can exist only by per- 
mission of a public official, and declares 
that while this particular ordinance is the 
business of the people of Austin, the issue 
is the business of the people of the entire 
State—and, we might add, of the nation. 


June 8, 1939 


While some of our readers may feel 
that this is an issue remote from the in- 
terests of the lumber industry and one 
about which they should feel no partic- 
ular concern, the fact is that it is just 
another evidence of the growing ten- 
dency of lawmakers to encroach upon the 
rights of private citizens and surround 
business with more regulations—some- 
thing in which every lumberman and 
every other business man should be 
keenly interested. 


Dealer Should Be Able to Impart Latest 


Ideas on Rural Homes Design 


HAT THE average lumberman 
T really knows little about what is ac- 
tually required in farm home design, 
or the difference between farm and ur- 
ban homes, is the belief of H. E. Wichers, 
associate professor of architecture at 
Kansas State College. For that reason 
he has expressed a desire that lumbermen 
be well represented at the annual meet- 
ing of the American Society of Agricul- 
tural Engineers to be held at University 
Farm, St. Paul, Minn., June 19 to 22. 
There will be meetings of the Farm 
Structure Division on June 21 and again 
on June 22. At this latter session there 
will be a discussion on Farm House De- 
sign problems, led by Mr. Wichers. 

This is a subject in which all lum- 
ber dealers should be vitally interested, 
particularly those in the agricultural dis- 
tricts, and every manufacturer who sup- 
plies the dealers should be able to give 
helpful advice, through his salesmen, on 
proper farm house design. There is a 
need, and a desire, for farm homes de- 
signed for comfort and for utility, and 
attractiveness as well, and the A. S. A. E. 
is doing a good job in developing designs 
suitable for the modern farm home. The 
lumber industry, through the National 
Lumber Manufacturers’ Association, for 
a number of years has been co-operating 
with this organization, but it is quite de- 
sirable that more individual lumbermen 
take an active interest in the work being 
done by the A. S. A. E. in order that 
they may keep more closely in touch with 
agricultural engineering developments 
and put themselves in position to accept- 
ably serve the farm trade. 

Authoritative reports indicate that the 
income of agriculture, including Govern- 
ment payments, to farmers, will be con- 
siderably larger this year than it was in 
1938. This is an indication that the 


farmers will have a larger purchasing 
power and that substantial improvements 
may be expected on many farms, includ- 
ing not only extensive repairs and re- 
modeling but much new construction of 
farm homes, barns, granaries, etc. If the 
lumber and building material dealer is 
equipped to assist the farmer in deter- 
mining the design for his new home that 
will most effectively meet the require- 
ments of comfort, convenience, attractive- 
ness and reasonable cost, he will be in a 
position not only to render a worth-while 
service to his customer and to his com- 
munity, but he will be practically assured 
of a desirable increase in volume of 
profitable business. 

The AMERICAN LUMBERMAN hopes 
that the lumber industry will recognize 
the importance of proper design for 
farm homes and that a substantial num- 
ber of lumbermen will attend these meet- 
ings in St. Paul, thus not only giving 
those present the benefit of their knowl- 
edge and experience, but also themselves 
becoming more familiar with the things 
that are needed in the proper designing, 
building and equipping of modern farm 
homes. 





CCORDING to the Philadelphia In- 
A quirer, Parisians are puzzled be- 

cause the floors in the beautiful 
American Embassy in the French capi- 
tal do not “squeak” or “creak” beneath 
even the heaviest of treads. With the 
exception of a few rooms the entire 
building is floored with American clear 
quartered white oak. It is reported that 
this is the only important structure in 
Paris—noted for its many beautiful 


buildings—in which the flooring is laid 
over sub-flooring. Isn’t it time someone 
was telling Parisians how to lay floors so 
as to avoid squeaks? 
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What Do You Think About It? 














NE OF THE oldest furniture 
O manufacturing plants in Indiana 
has announced that it will suspend 
operations and discontinue business with 
the completion of currently processed 
merchandise. The principal reason given 
is that demand for high-grade furniture 
such as this factory produced has declined 
until volume requirements of the plant 
no longer can be met. Just another evi- 
dence that the purchasing power of the 
consumer accustomed to buying high- 
grade merchandise is being curtailed, 
thus forcing old, established concerns to 
fold up, and making it necessary for em- 
ployees to seek an outlet for their serv- 
ices in an overcrowded market, or event- 


that, there is scarcely any building in any 
community where union organization is 
strong. A high wage with no work is 
of no benefit to anybody. Nor does one 
have to go outside the agricultural field 
to find examples these days. Look at the 
cotton industry. Look at the milk in- 
dustry. Both in dire straits, largely be- 
cause of a price level artificially im- 
posed.” Well, what are we going to do 
about it? 
he oe 
ECAUSE of complaints of “whole- 
RB sale thievery” of timber in East 
Texas, a situation described by one 
citizen as being “worse than cattle steal- 
ing ever was,” a proposal is being con- 








_LUMBERMEN URGED TO ATTEND ROUND 
TABLE ON FARM HOUSING STANDARDS 


How can any salesman sell farm houses if he hasn’t the faintest idea 

Believe it or not, most of them are trying to. 
Proof: Not one in ten of the new houses being built on farms today 
belongs anywhere but on a suburban street. 

A few weeks ago, I attended meetings held in three different counties 
| in a midwestern State. Not one of the lumber dealers who attended knew 
| the difference between a farm house and a city house. So they spend their 
| time trying to sell “a pig in a poke”. 
| Personal opinion is their stock in trade, so the lumber dealer contra- 

dicts the plumber and they both contradict the county agent. Let’s get 


what a farm house is? 
} 
| 





questions. We need your help! 
house when they see it? 


goes to the farm market? 





Let’s stop confusing the farm buyer and sell farm 


| together. Let’s agree on what a farm house is. 
|| fundamental idea. 
houses, 


A round-table will be held in Minneapolis, Minn. on June 22, 1939. 
This meeting is sponsored by the Farm Housing Standards Committee of 
the American Society of Agricultural Engineers. 

As a member of the Farm Housing Standards Committee, I urge you 
to attend this meeting. Please be prepared to answer the following 


1. How many local dealers who handle your product know a farm 


2. What per cent of your product passing through local dealers’ hands 
—H. E. Wicuers, Rural Architect 


Let’s all sell the same 




















ually to become wards of the Government. 
There’s something wrong with a system 
of economics that produces situations 
like this, 
os 
ECENTLY Roger Babson, noted 
statistician, said that if all classes of 
labor were paid as much as building 
tradesmen receive, eggs would sell at $2 
per dozen, milk at 60 cents a quart and 
steak at $3 per pound. To which the 
Corn Belt Farm Dailies adds: “And 
that isn’t the worst of it. There wouldn’t 
be any eggs, or milk or beefsteak if they 
had to be produced under the wages and 
hours and working conditions imposed by 
labor in the building trades. Not only 


sidered to require bills of sale on all tim- 
ber sold in Texas. It is reported that 
the common method of illegal logging is 
to hire a.man with a truck to cut some 
one else’s trees, haul the logs to a saw- 
mill, and then when the boards come 
from the mill it is impossible to tell 
which ones come from a legal log. Tim- 
ber poaching is the bane of many timber 
owners and now that trucks for logging 
are so generally used and so many mills 
buy logs brought to the plants, it is be- 
coming more difficult to patrol timber 
areas and to prevent .this sort of timber 
thievery. Texas has some “screwy” laws 
on its statute books, but the suggestion 
that bills of sale be required on all tim- 


31 
ber sold would seem to be a constructive 
one and this should afford at least a de- 


gree of protection against timber poach- 


ing. 
* * * 


UTTING saw logs from seed trees 
that were left during the original 
cutting, the H. Weston Lumber 

Co., down in Mississippi, after fifty years 
of operation, is demonstrating the value 
of proper timber utilization in providing 
permanency to the lumber industry and 
a continuous valuable natural resource to 
a State. As timber areas are being cut 
that were originally logged many years 
ago, and saw logs, piling and pulp wood 
are taken out, an abundant supply of 
thrifty small timber is being left to insure 
continuous operation. Just another evi- 
dence that lumber manufacture may be 
perpetuated in the South if fires are kept 
out and the young timber permitted to 
grow. With the State Forest Commis- 
sion, U. S. Forest Service and private 
timber owners co-operating, Mississippi 
is doing a fine job in timber utilization 
and forest conservation, 
i 


EALERS located in areas where 
there are or have been strip mining 
operations will be glad to learn that 

they may expect future customers from 
the owners of this type of land. An en- 
gineer for an Iowa coal company oper- 
ating a strip mine has planted apple, 
peach and cherry trees as well as grapes 
on mountainous piles of slack and shale 
that had been deemed lost to production. 
The engineer reports that the trees were 
not injured by gas from nearby slack 
piles. Holes were dug, four or five feet 
across and as deep, and filled with rich, 
black dirt. The slack formed a crust over 
the top, holding the moisture throughout 
the year. Also, decorative planting in- 
cludes spruce trees, which will be sold in 
about six years for Christmas trees. 





Furniture Makers Expect Good 
Orders at June Market 


With furniture dealers encouraged over the 
prospects for late summer and early fall sales, 
buying is expected to be good at the first 
combined spring and summer national home 
furnishings show in the American Furniture 
Mart, June 5-17. Inventories are reported to 
be at normal, healthy lows throughout the 
country, and it is said that dealers are in need 
of merchandise. The 850 manufacturers who 
display their products at the American Furni- 
ture Mart are busily engaged in making last 
minute preparations for the deluge of buyers. 

Natural wood tones, it is believed, will con- 
tinue to be favorites in the finishes. Manufac- 
turers have devoted considerable time to im- 
proving accepted finishes rather than creating 
something startlingly new as was their practice 
a few seasons ago. Oak promises some sur-' 
prises but the new finishes anticipated will 
affect only the one wood. 

In case goods, the modernized 18th Century 
models, shown in both dark and light finishes, 
will provide the main talking point in the me- 
dium and high priced brackets. Colonial models 
in maple, cherry and mahogany will stress 
tradition. 
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Faced with the problem of removing 
some 16 million feet of logs from the Gov- 
ernment’s new Wickiup reservoir site, 
along with 10 million of its own from ad- 
jacent sections, the Shevlin-Hixon Co., 
of Bend, Ore., decided to drive the whole 
26 million down the Deschutes River into 
Bend, and thus avoid having to build 
a railroad into the area. While 26 million 
feet of logs sounds like a terrifying 
amount to the layman, the drive will ac- 
tually last the Bend mills a little over two 
months. The Shevlin-Hixon plant in 
Bend is cutting 12 million feet of lumber 
a month, and is equipped with five bands 
and a gang. This is no doubt the last big 
log drive Oregon will ever see. Cer- 
tainly it will be the last one on the Des- 
chutes, for, with the Wickiup timber 





The load is dumped on the river 
bank and the loggers break out the 
landing with peavies and start the 
logs on their way down. When the 
logs are too big, or the load too heavy, 
the Cat merely backs the arch up 
against the pile and pushes it into 
the water. Sometimes, as in this in- 
stance, the arch follows the logs into 
the river to make sure they will reach 
the deeper water and start floating 
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Through White Water Comes 


26 MILLION FEET OF FINEST 
OREGON LOGS EVER SEEN 


--in State’s Last Great Drive 


Very rare picture of J. H. (Jack) 
Meister, logging superintendent, at 
left, and Stanley Linton, assistant su- 
perintendent, at right, of the Shev- 
lin-Hixon Co. This pose can be rec- 
ognized by every logger who has 
worked in the central Oregon woods 





gone, there is nothing left on the upper 
river. While Shevlin holdings extend for 


miles in every direction from the Wickiup 
taps all 


site, the company’s railroad 





points, and there will be no further 
necessity for driving the river. 

The logs are being driven a distance 
of about forty miles through the tortuous 
bends and turns of the upper Deschutes 
into Benham Falls, where they will be 
loaded onto cars and transported the re- 
maining ten miles into Bend. The river 
below Benham Falls is too rough for driv- 


ing, and sawlogs are merely smashed to 
pieces in the swift rapids. Logging Su- 
perintendent J. H. Meister, aided by his 
assistant, Stanley Linton, both old river 
drivers from the early days in Maine and 
Minnesota, and veteran woodsmen, de- 
cided the drive could go through in spite 
of threatened low water. Trouble was 
experienced from the first, but not as bad 
as had been expected. When about 15 
million feet had jammed in the river, the 
crew blasted a channel through Pringle 
Falls, the worst part of the proposed 
drive, and the logs were started down. 
Jams formed every few minutes in the 
swift, treacherous current at the Falls, 
and for the first day or so the river men 





Logs from the Wickiup Dam project 

are hauled out of the woods behind 

huge Diesel Caterpillars, or “Cats” as 
they are known to the logger 





picked them apart with peavies, the same 
as they used to do forty years ago. 

Then Stanley Linton thought of a 
Caterpillar tractor. Now a line is carried 
out to the jam, a hook driven into the key 
log, and the “Cat” waddles off with the 
entire jam in tow. Even with a “Cat” 
breaking jams, dynamite has to be re- 





Here is between two and a half and 

three million feet of logs held in the 

Deschutes River by a jam, which has 

to be broken out by the crew before 
the drive can go ahead 
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When the jams get too tight and 
the men, armed with peavies or a 
powerful “Cat,” can not move them, 
explosives are resorted to. Thirty 
sticks of dynamite were used to free 
the channel from this tie-up 





sorted to now and then, as the current is 
so swift that logs are piled up twenty feet 
high along the banks of the narrow chan- 
nel. However, the logs themselves form 





This huge pine butt log is too heavy 
to float in the swift, shallow water of 
the upper Deschutes, and will have to 
be trucked out to railroad. Norman 
Boles, camp auditor, who is 6 feet, 2 
inches, stands beside the log 





a sort of chute through which the rest of 
the drive drifts with surprising ease, and 
grounded logs are to be left in the river 
until all the trees have been cut from the 
reservoir area. At that time, a crew will 
bring down the rear of the drive with 





Men work frantically at times like 

this to keep the logs moving. Small 

logs often hit a rock and the big ones 

come in on top of them to force them 

to the bottom—then another jam 
forms 


“Cats” and a power boat equipped with a 
winch. 

The upper reaches of the Deschutes are 
white water for some miles, wild and dan- 
gerous, but several old-time drivers had 
heard of the drive and came in to work on 
it. They risk their lives a dozen times a 
day breaking out jams and working the 





whirling logs through the channel, but it’s 
all in the day’s work to them. Stanley 
Linton, boss of the drive, heads the crew 
and is in every dangerous situation ahead 
of the men. Harry Clemens, another old- 
timer, is right behind him. 

Logs being cut by the Shevlin-Hixon 
Co. from the Wickiup damsite, and its 
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Twenty-six million feet of logs has 
to be run through this narrow, dan- 
gerous channel to reach the smooth 
water below the falls. Here a reluc- 
tant log is holding up the drive, and 
expert white-water men, tensed for 
the leap to safety, pry desperately to 
free the threatened jam 





own holdings around the area, are some 
of the finest ever seen in Oregon. Many 
of them average six and seven feet 
through, and are too bulky to float in the 
shallow water of the Deschutes. How- 
ever, another head of water is expected 
to be let into the river from the Crane 
Prairie reservoir in June, and it is now 
thought the company may try to drive the 
big ones down the river. The only other 
recourse is to truck them out to the rail- 
road. All of the timber is Ponderosa pine. 





This is white water and dangerous 
driving. The men wear long, sharp 
caulks in their shoes, but a slip of 
a peavy means death. Under a new 
State law, all men working around 
water are obliged to wear a newly 
invented life belt which inflates it- 
self when squeezed by the fingers. 
Old-time river men look on it with 
scorn. None of them can swim, but 
all their lives they have worked on 
white water 














Group of houses constructed at Syracuse, N. Y., using Harnischfeger materials 


A new type of construction has been developed and tested 
by the Harnischfeger Corp., Milwaukee, Wis. Its bases are 
prefabricated vertical and horizontal panels made of pressed 
steel, dimension lumber and plywood. 

“We started,” said A. W. Remmel, manager of the housing 
division of the corporation, “with the idea of developing a 
house prefabricated in our shop as far as it was possible to do 
it. We found, however, that that is absolutely impractical. 
What we are now doing, really, is making a material adaptable 
to the plans of architects and builders. We are not designing 
houses, and we are not making houses. The goal we are shoot- 
ing at is to have architects and builders know how to design 
houses using the panels we have perfected, and then to get the 
lumber dealers to carry in stock the panels that will be needed. 
The principle of the panels is to use steel for the bearing mem- 
bers in a house, and wood in all the non-bearing places. This 





Five-room house built with Harnischfeger materials in 
Milwaukee, Wis., at cost about the same as for conven- 
tional construction. Any type of exterior can be used 





DINING 
Living Room 


13-4" x 20-0" 


BEDROOM 


iW-o" « 13°0" 


Floor plan of house built in Milwaukee 
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| Additional 
Profit for Dealer 
Offered by-- 


has been accomplished with no sacrifice 
of flexibility in architectural design, and, 
while a considerable amount of steel has 
been added, the amount of lumber re- 
quired is almost the same as in conven- 
tional construction,” 

Standard wall panels are made of two pressed steel channels 
of a length to provide an 8-foot or eight feet, six inches finished 
ceiling height. The channels are 15-gauge, hot rolled, copper 
bearing, pickled steel with 3-inch webs and 114-inch flanges. 
The pickling takes out porous pits that might invite rust. Chan- 
nels are sent through a chemical wash that leaves them with a 
smooth surface film that is an excellent base for zinc chromate 
paint that is sprayed on. 

To construct a panel, two channels are placed on a jig table 
with the flanges facing each other and spaced 40 inches apart. 
Connecting them are eight end-notched 2x4’s which act as 
horizontal studs or girts. These are spaced 16 inches on cen- 
ter. The eighth 2x4 is placed two inches in the clear above 
the bottom stud to provide firmer baseboard nailing at any 
interval, and adequate plaster ground. Baseboard joints can 
thus be made at any point, and waste is minimized. The posi- 
tion of the horizontal studs permits nailing wallboard along 
the horizontal edges, and the studs at 16-inch intervals provide 
ample fire-stops in the wall. Each horizontal stud is notched 
at the mid-point to eliminate the necessity of cutting and drill- 
ing by the electricians. Steel stud channels have brackets welded 
to top end for connection to ceiling panels, and a plate welded 
to the bottom end for bearing on the foundation. 


Exterior Surfaces Are Plywood on Insulation Board 


The exterior wall facing consists of 3g-inch asphalt-treated 
insulation board, fastened directly to the wood cross nailers, 
and ;-inch 3-ply water-resistant-glued fir plywood. Both 
materials cover the entire frame area and are separated from 
each other by 34x15-inch wood furring strips placed verti- 
cally approximately 13 inches on center, and wood strips at 
top and bottom of the panel. Thus, a 34-inch air space is pro- 
vided between the insulation and the plywood. All outside 
materials are nailed to the horizontal studs. Plaster base or 
other wall covering for the room side of the panel is nailed 
directly to the horizontal studs by the carpenter in the field. 
Plaster base, wood grounds and baseboard are not furnished. 


Provision for Doors and Windows 


Doors are not furnished, but, when specified, windows are 
furnished with frame installed in the panel, and sash equipped 
with Unique balances are hung, fitted and glazed. Standard 
panels take windows of all widths up to 30-inch glass width. 

Panels 20 inches wide are also standard. For interior doors, 
panels take 2-foot, 10-inch jambs. -For smaller sizes, the panel 
is blocked and filled. For sound deadening, the girts or hori- 
zontal studs are split lengthwise, and a sheet of rock wool or 
other deadener is set in place. The girts are then nailed 
through on either side of the sheet. The weight of a 40-inch 
outside wall panel is 125 pounds, and interior panels weigh 
50 pounds. Exterior door openings are furnished with pine 
door frame, oak sill and moulded pine exterior casing installed 
complete for doors 2-foot, 6-inch or 2-foot, 10-inch wide and 
6-foot, 8-inch high. 

Floor panels consist of welded steel frames fabricated of 
pressed steel channels with 8-inch webs and 1%-inch flanges. 
Wood cross nailers, 1544x254 inches, spaced 16 inches on cen- 
ter, are screwed to special steel brackets welded to the web 
of the channel, and serve as nailers for blind flooring. 
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STEEL-WOOD 
HOUSE PANELS 


Floor panels can be supplied insulated with 34-inch insula- 
tion board nailed to the under side of the cross nailers, and 
sealed at edges and joints with mastic to form a dead air space 
between the insulation board and the blind flooring. Where 
concrete sub flooring is used, panels have an 8-inch channel 
running lengthwise through the center, and welded at the 
ends. Special steel T cross bracing is welded to the webs, five 
feet on center. Flanges are punched for attaching metal lath 
at top and bottom of panel for 2-inch concrete slab floor above 
and plaster beneath. Ceiling panels are the same construction 
as floor panels except that 154x154 wood cross nailers spaced 
16 inches on center are applied to the bottom flange to receive 
insulation board for finished ceiling or as a plaster base. Panels 
20 inches and 40 inches wide are standard, but any widths 
can be supplied, and lengths vary up to 16 feet, 8 inches. Blind 
floor is not applied at the factory because it could be laid in 
only one direction. To receive first floor panels, concrete foun- 
dations should have anchor bolts every 40 inches. A strip of 
asphalt impregnated insulation board is placed on the founda- 
tion to insulate it from the steel. A standard steel I-beam is 
recommended for the main girder of the first floor, The clear 
span limit for floors is 15 feet. An opening is cut in the end 
of every floor panel to receive a heating duct. Average in- 
stallation time for a register box is about 20 minutes. 





Detail photograph showing construction of Harnischfeger 
materials and methods of assembling 
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Close-up of house in Syracuse, N. Y., group built with 
Harnischfeger materials 


Seven-degree taper pins are used to fasten all panels. These 
are cadmium plated, and come in two sizes to take care of 
the different kinds of wall panel connection. Ceiling panels 
have holes punched every 20 inches to allow for the centering 
of windows. Exterior wall panels fasten to the floor panels 
with cap screws and nuts through the welded steel angles. In- 
terior wall panels are keyed to the ceiling panels and nailed to 
the blind flooring. Erection time is three panels per man hour. 


On gable roof houses the construction is used up to the 
square. Above that, framing and construction is conventional. 
On the gable ends, 2x4 vertical studs are set on the top hori- 
zontal stud or girt, and spiked. The company will furnish 
roof rafter plates of 2x4 drilled and cut to fit the top steel, with 
all fastenings included. 


“When we were satisfied that we had the construction per- 
fected,” said Mr. Remmel, “we invited local retail lumbermen 
to view the finished product. Two of the retailers, Mid City 
Lumber Co. and Steinman Lumber Co., who immediately signed 
dealer contracts, invited over 400 builders, contractors, real 
estate men and architects to an erection demonstration at our 
plant. After asking many questions of a technical nature, these 
men expressed the opinion that this material had been com- 
pletely developed, and is a great improvement over the conven- 
tional wood frame method. 


Cost Not Expected to Exceed That by Older Methods 


“We have 25 homes recently erected in Syracuse, N. Y., by 
the Woodruff Construction Co., and just recently there were 
completed two two-story apartment buildings in Arlington, Va. 
Both projects used our material. 


“The cost of Harnischfeger panels and system of construction 
compares favorably with conventional wood framing. Actual 
comparisons are naturally dependent on the cost of material and 
labor it replaces in the area in which it is to be used.” 

A small house, picture and plan of which are shown here, 
was built recently in Milwaukee at a cost about the same as for 
conventional construction. It is a 5-room house with brick 
exterior, although any type of material that is desired can be 
used on the outside. Walls, floor and ceiling up to the square 
were erected in eight hours. When it was finished, the dimen- 
sions did not vary as much as one-eighth inch from the archi- 
tect’s drawings. 


“By using pre-cut rafters,” continued Mr. Remmel, “a builder 
can be under cover in two days after the foundation is ready. 
A progressive builder equipped with a small power saw can 
prepare his rafters from our drawings before he begins his 
erection. The particular advantage we see for the lumber 


-dealer handling the panels is that he can sell, in addition to 


his regular bill of materials, a good part of the labor and over- 
head on the job as represented in what he has purchased from 
the Harnischfeger Corp.” 
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The history of the settlement of Eng- 
lish-speaking America is one of geo- 
graphic frontiers constantly moving west- 
ward. Heavy migration in that direction 
continued until the early years of this 
century. Periodic economic disturbances 
in the East, social unrest, the thirst for 
adventure or for greater opportunities— 
to mention a few of the causes—kept men 
and. women moving ever westward. 
Frontier, of course, is a purely relative 
term. What is frontier for a storekeeper 
is an unbearably crowded and civilized 
condition for a trapper. An isolated town 
that would starve the mental needs of one 
accustomed to an intellectual social order, 
and thus be wild frontier to him, might 
represent everything in modern conveni- 
ence to the pioneer that built the first 
house there. Be that as it may, however, 
frontier to many Americans is something 
that lies west of where he lives. It is a 
purely geographic concept. 


GEOGRAPHIC FRONTIER DISAPPEARS 
—ECONOMIC SUCCEEDS 


In the early years of the twentieth cen- 
tury, the westward move began to slacken. 
We could go no farther west. We had 
reached the limit, and, while there were 
many geographic gaps, some of them 
large, inhabitants of numerous western 
cities could rightly think of the geographic 
frontier, if any, as lying in any direction 
from them. Geographic frontier—al- 
though few of us ever used the qualifying 
adjective, because frontier was assumed 
to be a geographic concept—began to dis- 
appear as descriptive of the American 
scene. It became a word kept alive by 
historians and the writers of thrilling 
movie scripts and novels based on the 
pioneering of America. 

Properly differentiated as economic 
frontier, the term is returning as descrip- 
tive of contemporary conditions. The 
new frontiers are sometimes geographic, 
sometimes not, but always economic. An 
example of one type of economic frontier 
was afforded at the base of the depression 
by a brilliant manufacturer of an almost 
universally used product, which he re-de- 
signed and streamlined to give it, for the 
first time, beauty as well as utility, and 
thus created a new and tremendous mar- 
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Unique community 
center in Pineville, 
W. Va., built by 
WPA under direc- 
tion of NYA 
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ket. Another kind of frontier, primarily 
economic, secondarily geographic, of 
which there are hundreds in all parts of 
the country, is exemplified in Wyoming 
County, West Virginia, of which Pine- 
ville is the seat. 


COAL MINING CONCERN PIONEERS 
NEW FIELD 


The coal fields of Wyoming County, 
surrounded on all sides by active mining 
operations, have, for some reason better 
known to mining engineers than to edi- 
tors of lumber papers, been left unex- 
ploited until quite recently. Last year 
the Koppers Coal Co. opened a develop- 
ment a few miles out of Pineville, and 
noticeable impetus has been given to 
building and other business in the little 
county seat with a population of about 
500. Stopping at the Wyoming Lumber 
& Supply Co. at Pineville, we talked to 
the manager, L. B. Shrewsbury. 

“The new Koppers operation,” said 
Mr. Shrewsbury, “is a big one, and a 
very good one. The company built one 
hundred new houses at the site, and 
moved the same number of families into 
them. The houses are neat, well built 
and well heated. We do a general con- 
tracting business in connection with our 
selling of lumber and other building mate- 
rials, and we got the contract to build a 
bath house at the Koppers operation. It 
is a brick building, the very latest type of 
structure in convenience and design for a 
mining operation bath house. The cost 
was about $15,000.” 

It will be noted that operation is the 
term used to refer to the new Koppers de- 
velopment. The mining companies object 
to the use of the term “camp” as descrip- 
tive of the communities formed by their 
employees. “Camp,” they say, implies 
primitive dwellings of a temporary char- 
acter, and the new development is in 
every sense a permanent operation if not 
a town. 


BUILDS FOR OWNERS—WIDE RANGE 
OF MATERIALS STOCKED 


In the past year the Wyoming Lumber 
& Supply Co. has built about thirty small 
houses in and near Pineville. One of 
these houses, a picture of which is shown 
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REALM of the 
RETAILER 


here, was built by Mr. Shrewsbury for 
his own use, at a cost of about $6,000. It 
is 25 feet across the front, and 30 feet 
deep. It has a full basement, the walls 
of which are made of native stone, laid 
18 inches thick. Heat is supplied by a 
coal burning hot water plant fed by an 
Iron Fireman in the basement. Convec- 
tor units are used in the rooms above. 
The basement floor is 4-inch concrete. 
Wood posts supporting the first floor 
girders are set in cast iron sockets ex- 
tending through the basement floor, and 
resting on 24x24-inch concrete piers. 
Sidewalls are brick veneer, and the wide 
roof dormers are the same construction, 
except that they are faced with 16-inch 
asbestos wall shingles. Floor joists are 
2x10-inch and roof rafters are 2x6-inch, 
and spaced 16 inches o.c. Mortar is col- 
ored to match the dark toned brick, and 
joints are raked. Roofing is asbestos 
shingle. Inside walls are stippled plaster. 
Doors and trim are red gum, and all floors 
are clear oak. 

“A house of the same type could have 
been built for considerably less money,” 
said Mr. Shrewsbury, “but we used the 
best materials and construction practices 
we could find. Most of the work we do 
is on direct contract with the owner for 
all labor and material except on the 
mechanical trades, which, as a rule, we 
sub-contract. We make one exception in 
stocking material installed by the me- 
chanical trades, and that is electrical sup- 
plies. We keep a good stock of these. 
Excepting plumbing and heating equip- 
ment, we can build practically any mod- 
erate size building with materials taken 
from our own stock.” 


YOUTH GETS MODERN EQUIPMENT 
FOR ACTIVITIES 


A very interesting structure in Pine- 
ville is the one of which a photograph is 
shown at the head of this article. It is 
a 3-story log community center built by 
WPA for the National Youth Adminis- 
tration, and used for the development of 
organized youth activity in the town. A 
few feet away from this structure is a 
new school building to which, at the time 
we were in Pineville, an addition was 
being made. The new wing was designed 
as a training center in domestic arts for 
young girls. Pineville is an exceptionally 
smart looking little town with paved 
streets, neat uptodate stores, a new 
post office, and an attractive county build- 
ing. It is located On a small, fast run- 


ning river, and nestles in a hollow of the 
With the open- 


Blue Ridge Mountains. 
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New Economic Frontiers ji) 


Opened in West Virginia 


--And Retailers Help in Development of At- 
tractive Housing for Coal Communities 


ing of Wyoming County to coal mining, 
it would not be, surprising to see Pine- 
ville grow in size to rival Beckley, her 
neighbor and thriving coal capital that lies 
to the north. 

In Beckley we called on a day when 
the manager of the Beckley Lumber & 
Supply Co. was out of town on business, 
but had a pleasant and informative chat 
with D. O. Means. Here, a general con- 
tractor and a lumber dealer are practically 
synonymous. In answer to a question, 
Mr. Means told us that general contract- 
ing is an expansion of lumber dealers’ 
functions, and not the reverse. 


YARD'S SKETCHES ARE FINISHED BY 
ARCHITECT—JOBS ARE TURNKEY 


“We do a turnkey job of house build- 
ing,” said Mr. Means. “We have one 
outside salesman who works the city, sell- 
ing prospects on the idea of building new 
homes and remodeling old ones. He also 
makes quite a volume of small retail sales. 
On our staff is an architectural drafts- 
man who prepares preliminary sketches 
for house building prospects. These are 
not in sufficient detail to permit the con- 
struction of a house from them. They 
are only to get the customer’s ideas on 
paper, and to give us something tangible 
on which to base a preliminary estimate 


Built by Wyoming 
Lumber & Supply 
Co., and occupied 
by L. B. Shrewsbury, 


manager 





of cost. This action is primarily to re- 
concile the customer’s pocket book with 
his desires, before we get to a point where 
the sale is apt to bog down because of 
misunderstanding. 

“When we have all the major details 
ironed out, we take the sketches to a 
licensed architect in town, and he de- 
velops full working drawings. We use 
this architect even on the smallest houses, 
especially where they are going to be built 
with FHA financing. The average price 
of a 5- or 6-room, story or story-and-a- 
half Cape Cod house is about $5,000 here. 
The Cape Cod style is by far the most 
popular in the small home class. Gen- 
erally, houses in this vicinity costing 
$3,000 or more have basements and are 
equipped with coal burning furnaces. 
Composition shingles, with some asbestos 
roofing, are preferred. Plaster walls and 





Floor plans of Shrewsbury home, built by Wyoming Lumber & Supply Co., Pineville, W. Va. 
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select oak flooring are almost standard. 
For siding, 34-inch poplar gets a slight 
preference over asbestos.” 


YARDS CONTRACT TO PROTECT 
TRADE, BUT PUSH SMALL SALES 


This concern, like other lumber yards 
in Beckley, takes general contracts not 
only for homes, but for schools, churches 
and other buildings as well. It has its 
own corps of painters and carpenters, but 
sub-lets excavation, concrete, plumbing, 
heating and sheet metal work. None of 
the materials belonging to these trades are 
carried in stock, except cement. 

“T think it is safe to say,’ continued 
Mr. Means, “that all of the dealers in 
Beckley would prefer to do a strictly re- 
tail lumber and building material busi- 
ness. I think that few if any of them 
went into the building business because 
they wanted to. They had to do it to 
protect their retail business. Personally, 
I would greatly prefer to do business 
along the lines suggested by the Johns- 
Manville people, using their plan or some 
variation of it to suit our peculiar local 
conditions, and I wish the time would 
come when the dealers in Beckley would 
go out of the contracting business. 

“While we are contractors, though, we 
have never for a moment allowed our 
emphasis on small retail sales to relax. 
We are out trying to sell all the time, 
and our salesmen are constantly contact- 
ing prospective retail consumers. 


THREAT OF COAL STRIKE CAUSES 
POSTPONEMENT OF BUILDING 


“Beckley, as you probably know, is a 
coal city. I don’t know how many min- 
ing concerns have their offices here, but 
there are a lot of them. This spring, 
threat of a coal miners’ strike is holding 
building back. We have figured thirty 
houses, and signed two. Ordinarily we 
would have had closer to twenty of them 
signed. We are not much alarmed about 
the situation, because we don’t expect the 
strike, if it comes, to be a long one or a 
serious one. There seems to be every 
probability that whatever differences there 
are will be compromised shortly, and we 
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look for a good year. Most of the houses 
that are out for bids are for people in the 
offices of mining companies. I don’t think 
any of them are alarmed over the security 
of their jobs, but all will feel better when 
the strike, if it comes, is over.” 


MERCHANDISING COURSE WELL 
RECEIVED IN WEST VIRGINIA 


Down in Bluefield, most southerly of 
West Virginia’s larger cities, we stopped 
at the office of the Bailey Lumber Co., 
details of whose “Gold Key” homes have 
appeared in previous issues of the 
AMERICAN LUMBERMAN. Here we met 
C. I. Cheyney, of whom one of his com- 
petitors—W. E. Hume of the Georgia 
Lumber Co., located a scant two blocks 
away—said, “Mr. Cheyney is the finest 
competitor anyone could have. He is not 
only one of my best friends, but he is the 
best friend the lumber business has in 
this territory. He can always be de- 
pended upon to straighten out any little 
tangles that any of the dealers get into. 
The result is that the personal relations 
of all the dealers in and near Bluefield 
are most cordial.” 

Mr. Cheyney is, of course, well known 
to association members as a convention 
speaker. He has appeared on many pro- 
grams, and, aside from his office in the 
West Virginia association, he is a director 
of the Merchandising Institute. 

“At the last minute, a change in our 
plans made it necessary for me to present 
the Merchandising Institute course to our 
fellows at the convention this year,” said 
Mr. Cheyney. “It was a cold-turkey pre- 
sentation, and pretty brief. In spite of 
the sketchy presentation the course got, 
it is being received much better than we 
hoped for in West Virginia. Six of my 
men are taking it, and I had a letter from 
the association secretary recently in which 
he gave me figures which indicate that it 
is going over pretty well.” 

SUPPLIES ALL MATERIAL BUT DOES 
NO CONTRACTING 


Asked about the manner in which the 
company operates, Mr. Cheyney said, 
“We prepare plans and specifications for 
homes, prepare contract forms, take ap- 
plications for loans, and stay right with 
the prospect until he has signed with one 
of the contractors with whom we work. 
The only work we do is tile setting. We 
do no general or other contracting. We 
can build a house complete with the mate- 
rial we stock, which includes plumbing, 
heating and electrical fixtures and equip- 
ment. We sell everything to the con- 
tractors who do our work.” 

Told of Mr. Hume’s remarks about 
him, Mr. Cheyney said, “My competitors 
here are the best friends I have. They 
are the first fellows to whom I would turn 
for help in an emergency. Our families 
are all acquainted on a social basis, and 
we have a fot of good times together. 
We hold periodic barbeque suppers to- 
gether, have picnics, and spend our Sun- 
days on little trips.” 

One thing that surprised us in West 
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Virginia was the cleanliness of its coal 
towns. We entered the area expecting 
to breathe large quantities of coal dust 
for several days and to accumulate a tre- 
mendous laundry and cleaning bill. The 
air is as clean as in those mountains 
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whose total assets are scenery, and, while 
we didn’t subject a white shirt to a 
cleanliness endurance test, we feel that the 
results of such a test in any West Vir- 
ginia coal town would give as good results 
as in a coastal fishing town of same size. 


lowa Dealers’ Contest Creating 
Wide Interest 


Iowa retail lumber and building material 
dealers, through lowa Retail Lumber Dealers 
Association, are well on the way toward giving 
strong impetus to remodeling and repairing and 
home and farm building in that State. <A 
Statewide advertising campaign is being pushed 
to call attention to a $2,000 prize contest which 
any Iowan over twenty-one years of age is 
eligible to enter. Members and employees of 
the association and their families are excluded. 
All the contestant has to do is to secure a 
free entry blank from his lumber dealer and 
complete in twenty-five words or less, “I think 
that NOW is the best time to build, remodel 
or repair, because .. .” 

The entry blank, which must be secured from 
a dealer, bears the dealer’s name and is mailed 
by the entrant to the contest editor, Homestead 
Bldg., Des Moines. On the page opposite the 
contestant’s letter is a check list to indicate 
building improvements he would like to make 
and space to indicate whether he rents or owns 
his home. 

The contest is of sixteen weeks’ duration. 
It opened April 23 and will close Aug. 12. 


MODERN FARM 
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Modern farm buildings mean better farm prod- 
ucts which in turn brings you better prices and more 
profit. Clean, thrifty hogs bring you the greatest 
margin of profit from your corn. Arrange to have 
additional pasture land fenced hog tight now. Your 
lumberman has corn cribbing, fencing, portable hog 
waterers and houses that will pay for themselves 
in a short time. 


Be sure and ask your 
lumber dealer for a con- 
test entry blank. You 
may win one of the 
building prizes that will 
help vou modernize your 
farm. 


FREE PRIZE 
CONTEST 


ANYONE 
CAN WIN 


The Contest Is Easy. Technical 
Knowledge Is Not Necessary 
All you have to do is complete this sentence in 
25 words or less on the official entry blank, “I think 
that now is the best time to build, remodel or re- 
pair because...” 





eur tamberman waate you te win, Ask him far heip- 
fel sugcraiions in completing the contest sentence. 
DONT DFAAY, ENTER TODAY! 








GET YOUR FREE ENTRY BLANK €“""*> 
FROM YOURLOCALLUMBERMAN Q-¥7 











Example of newspaper advertisements being used 

to attract attention to and arouse interest in the 

lowa State-wide, dealer-sponsored contest to in- 
crease building and remodeling. 


Five prizes are to be awarded every four weeks 
and from these the grand prize winner will 
be selected. Each contestant may enter once 
during each four-week period: April 23-May 
20; May 21-June 17; June 18-July 15; July 
16-Aug. 12. In the event the grand prize win- 
ner has signed a contract to build or remodel 
previous to winning the award, the prize will 
be increased ten percent. Awards will consist 
of five $50 prizes each four weeks and the 
grand prize. 

The contest folder calls attention to the fact 
that now is the time to get the most for “your 
building dollar. Vastly improved home con- 
struction and building materials make a home 
this year’s best investment. Modern farm 
buildings enable you to have better produce, 
higher quality and larger profits. Home mod- 
ernizing pays for itself in better, more com- 
fortable living, and increased property value. 
Repair now—costs are low and delay means 
more rapid deterioration and big repairs 
later on.” 

Newspaper advertisements being used urge 
building and repair of the home, and construc- 
tion of modern farm buildings. Excerpts from 
a typical advertisement are as follow: “Modern 
farm buildings mean better prices and more 
profit. Clean, thrifty hogs bring you the 
greatest margin of profit from your corn. Ar- 
range now to have additional pasture land 
fenced hog-tight now. Your lumberman has 
corn cribbing, fencing, portable hog waterers 
and houses which will pay for themselves in 
a short time.” 





Roofing Manufacturer Opens 
New Administration Building 


Barer, N. J., May 29.—A ten-page special 
supplement announcing the opening of the new 
administration building of the Barber Asphalt 
Corp. here, appeared in the May 15 issue of 
the Perth Amboy (N. J.) Evening News. The 
new fireproof structure, 250 by 50 feet, more 
than doubles Barber’s office space and provides 
more room for laboratories on its ground floor. 
The main floor is occupied by plant executives 
and the sales organization. One of the features 
of the new addition is a display room where 
Barber products are shown, together with a 
model of the asphalt lake on the Island of 
Trinidad. The next floor consists largely of 
undivided clerical space, offices, and a library. 
One of the penthouses on the upper floor serves 
as a lunchroom and the other is occupied by 
executive officers. The Barber operations, ac- 
cording to James E. Auten, president, spread 
over approximately 275 acres in the Northern 
limits of Perth Amboy. 

The special supplement offers a _ picture 
parade of Barber activities, descriptions of 
Barber products, life histories of executives, 
and results of the technical laboratories from 
which have come modern production methods 
and processes in the use of asphalt for roofing, 
flooring, shingles, etc. Lafayette D. Lytle, as- 
sociated with the company in various capacities 
since 1905, has been appointed manager of the 
roofing division. 





Forest FIRES in the East Texas protected area 
decreased in 1938 despite the less than normal 
rainfall and the fact that the protection area 
had been increased by 324,853 acres. 
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Most Roofs Are Flat Type In Santa Fe 


A persistent advocate of good roofs is 
I, A. Berry, manager of the Big Jo Lum- 
ber Co., at Santa Fe, N. M. When he 
took charge of this yard, nearly eleven 
years ago, he began at once to encourage 
the installation of more substantial roofs 
—consequently of higher initial cost. He 
instructed his men not to sell a roofing 
bill to a builder, even though a contrac- 
tor, unless the materials and installation 
promised a roof that would meet his 
standards and not disappoint its owner. 
In large part a result of this policy, his 
first year’s roofing sales totalled less than 
a carload; but in the long run it has 
proved profitable, since patrons have come 
to place confidence in his judgment and 
counsel, and in the first four months of 
this year he sold over three carloads of 
roofing materials. Mr. Berry keeps track 
of the roofs installed upon his advice, to 
see that the owner does not neglect the 
necessary maintenance, for it is his ex- 
perience that a well constructed roof if 
given a new coat annually invariably 
saves the owner money, and the irritation 


of a leak; indeed, extends the roof’s 
period of service almost indefinitely. 
It is, of course, known that Santa 


Fe has few, if any, shingle roofs, or 
pitched roofs. Flat roofs of asphalt and 
other prepared roofing materials are re- 
quired to meet the specifications of “Santa 
Fe Style.” 

The wide spread between day and night 
temperature in all higher altitudes, be- 
cause of consequent constant expansion 
and contraction is hard on roofs, which in 
such regions have greater wear than even 
the floors. Santa Fe has an altitude of 
some 7,000 feet, and metal roofs are there- 
fore in little demand. Yet, despite this 
hard weather usage, well constructed and 
maintained prepared roofings have much 
greater, if not almost indefinite, durability. 

During the visit of the AMERICAN LuM- 
BERMAN representative Mr. Berry was 
called to inspect a roof of 28,800 square 
feet, and prescribed the treatment re- 
quired. Like a doctor, he “checks out,” 
leaving a memo of the places where he 


can be reached, on his desk; also names 
of prospective callers with review of pre- 
vious contacts; glass on three sides of his 
room gives the staff opportunity to know 
when he is engaged and prevents an in- 
terview being interrupted. A young man 
of modest income called for counsel con- 
cerning the erection of a new home. 
There was no tendency to “pressure sales- 





This six-decked shed 
shows the demand for 
ground space. The 
lumber not placed in 
bins was covered by 
tarpaulin at night. 
Without coat is seen 
E. P. Randall, who is 
loading materials for 
his stock at Taos, N. 
M.; the other man is 
Robert Santhensen, 
assistant manager of 
the Big Jo yard 





manship” in the practical advice given, 
for Mr. Berry’s early training as a banker 
at Dayton, N. M., taught him the folly 
of overloading a customer. 

The Big Jo company believes that mer- 
chandising, continuously, is necessary to- 
day, and that the entire staff must keep 
informed up to the minute. Meetings, 
often weekly, are conducted at the office 
by representatives of the different lines 
of supplies, and although Mr. Berry is 
New Mexico director of the Mountain 
States Lumber Dealers Association, and 
“always gets a lot out of the annual meet- 
ing,’ held in Denver, he this year, instead 
of going himself, sent two members of his 
Staff to the January meeting, and plans 
to send two to the next Johns-Manville 
school held in the Southwest. 

The stock carried has increased in ten 
years until all available space seems occu- 
pied, and for five years it has seemed that 


more room could not be made, yet yearly 
additional storage and display of stock has 
been skillfully provided in basement and 
on second floors, as well as in a new tile 
warehouse recently completed. Several 


of the display rooms have attractive bal- 
conies, reached by easy steps. 

During the AMERICAN LUMBERMAN 
representative’s visit, E. P. Randall, Taos 





lumberman, was loading a new Chevrolet 
12,000-pound truck with hardwood floor- 
ing, roofing, glass and other supplies to 
augment his stock. 

While adobe brick has been the most 
popular house building material in Santa 
Fe, present trend is toward the use of tile, 
which promises more trade for the lum- 
bermen, and in Santa Fe it is not neces- 
sary to carry large stocks of tile and brick, 
since these are quite as quickly delivered 
on large orders from the manufactory ad- 
joining the city. 

Illustrative of the value of good paint 
well applied, Mr. Berry showed a stuc- 
coed residence that had been painted red, 
but had been repainted—one coat—a light 
yellow. Not only was there no evidence 
of a previous darker color, the most re- 
markable thing is that although there had 
been a dash of rain before the one coat of 
new color was dry there was no streaking. 





Front of Big Jo Lumber Co., on busy San Francisco Street, Santa Fe, N. M., whose large Spanish-speaking trade requires signs also in 
Spanish. Buildings are set back to afford parking space for patrons. At extreme left is seen front of new tile warehouse 
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Set-up For a Lake Cottage Sales Campaign 


Lumber and building material dealers 
who operate yards with lakes nearby will 
be interested to read what steps the man- 
ager of one such business is taking to 
“cash in’ on some potential sales. He 
is Grover C. Thompson, who pilots the 
Lakeview (Ohio) Lumber Co. which is 
near picturesque Indian Lake in Logan 
County. 

Early this spring Mr. Thompson de- 
cided that there was probably just as 
large a percentage of people, proportion- 


ately, who have never built a summer cot- 
tage at a lake because they did not have 
the cash to pay for one, as there was who 
couldn’t buy a permanent home until 
lending agencies were set up a few years 
ago to aid them. The solution, he decided, 
was a sound financing plan designed es- 
pecially for vacation homes. 

Mr. Thompson did not let the idea lie 
dormant after conceiving it, but got busy 
outlining a practical plan that would at- 
tract those interested in building a cot- 





Timely Tia for Dealers 





The problem of making plan books and other sales literature readily 
accessible to customers has been solved by the North Denver (Colo.) 
Lumber Co. with the unusual table fixture shown in the picture. Seating 
capacity for four to six people is provided at the table, which is located 
in a private room between the offices. Here customers who want to 
study plans may come and spend as much time as they like without 
being disturbed. The fixture was designed with two purposes in mind— 
comfort and convenience of the reader, and accommodation of a maximum 
amount of material in a small space. The shelf under the table top is 





used for storage of little-used plan books. The more popular ones are 
kept on top of the table and against the sloping center section. Note 
how the two sides of the table top are sloped slightly upward to bring 
the books into best reading position. A center piece divides the table, 
providing a degree of privacy for persons on both sides, also giving space 
for getting the plan books not in use out of the way. The groove seen 
at the end holds the books in place. Built in the company’s own plant 
at a | low cost, the fixture well serves every purpose for which it was 
intended. 








tage. He mapped six points in the finance 
plan as follows: 


1. The lake lot must be paid for in 
full. 


2. The individual must own a per- 
manent residence and have a reasonable 
equity in it, 

3. A down payment of only 10 per- 
cent is needed on total cost of cottage, 
which includes both labor and material. 


4. Buildings will be financed up to 
$1,500. 

5. The cottage will be financed over 
three years, with the loan payable in 
thirty-six equal monthly installments. 


6. No mortgage is taken on any of the 
cottage builder’s property; the financing 
is a straight character loan. 


SET-UP IS PUBLICIZED 


The financing plan is being extensively 
advertised around Lakeview and the en- 
tire vicinity of Indian Lake through signs 
and printed handbills describing it. Mr. 
Thompson believes that the groundwork 
has been laid for good summer home 
business as soon as vacationists begin to 
arrive. Most of the people who already 
own property on the lake shore, or are 
prospects for lots, are from outside of 
Lakeview and do not yet know about the 
company’s offer. 

If Mr. Thompson had had his financ- 
ing idea sooner he could have circulated 
the advertising literature to lot owners 
during the past winter and likely would 
have received some business by this time. 
The names and addresses of lake property 
owners are listed in the office of the treas- 
urer or recorder of the county in which 
the lake is located, and it is quite possible 
that a lumber dealer could secure a du- 
plicate list. By knowing the names of 
these people and the location of their 
property, the alert retailer might make a 
personal call on them some time during 
the cold months (a psychologically swell 
time to interest a man and his wife in a 
summer place!) and show them plans for 
cottages which he could finance for them. 
There’s an excellent chance that several 
cottages could be sold by employing such 
a program. 

It is believed by the Lakeview Lumber 
Co. manager that by fall there will be 
many more privately owned vacation 
homes around Indian Lake than at pres- 
ent as a result of the availability of financ- 
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ing. Realtors expect the plan to increase 
the sale of land also, since many folks 
have hesitated to invest in lake property 
when they were unable to build. 





Meetings Create New Sales 
Spirit Among Employees 
Semi-monthly sales meetings for the 
entire personnel, including non-selling 
employees as well as salesmen, have 
helped to create a great deal of extra 
business for the Newton Lumber & Mfg. 
Co., Colorado Springs, Colo. The man- 
agement started the meetings on the 
theory that every employee of the com- 
pany should be well informed on the mer- 
chandise offered, its background and its 
uses and markets. It was felt that with 
this background of knowledge, employees 
of every department could do a lot of 
valuable word-of-mouth advertising, and 

even produce many immediate sales. 

The theory has worked out. Non- 
selling employees who previously had 
never stopped to think of the opportuni- 
ties for creating business among their 
friends and relatives are now producing 
sales. Sometimes those sales come 
through tips to be followed up by the 
salesmen. Again, they’re made directly 
by the employees. 

Each meeting takes up a specific kind 
of material, its background and its uses. 
At one time wire fencing is discussed, at 
another time gates, another masonry, and 
sO on. 

First, a company official displays the 
merchandise and gives a talk on it. Then 
the meeting is open to questions and com- 
ments from the employees. As far as 
possible, the subject matter is seasonable. 
During the spring, remodeling and 
cleanup needs are discussed; during the 
summer, goods such as screen doors, and 
so on. 





Opens New Retail Showroom 
to Dramatize Business 


“Our job is to educate the buying pub- 
lic on what we have for sale, how it is 
made, what it can do, and what particular 
benefits it has for them—in brief, to stim- 
ulate an active desire based on personal 
knowledge of the product.” Thus did 
P. J. Currier, president Currier Lumber 
Co., Detroit, Mich., express a few of his 
views on merchandising when his firm 
opened a new retail display room in May. 

“For many years, it was popularly 
supposed that a lumber yard had no es- 
pecial color or shopping appeal,” Mr. 
Currier pointed out, “and in many cases 
this was regrettably true, with the result 
that dealers lost a great deal of the bene- 
fit which might have been reaped from a 
wave of popular interest in home build- 
ing, modernization and repairing.” 

Mr. Currier believes that the lumber 
industry has awakened to the necessity 
of keeping pace with the buying habits 
of the public. In order to stay in step 
with other businesses he advises the 


American fiumberman 


dramatizing of the selling job. All ad- 
vocates of new merchandising tactics do 
not shift into the different practices them- 
selves, however. Mr. Currier seems to 
be a follower of his own advice. 

“The Currier Permanent Builders’ 
Show” occupies most of the ground floor 
of a new two-story office building at the 
main yard. In the exhibit are items rang- 
ing from a complete model kitchen to a 
section of concrete block wall. Wood 
products of the Currier mill are exhibited, 
with especial emphasis given to the firm’s 
weatherproof wood casement window, and 
its double hung window. The use of wood 
in the display itself was carried so far as 
to paint price and display signs on pieces 


4\ 


ers like the idea, and say that the pro- 
cedure makes their selling job easier, and 
contributes to a closer understanding 
with prospects. 





Postal Card Re-order Form Is 
Real Sales Aid 


The W. D. Allen Lumber & Fuel Co., 
located at Wales, Wis., has a simple but 
effective plan for making it easy for cus- 
tomers to re-order fuel. That is, when 
this company delivers a load of fuel, the 
driver hands the householder, along with 
the usual delivery slip, a one-cent stamped 
U. S. postal card, addressed on the face 





New Office of Lumber Firm 


Resembles a Cottage 


Datias, TEx., May 29.—When the 
Henderson-Price Lumber Co., this city, 
outgrew its former quarters in Commerce 
Street, W. C. Price and his associate de- 
termined to build their new office along 
lines gaining in popularity in the small 
homes building field. An accompanying 
photograph shows the cottage-like build- 
ing of the company, located at 305 South 
Haskell Street. 

Products popular for small home con- 
struction, such as composition wallboards 
and other ceiling materials, not overlook- 
ing Venetian blinds, have been used in 
the building, for demonstration purposes 
as well as for utility. 

The “cottage” has a “kitchen,” a part 
of which is shown here, put to use as a 
builders’ hardware department. 

Associated with Mr. Price in the busi- 
ness is A. W. Henderson. 








ABOVE — Storage 
bins and shelves for 
builders’ hardware 


LEFT— Neat office 

and shed of Hender- 

son-Price Lumber Co.., 
Dallas, Tex. 





of plywood. Many types of wood were 
used, and wherever possible the back of 
each sign told the type of wood, its uses 
and cost... 

More than 1,500 persons attended the 
opening, and several hundred a day have 
visited the new retail building material 
store since it opened for business. “We 
have watched our audience reaction,” 
states Mr. Currier, “and find that pros- 
pective home owners appreciate a chance 
to see, feel, and price things about which 
they have only vague knowledge.” 

Builders and contractors on the Cur- 
rier list are asked to use the salesroom 
whenever they wish, by bringing pros- 
pects in to “shop around.” The build- 


to W. D. Allen Lumber & Fuel Co. On 
the reverse side of the postal is printed 
an order form for filling out with required 
amounts of any kind of fuel. This form 
is given a familiar personal touch by use, 
in the salutation, of Mr. Allen’s first 
name, as follows: 














Willard: 
Send me —— tons of (kind) —— coal, 
coke (size) on (date) 1939. 
Very truly yours, 
Address 


“Results from these cards have ex- 
ceeded our expectations,” said Mr. Allen. 
“Moreover, in a number of cases people 
to whom they were given have telephoned 
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us for lumber and other materials, so the 
plan has worked out well, from all angles. 
The customer likes the idea because it 
makes re-ordering so easy and simple.” 





Provide Bleacher Lumber for 
Royal Visit for Part 
of Rental 


Toronto, Ont., May 27.—Garages, a 
few summer cottages—and a good many 
fires—will be made with the lumber used 
to build $25,000 worth of bleacher stands 
in Toronto for the visit of the King and 
Queen. It cost about $2.50 to provide 
one seat, and there were about 10,000 of 
them, contractors estimate. A few build- 
ers are toying with the idea of dis- 
mantling the stands and shipping them to 
Hamilton for the visit of the royal couple 
on their return across Canada. Most, 
however, have decided to wreck their 
stands and resell the lumber, a survey 
showed. J. J. Lynch of the J. G. Kent 
Building Co., placed the cost of each seat 
provided at $2.50. He said many of the 
stands were built on a co-operative basis 
by contractors and lumber dealers. The 
wood was supplied free, and the lumber- 
men took 50 percent of the receipts. 








Baby Chicks and Easter Egg 
Hunt Win Good Will of 
"Kids" and Parents 


Lyons, KAn., May 29.—The A. C. 
Houston Lumber Co. yard here is co-op- 
erating with the Lyons Chamber of Com- 
merce, and with other merchants, in 
sponsoring a chick project for boys and 
girls of the vicinity. Designed to build 
good will among the farm trade this proj- 
ect has been found very effective in ac- 
complishing that aim. 

The co-operating merchants donate 
$2.50 for each unit in the Chick Project, 
each merchant taking as many units as he 
feels that his budget will stand. This 
money is used to purchase baby chicks in 
flocks of 100. These are distributed to 
any boy or girl in the community who is 
interested in raising a good flock of 
chickens and who is unable to finance 
himself. When‘the chickens are sold in 
the fall, all or part of the investment is 
returned to the merchants. The project 
has been widely publicized and is one of 
the most popular activities of the local 
merchants. 

The A. C. Houston Lumber Co., and 
the Taylor & Sons Lumber Co., also of 
I.yons, co-operated on April 8 with the 
Chamber of Commerce and a number of 
local merchants in an Easter egg hunt. 
This business stimulating affair has be- 
come exceedingly popular with the boys 
and girls, and with their parents. 

Units are purchased by the business 
men at $1.25 each. The units consist 
of 100 penny-size, hard-shell candy Eas- 
ter eggs, in individual sacks bearing the 
name of the merchant furnishing the unit. 
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The bags also carry serial numbers and 
prizes are given for the finders of vari- 
ous predetermined numbers. In addition, 
prizes are given for the boy or girl turn- 
ing in the largest number of empty sacks 
at the end of the day. A total of about 
16,000 penny eggs are distributed. 

The event has attracted people from 
many surrounding communities and has 
proven to be a real business builder for 
the local merchants. 





Section of Big Tree Is Good 
Attention Getter for Dealer 


The slice of Sequoia Brand redwood 
shown here stands in its frame a little to 
the side and near the front of the office 
and display room of the Georgia Lumber 
Co., Bluefield, W. Va. The husky frame 
to which the slice, about a foot thick, is 
anchored at top and bottom is sturdily 
constructed and braced. A wrought iron 





Showing how tree section is mounted for 
display in front of dealer's office 


band about three inches wide and one- 
quarter inch thick encircles the wood. W. 
E. Hume, manager of the company, said 
that as nearly as he could determine it, 
the section has 1694 rings. The big wood 
section has long been the scene of con- 
tests among high school people and other 
youth groups who compete for accuracy 
in counting the rings. Aside from this 
attention, the section excites the curiosity 
of many adults, not a few of whom enter 
the lumber office to ask questions about 
it, thus enabling the company to estab- 
lish new contacts. 





“As a comparative newcomer to 
this field, | have been particularly 
interested in the last few issues of 
AMERICAN LUMBERMAN. | have 
read them carefully and find them 
immensely helpful. | am sure you are 
making a real contribution to the in- 
dustry." — A Michigan Retailer of 
Lumber and Building Materials. 


June 3, 1939 


Retailer Finds Advantages in 
End Piling of Lumber 


[By Fred E. Kunkel] 


One day R. S. Campbell, president of 
the Libbey Lumber Co., Washington, 
D. C., decided that storing his framing 
lumber flat took up too much room, so he 
started stacking it on end. This not only 
saved space, but the stock was much 
easier to get at and to handle. Instead 
of having to climb to the top of a pile, 
one simply grabs off a piece or two from 
the ground level. This makes for greater 
efficiency in filling orders, as well as in 
stacking. When lumber is unloaded from 
the truck, instead of laying it carefully 
down it is simply stood on end against 
the wall. A man takes it off the truck, 
walks over to the stack, and stands it up. 
He doesn’t have to be so careful about 
laying the pieces exactly side by side to 
save space. Another advantage is that 
when stacking framing lumber out in the 
open one runs the gamut of rain, snow, 
sleet, and sunshine, all of which affect 
lumber. Stood on end in the open air 
none of these elements can get a crack 
at it with the same effectiveness as when 
it is lying flat. Water quickly runs off, 
and the sun’s hot rays don’t affect it. 

Mr. Campbell stacks anything from full 
sizes, 16 feet, down. Of course, he 
doesn’t carry an enormous stock of any 
one type, because under the present set-up 
of wholesale lumber dealer and large mill- 
work plant plus convenience of the tele- 
phone, and quick delivery, he can call up 
at any time and supply large orders in a 
jiffy. So he conserves his time and space 
by keeping on hand just enough stock 
for any reasonable delivery, and he finds 
that, in a small space, he can store much 
more lumber on end than he could by 
placing it flat. 





Reinforcing Newspaper Ads 
with Bulletin Board Enlargements 


Enlarged reproductions of home plans 
that have previously been advertised in 
the local newspapers, posted on a bulletin 
board in the yard office, have proved a 
valuable tie-in sales aid for the Newton 
Lumber & Mfg. Co., Colorado Springs, 
Colo. Like many other yards, this one 
has been featuring home building under 
FHA terms in a series of newspaper ad- 
vertisements, each of which illustrated a 
plan for a specific house. Those adver- 
tised plans, with a price for the house 
as shown, have been bringing in a large 
number of office inquiries. But when it 
came to the actual sales work, the floor 
plans as shown in the ads were not large 
enough for effective use. And, obviously, 
it is impossible to include complete in- 
formation in those ads. 

So, as a sales aid, the management de- 
cided to show large-scale reproductions 
of the plans on-~a series of swinging 
screens mounted in the yard office. The 
latest reproduction is mounted the same 
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day the advertisement appears. How- 
ever, all those plans which have been ad- 
vertised are kept on the screens for refer- 
ence in case a customer should bring in 
an old advertisement and inquire about 
that particular house. 

Accompanying the enlarged floor plan 
is a large sign featuring the down-pay- 
ment required ; also giving a list of mate- 
rials needed, and other information, so 
that every bit of data necessary is there 
in one spot. 

The newspaper advertisements them- 
selves have strong attention value. Each 
is featured as illustrating “Another of a 
Series of Quality Small Homes.” A pic- 
ture of the finished home appears at the 
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top of the ad, and below is the floor plan. 
The copy then says: “You can own this 
new modern home for only $.... down 
and $.... per month.” 





Uses Two Styles of Ads— 
with Good Results 


In his newspaper advertising copy an alert 
lumber dealer strives to get a form of lay-out 
which is “different.” The Hoffman Lumber 
Co., of Fort Atkinson, Wis., has a very inter- 
esting regular advertisement in a weekly news- 
paper, run under the caption, “The Sign of the 
og.” 

This advertisement is two columns wide, 5 
inches deep and and is set up to resemble the 
front page of a small newspaper. The ad car- 
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ries a volume number and a date line, just like 
a regular publication. It also carries the fol- 
lowing notice: ‘Published in the interest of 
the people of Fort Atkinson and vicinity by the 
Hoffman Lumber Co., Harry W. Hoffman, 
Editor.” 

Copy run in these ads usually consists of 
several jokes, interspersed with paragraphs of 
interest to farmers and town people, as well as 
a few lines of copy aiming to sell lumber and 
building supplies. 

The Hoffman Lumber Co. has been publish- 
ing an ad of this type every week for two years. 
The company also uses liberal display from 
time to time on other pages of the newspaper, 
an excellent display ad appearing recently being 
headed, “A Hoffman Home Is a Wise Invest- 
ment,” and featuring a photograph of an attrac- 
tive home recently built for Mr. and Mrs. 
David Nee, of same city. This ad occupied 
space 10% inches deep across four columns. 


Host and Guests Vote Party Success 


The pictures appearing on this page 
were snapped recently in the yard of the 
Preble County Lumber Co., at West Al- 
exandria, Ohio, and show some of the 
outstanding features of that concern’s 
modern layout. Manager R. E. Chambers 
told the AMERICAN LUMBERMAN repre- 
sentative about a successful party recently 
given by the company. On Friday eve- 
ning, April 21, in response to written in- 
vitations, a goodly number of contractors, 
builders and their wives assembled in the 
office of the company. Warren Williams, 
representing Johns-Manville, showed by 
means of a sound movie the progress 
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made in asbestos products over a period 
of years. So ably was this presentation 
made that all present were thoroughly 
convinced as to the merits of the products 
made by above concern and so extensively 
used in modern home construction. 

In addition, Mr. and Mrs. Chambers 
entertained the guests: with moving pic- 
tures and a travelog of their winter in 
Florida, the pictures showing fishing 
scenes, life in a trailer camp, views of the 
Edison Day celebration in Fort Myers, 
Fla., beach scenes, tropical plants and 
trees, beautiful homes and last but not 
least the wonderful Bok Tower at Iron 


Re 


Mountain, and the Cypress Gardens near 
Winter Haven, Fla. 

At the conclusion of the program, 
which lasted about two hours, a lunch was 
served and a social hour was enjoyed by 
all. Then thanking their hosts for a very 
interesting and pleasant evening, the 
guests departed. 

“We are convinced from the interest 
shown by this group,” said Mr. Chambers 
to the AMERICAN LUMBERMAN frepre- 
sentative, “that such parties are an ef- 
fective means of getting our products be- 
fore the persons most interested, and of 
extending our circle of friends.” 





Some interesting views of features that attracted attention in the warehouse, store and mill of the Preble County Lumber Co. 
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How One Dealer Sold $5,130 Worth 
of Paint---Others, $4,300 and $1,600 


“How to Make Friends and Influence 
People’—to buy paints and_ kindred 
goods handled by lumber dealers is here 
told by four alert retail merchandisers, in 
response to requests from the AMERICAN 
LUMBERMAN to divulge something of 
their methods ; particularly as regards the 
conducting, recently, of very successful 
spring demonstrations and sales of paints. 
First to speak is Homer F. Prakel, man- 
ager George H. Worch Lumber Co., Ver- 
sailles, Ohio, who tells of the annual 
Paint and Home Show sponsored by his 
firm, as follows: 





“We had a very successful paint sale at 
our yard on May 3. Sales totaled $5,130, 
which topped any previous sale event of 
the sort that we have ever held. Our 
method for getting the ladies out to our 
show was to contact each church organi- 
zation and ask their feminine members 
and friends to come in to our demonstra- 
tion, stating that to each church register- 
ing 25 or more ladies we would donate 
the sum of $5. We were successful in 
lining up 12 churches, and the total regis- 
trations (for women only) was 552. Men 
and children attending were not asked to 
register. 

“We gave lectures throughout the 
afternoon and evening on interior home 
decoration, and developed a great deal of 
interest in this department. This sale and 
demonstration is a yearly event in our 
yard, and we feel that it is worthwhile 
to put on this show. We also displayed 
a group of miniature model homes, show- 
ing interiors and exteriors of same.” 


THIS DEALER, TOO, IS PROUD 
OF RECORD OF SALES 


Going somewhat more into detail, J. 
W. Flaig, secretary-treasurer J. A. Flaig 
Lumber Co., New Madison, Ohio, com- 
ments interestingly upon the sale and 
demonstration held by his firm on April 
29, as follows: 


“We sold about $1,600 in paint and 
finishes, and had a registration of around 
300 people. We feel quite proud of this 
total of sales, even though smaller than 
in some previous years because of the 
weather, this particular day being one of 
the coldest experienced this spring. 

“The ‘caravan’ moved in early in the 
morning of the big day. It consisted of 
five model homes—five interiors repre- 
senting living room, dining room, bed- 
room, kitchen and bathroom. These min- 
iatures were equipped with small model 
furniture, curtains etc. 

“The above display was arranged in 
our large, commodious driveway. Each 
stand was lighted up with electric flood- 
lights, permitting the crowd of visitors 


to stroll along and inspect each fine ex- 
hibit. At the end of this show was a 
small theater in the hands of experts 
equipped with a loud speaking device, to 
explain to the audience about the room 
changes. Chairs were placed in front of 
the stage, and for two hours the audience 
was entertained by the room changes, by 
which we mean that first, for instance, 
was shown an old dark kitchen, with an- 
tiquated stove, pump etc., all presenting 
a drab appearance. Then, with light- 
ning speed, all this was transformed into 
a beautiful, colorful kitchen of the mod- 
ern type, with built-in cabinets, refrig- 
erator, kitchen sink, with built-in cabinets 
below, etc. New, bright colored curtains, 
and tile walls added their charm. The 
bedrooms, living room, bathroom ete. 
were similarly beautified. This display 
was an outstanding attraction for the 
many ladies that witnessed it. 

“To secure our large attendance, we 
used the local church registration. We 
first sent warm ‘welcome’ letters to five 
local churches, offering a cash prize of 
$2.50 if twenty-five visitors registered as 
being from any church. Then, as a ma- 
jor prize, we offered $5 to the church 
having the largest number registered. As 
a result, the women of the churches 
really worked to get in their registration. 
I can see them yet, unloading auto-load 
after auto-load of ladies to register for 
their favored church! 

“As a little gesture of good will ad- 
vertising, we mailed out checks of $2.50 
to each church, with the explanation that 
although they did not quite reach the re- 
quired goal of twenty-five names, never- 
theless, we felt that their splendid efforts 
and fine co-operation merited this recog- 
nition. This was really good advertising.” 


COLOR HARMONY STRESSED AS 
FACTOR IN SALESMANSHIP 


The affinity of salesmanship and color 
harmony was stressed in a recent demon- 
stration by the O. H. Paddock Lumber 
Co., Pana, Ill. President R. T. Paddock 
kindly gave the AMERICAN LUMBERMAN 
this information: 

“Referring to salesmanship and color 
harmony, this idea was suggested to us 
by the DeVoe & Raynolds Co. Last year 
we built a new building, in which we 
held this demonstration, so the setting 
was an appropriate one, as this room 
was very nicely decorated for the occa- 
sion. Between 300 and 400 women at- 
tended this demonstration, including in- 





Moderate Cost House Plans are 
Published in Every Other Issue. 
WATCH FOR THEM 


dividual visitors, the salesmanship class 
from our High School, and ladies from 
the Farm Bureau and other clubs over 
the city. 

“Miss Warfield, who ably conducted 
this demonstration, gave an excellent pres- 
entation of color harmony, and the reac- 
tion has been very good. We have sold 
considerable paint, for interior decoration, 
and wallpaper, to these ladies, who fol- 
lowed very closely the suggestions made 
by above speaker. Altogether, it was a 
very satisfactory demonstration. The lady 
demonstrator was here only three days, 
and we could have used her considerably 
longer. Many ladies, disappointed in not 
being able to attend, have requested that 
we have a return engagement in the fall. 
We hope to have a repetition then, as we 
feel that such things attract people to 
one’s place of business and are well worth 
all they cost.” 


CREATES GOOD WILL, DEVELOPS 
PROSPECTS, SWELLS SALES VOLUME 


Another Ohio concern recently staging 
a successful paint sale and home show is 
the Mount Victory Lumber Co., located 
at the town of that name. Van M. 
Stephenson, employee of that company, 
says: 

“We did enjoy worthwhile returns 
from our efforts in putting on our 1939 
Paint Sale and Home Show, and think 
we will get lots of good out of this for the 
balance of the season. We take little of 
the credit for these successful shows, for 
the whole idea is that of the Peter Kuntz 
Co., and the Enterprise Paint Manufac- 
turing Co., and believe us, they have 
worked this out to where it is a business 
proposition throughout and nice returns 
are to be had. 

“Our total sales of paint for this spring 
drive amounted to $4,299.40. We secure 
this business by driving out to see the 
customer, and getting his permission to 
measure the buildings at that time; in 
most cases, the cost is lower than his esti- 
mate, and quotation results in a paint 
sale. 

“An event of this kind held in any 
dealer’s yard creates not only a lot of 
good will, but discovers prospects who 
otherwise would not have come into your 
store and yard. The crowds see for 
themselves what is being done, and what 
can be done, with such small amounts of 
money. One is really surprised at the 
amount of interest shown by the visitors, 
who really are the people of the commu- 
nity who are best able to buy, and who 
can well afford to do some improving. 

“We thank you for the interest you 
have shown in our little yard.” 
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Weeks of Planning Make 
Building Show a Success 


Fostoria, Ou10, May 29.—When the 
Seneca Lumber & Millwork Co., Fos- 
toria’s oldest industry, decided to invite 
the public to an inspection of its manu- 
facturing and retailing plant, May 1-3, 
its officers did not wait until the day be- 
fore to make arrangements for the event. 
Meetings were held for three weeks prior 
to the show, and everything discussed 
with the thought in mind that the affair 
must be staged in the very best way pos- 
sible. To assure that there would be no 
slip-up on details nor any plans forgotten, 
minutes of the meetings held by the or- 
ganization were taken and read at the 
successive session. 

Proof that the preparations made did 
not go for naught is the quantity of 
favorable publicity received in the local 
newspapers, and the following quotation 
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who explained the various steps of pro- 
duction. It was interesting to those con- 
ducting these tours through the factory 
to see how genuinely enthused the people 
were over the opportunity of inspecting 
a manufacturing concern. Each trip con- 
sumed about forty-five minutes, and there 
was ample time given for all the ques- 
tions that everyone wanted to ask. And 
the guides would tell you that they an- 
swered hundreds! 

It may be explained here that besides 
operating a retail lumber and building 
material business, the company manufac- 
tures woodwork from lumber kiln dried 
to a moisture content of 6 percent. This 
material for the most part goes into 
public buildings such as schools, hos- 
pitals, government buildings, hotels, and 
office structures. In the past five years 


This attractive layout of model homes enthused visitors to the open house 


from a letter written by the sales man- 
ager of building material of the Philip 
Carey Co., after returning to his office 
from two days at the building show: 
“Your open house and home show on 
May 1, 2 and 3 was the most outstand- 
ing affair of its kind. I have never heard 
of a dealer in a town the size of Fostoria 
being able to get such a tremendous 
volume attendance and keen interest as 
you obtained. This is certainly a testi- 
monial of the most substantial kind, avail- 
able only through careful planning, effec- 
tive advertising, and alert management.” 


Plans by Entire Personnel 


Credit for the success of the company’s 
first venture of this kind was given to 
the co-operation of the entire personnel 
by B. M. Altweis, treasurer and general 
manager. Already the organization is 
looking forward to repeating the show 
next year. 

Over 2,200. persons were escorted 
through the Seneca Lumber & Millwork 
Co, plant in groups of fifteen by a guide 


the company has furnished woodwork 
or over 200 post offices and many other. 
rovernment buildings. Schools and uni- 
versities throughout Ohio are finished 
with products from the local concern’s 
nlant. Millwork for two buildings in the 

nelish exhibit at the New York World’s 
Fair was bought from the Fostoria firm. 


Leads for Business Secured 


At the conclusion of the inspection trip 
through the mill, the guests were taken 
into another large building where the 
various materials handled by the com- 
pany were on display. There was a rep- 
resentative at each of these exhibits who 
could explain the product and answer 
questions. Many leads were secured at 
these displays which are expected to re- 
sult in ultimate sales. 

Another source for followups by sales- 
men will come from the tickets for prizes 
distributed to all visitors. Everyone who 
filled out a card with his name and 
address was asked to check items in the 
following list in which he was:interested : 
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Employees of Company Es- 

cort Visitors Through Plant, 

Answer Questions About 
Material and Building 


remodeling, roofing, paint, hardwood 
floor, medicine cabinet, insulation, 
garage doors, storm sash, screens, and 
kitchen modernization. Blank lines were 
also left for the writing in of any other 
work in which the party was interested. 

Realizing that model houses always 
catch the attention of a crowd of people, 
Mr. Altweis rented several from the Ohio 
Association of Retail Lumber Dealers 
and with the aid of his staff set them 
up on a table to achieve a community 
effect. Sawdust was transformed into 
fresh green “grass” around the models; 
driveways to the garages were made to 
resemble gravel by spreading aluminum 
paint on sawdust; sidewalks were made 
of barrel salt, and the “trees’’ were shrub- 
bery twigs. As may be seen in the pic- 
ture here of the miniature community, 
price cards were placed before the models 
telling visitors how little they would have 
to pay each month to buy a house of their 
chosen design. 


Firm is 66 Years Old 


The response of Fostorians to the open 
house held by the Seneca Lumber & Mill- 
work Co. is a tribute to its 66 years of 
service in the community. In 1873, 
Charles Foster, John Noble and E. J. 
Cunningham began manufacturing staves 
and barrels under the name of the Fos- 
toria Stave & Barrel Co. This partner- 
ship continued until April, 1893, when 
the business was incorporated. The com- 
pany took over the business of the F. W. 
Fraver Lumber Co. in 1919, and changed 
the firm’s name to the Fostoria Building 
Supply Co. Two years later the concern 
assumed its present title, when the 
Seneca Wire and Manufacturing Co. took 
control. In 1938, the lumber company’s 
payroll was $100,000. 

The officers at present are B. M. Alt- 
weis, treasurer and general manager; 
L. E. Kinn, president; J. A. Wonderly, 
vice president; H. J. Blaser, secretary ; 
G. P. Blaser, assistant secretary; R. J. 
Baumstark and William Jaeger, directors. 

Active in the company with Mr. Alt- 
weis and G. P. Blaser are: J. H. Maurer, 
factory superintendent; H. O. Fry, chief 
draftsman; Wilbur Knipple, city sales- 
man, and W. O. Woodward, estimator. 





Gets 350 Million Feet by 


National Forest Exchange 


Mount Suwasta, Cauir., May 27.—Through 
a timber land exchange effected at the Shasta 
national forest headquarters, the Long-Bell 
Lumber Co. received approximately 350,000,000 
feet of standing timber. The company operates a 
mill at Weed. Cutting operations on the new 
property near Big Grass Mountain have been 
started. 
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Rolling Along 
Texas Trails 


THREE Rivers, TEx.—Driving into Three Rivers from the 
north one sees the plant of the Texas Lay-More Tile & Lumber 
Co., at the edge of town. Office and display buildings are of 
Spanish type construction and the lumber sheds of the um- 
brella type. Bates J. Nelson is manager. As the name of 
the company implies, tile is a main item. The company manu- 
factures a patented tile used in construction work which has 
a reputation for withstanding strong wind pressure. The 
company also carries a complete line of lumber and building 
materials. A photo shows Mr. Nelson seated at a desk in 
the main display and sales room. Incidentally, he told the 
AMERICAN LUMBERMAN representative a story about a rack 





Manager Bates J. Nelson seated at his desk 


(see photo) that he had built, on order, to be used on a truck 
to haul WPA workers to a bridge job just outside of the city. 
Work was progressing when a local WPA administrator 
decided that the seats of the rack must be cushioned. This 
requirement so aroused the ire of the county commissioner that 
he sublet the entire bridge job to a private construction com- 
pany at a saving of $1,200 to the taxpayers of the county. 





THREE Rivers, TEx.—The Alamo Lumber Co., with main 
offices in San Antonio, operates a line of lumber yards in the 
famous valley section of Texas. George C. Vaughn and Cur- 


- 








A. C. Stendebach and some of the Alamo wire stock 
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Demand for cushioned seats costs WPA bridge job 


tis Vaughn, father and son, are the principal executives in the 
running of this large corporation. A representative of the 
AMERICAN LUMBERMAN, driving through Three Rivers, no- 
ticed a trim looking lumber and building material plant, easily 
identified as belonging to the Vaughn Lumber Co., by: the 
orange paint used on the entire plant. F. W. Rommel, man- 
ager of the yard, unfortunately was away at the time, but As- 
sistant Manager A. C. Stendebach showed the plant with 
justifiable pride. In the center of the open space within the 
yard one noticed the stock of shingles, woven and barb wire 
fencing, also guy wire for oil derrick use. Mr. Stendebach 
said these were very profitable side lines, and also attracted 
customers for other items. 





San AntToNIO, TEx.—The John J. Kuntz Lumber Co. is 
one of the large companies in San Antonio. Its large office and 
display building is very attractive, as will be seen from the pic- 
ture. The company uses a unique method to advertise its place 
of business—a representation of one of the petrified trees that 
are found in that section of the country. The sign hung on the 





A simulated pertified tree supports the Kuntz sign 


limb of the tree is lit at night. In the picture Mr. Kuntz, Jr., 
is standing beside the tree. 





San ANTONIO, TEX.—The Dittmar-Leesch Lumber Co., of 
San Antonio, knows that clean, straight lumber is more desir- 
able than inferior kinds, and that it creates good will for the 
company. The sheds in which its lumber is stored are of the 
conventional umbrella type, built along either side of the yard, 
with the offices and display rooms in the center on the street 
side. One of the sheds opens toward the west, and to protect 
the better grades of lumber that are stored on the lower level 
the company has installed doors, on regular barn track, so that 
each bin can be closed in and protected from the weather and 
sun. A picture on next page shows a truck man taking lum- 
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ber from one of the bins to be loaded on the new 114-ton Chev- 
rolet truck which is one of several the company uses to make 
It can be seen how readily the doors are rolled 
Mr. Leesch said that to protect the 
lumber in this manner was a most profitable investment. 


deliveries. 
from in front of a bin. 





Tart, TEx.—The Cage Lumber & Hardware Co., of Taft, 
operates a large lumber and material yard just off the business 
district ; and on the main business street it also operates a large 





In Cage Lumber Co. & Hdwe. Co. salesroom 
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hardware store. 


at Taft. 
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Good lumber well protected in Dittmar-Leesch yard 


The general offices of the company are located 
in the building housing the store. 
yards in nearby towns. 


The company also operates 
J. N. Matti is manager of the yard 


In addition to a complete stock of building materials 
the company carries a full line of builders’ hardware at the 
yard, and a complete line of carpenters’ tools at the store. These 
lines are both of the Stanley brand. The photo shows Mr. 


Matti (at left) waiting on a customer, and also illustrates the 


manner in which the line of builders’ hardware is displayed. 


System of Home Construction Shown to Dealers 


Trenton, N. J., May 29.—Lumber dealers, 
contractors and others in the building industry 
from different sections of the country came 
here, at their own expense, to attend the school 
of instruction on the Precision-Built system of 
construction during the first two weeks of 
May. The course, offered by the Homasote 
Co., was originally planned to run for one 
week, but was continued for a second week 
because of the great interest shown by dealers 
for whom the school was primarily intended. 
Sessions were held daily at which the system 
was explained from its technical angles. At 
the conclusion of the meetings, F. Vaux Wil- 
son, Jr., vice president and general manager 
of the Homasote Co., declared the sessions had 
been exceedingly helpful and would become a 
general policy of the company in carrying the 
story of Precision-Built to those having con- 
tact with the public in the field of home con- 
struction. 

A unique feature of the meeting was the 
putting up of a building at the plant of Homa- 
sote Co. by the dealers. Along with architects, 
company officials and contractors, dealers 
donned overalls and wielded hammer and saw 
on this building job which embodied all the 
basic principles of the Precision-Built system. 
This is probably the first time in the industry 
that in the short time of a dealer meeting an 
entire building has been erected. The structure 
will be utilized by Homasote Co. to house 
experimental work in which the organization 
will further be engaged in connection with 
interior finishes for home construction. A def- 
inite schedule was maintained in erecting the 
building, with all phases of the work being 
done just as if this were a regular job under- 
taken by any building outfit utilizing the Pre- 
cision-Built method. Pre- -cutting of the lumber, 
shop fabrication of the sections of the house 
and step-by-step erecting of the building were 
the order of the day, with full explanations 
as the building proceeded. The structure was 
designed so that those attending the school 
might not only learn by doing, but in addition 


would be able to take part in erecting a build- 
ing exemplifying difficulties in construction that 
might be encountered in field work under the 
worst conditions. 

In opening the course of instruction, Mr. 
Wilson called attention to the new era in the 
building industry; the vast amount of research 
by Homasote, not only to develop the Precision- 
Built system, but to evolve a merchandising 
plan for home construction. “Lack of stand- 
ardization has been a major factor,” he ex- 
plained, “in holding back the general industry 
of home building.” In this connection, Mr. 
Wilson called attention to the thousands of 
window sizes in the various markets, and the 
diversity of sizes in other units of construc- 
tion. In an effort to reduce the number of 
sizes it was possible to eventually reach a 
certain standardization. One big effort in this 
direction was the adoption of the modular 
system of design. Mr. Wilson explained the 
adoption by his company ofthe Bemis 4-inch 
module, evolved after ten years of study. 
Introducing the course of technical instruction 
in home building, Mr. Wilson stated that re- 
duction of the cost of building is the aim of 
development of production methods in which 
nothing is sacrificed. In this work of building 
faster, better, giving more value and still cater- 
ing to individual taste, Mr. Wilson named 
Precision-Built as in the vanguard of the pro- 
cession. 

The major divisions of the course of instruc- 
tion, as conducted by John W. Germond, W. 
Henry Neubeck, Martin S. Wing and other 
technicians of the company, touched on the 
Precision-Built system in general, design, and 
shop fabrication, and field erection. In treating 
the system, there was technical explanation 
of the essentially conventional frame construc- 
tion, scope, platform framing and modular 
design with a large number of subheads under 
each of these topics. In discussing design, the 
planning of the floors, exterior finishes and 
elevations were gone into and under the sub- 
ject of framing, the design of girders and 


columns, first floor framing, joist, ceilings and 
roof framing was explained in detail. Shop- 
fabrication was laid out in thirteen separate 
divisions with each operation fully visualized 
for the men taking this course of instruction. 
And under the general heading of field erec- 
tion, there was class-room explanation of 
twenty-two separate subjects in addition to 
the actual construction of a building cut on 
the site. 

Problems were assigned to those in attend- 
ance on the course at the end of each day’s 
instruction. These problems were worked up 
after the class had adjourned and turned in 
the following morning, followed by discussion 
of the principles involved. There were also 
examinations in Precision-Built construction to 
give an opportunity of testing the results of 
the instruction. 





Lumberman to Panel Entire 
House With New Solid 
Wood Paneling 


CINCINNATI, OHIO, May 29.—The largest 
order for character-marked solid hardwood 
paneling received to date by Mowbray & Robin- 
son Lumber Co. of this city was received last 
week from J. B. Belcher, manufacturer, whole- 
saler and retailer of hardwood lumber in Blue- 
field, W. Va. Mr. Belcher is building an 
all-wood house for his daughter near Bluefield, 
and wants to make it a show place. He ordered 
paneling of oak, poplar, maple and chestnut, 
and plans to panel every room in the dwelling. 

It is reported that an inquiry was received 
last week for birch character-marked paneling. 
There has been considerable interest shown by 
retailers in the packaging of hardwood paneling 
for sale to their customers, since delivery of 
the first carload to Mowbray & Robinson 
Lumber Co. was announced, with a description 
of the product in the April 8 issue of AMERICAN 
LUMBERMAN, 





48 





M. W. GRUNDY, M. P. KLUMPH, 


New Orleans; 
President 


Cleveland, Ohio; 
Secretary-Mer. 


MEMPHIS, TENN., May 29.—Discriminatory 
trade practices and allowance of illegal rebates 
to consumers and others not entitled were 
scored in resolutions adopted, here, May 26, at 
the fifth annual meeting of the National Forest 
Products Sales Congress. On the preceding 
day, the thirteenth annual meeting of the Na- 
tional Association of Commission Lumber Sales- 
men was held, and the following officers were 
re-elected : 

President — Maurice W. Grundy, 
Lumber Co., New Orleans, La. 

First Vice president—E. H. Picket, Picket 
Lumber Co., Pittsburgh, Pa. 

Second vice president—Frank 0. 
Tobin Lumber Co. Dallas, Tex. 

Treasurer—Charles L. Baxter, Chicago. 

Secretary-Manager—M. P. Klumph, Klumph 
Lumber Sales Co., Cleveland, Ohio. 


Grundy 


Tobin, 


Resolutions adopted by the commission lum- 
ber salesmen at their meeting called for the 
appointment of a committee to study the matter 
of truck sales and delivery to the “unethical 
trade ;” asked that all lumber and timber prod- 
ucts be distributed through ethical distributors, 
allowing discounts to actual wholesale and com- 
mission distributors; extended a vote of thanks 
to lumber trade publications for co-operation in 
publicizing the convention and activities of the 
association. 

The resolutions adopted at the National For- 
est Products Sales Congress were prepared by a 
committee composed of O. N. Cloud, chairman, 
Carl Bahr, Ralph E. Hill, and Phil Houston, 
representing the manufacturers, and C. E. Tre- 
dick, Walter Morgan, Frank Tobin, and John 
Shook. The resolutions urged that each divi- 
sion of the lumber industry re-dedicate itself 
to the accepted ethics and codes of the industry, 
and condemned the practice of circumventing 
and overlapping the recognized channels of dis- 
tribution—retailer, wholesaler, commission sales- 
men, and manufacturers’ salesmen. The im- 
portance of trade promotion was also pre- 
sented, and the part salesmen can play in sup- 
plying information to various associations con- 
cerning the use and competition of substitutes. 

Secretary M. P. Klumph reported a success- 
ful year with a membership increase bringing 
the number of salesmen affiliated with the asso- 
ciation to a little more than 500, with active 
directors in all districts, and members through- 
out the consuming centers of the United States 
as well as in certain Canadian areas. Charles 
L. Baxter, treasurer, reported that the financial 
affairs of the organization were in satisfactory 
shape. Frank Tobin, second vice president, 
sounded an optimistic note in reporting evidence 
of growing interest in membership, and the 
efforts of the association to bring all repre- 
sentative commission lumber salesmen into the 
organization. 

H. M. Seaman, president of the Southern 
Hardwood Producers, (Inc.), was the initial 
speaker at the opening of the second day when 
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Commission Group Plans Better 
Salesmen to Sell Better Products 


Scores Truck “Peddling ’ Improper Discounts, 
Overlapping Distribution; Officers Re-elected 


the National Forest Products Sales Congress 
convened. Mr. Seaman expressed the opinion 
that the “solving of all national problems, with 
‘Washington’ on the right foot would find all 
other problems solved overnight.” As to the 
matter of markets for wood slipping away to 
other building materials and substitutes, he 
urged study of the engineering and promotional 
efforts used by this competition and the neces- 
sity of lumber building goodwill. He advocated 
a research bureau to improve lumber products 
and make them attractive; grade marking so 
that there will be a name that can be known 
and depended upon. 

J. F. Wigginton, president of the Florida- 
Louisiana Red Cypress Co., Jacksonville, Flor- 
ida, predicted that: “We are toward the peak 
of our consumption and steadily increasing our 
production—it’s time to develop new markets.” 
He assured salesmen that manufacturers would 





NLMA AFFILIATE GROUP 
HOLDS FIRST MEETING 


MeMPHIs, TENN., May 29.—The ini- 
tial meeting of lumber sales executives 
and sales managers, to form a new or- 
ganization as an affiliate of the National 
Lumber Manufacturers Association, was 
held, here, on May 25, with representa- 
tives of many of the country’s foremost 
manufacturers attending. Dr. Wilson 
Compton, secretary-manager of the asso- 
ciation, stated that the new organization 
will seek the orderly marketing of lum- 
ber and lumber products and will attack 
the granting of wholesale discounts to 
consumers and others not entitled to 
them. O. N. Cloud, of the Peavy-Moore 
Lumber Co., Shreveport, La., presided 
at the meeting. Additional meetings have 
been scheduled, the next at San Francis- 
co, and later a national meeting will be 
held. 





meet the needs developed and do their part to 
keep worthwhile markets. 

“Truthful advertising in a co-operative way 
and the use of a certified trade-mark and grade- 
mark, together with good promotion and sales 
work has and will continue to do more to ex- 
tend our trade than all individual effort,” he 
said. 

O. N. Cloud, Peavy-Moore Lumber Co., 
(Inc.) Shreveport, La., discussed the science 
of selling as a profession. “An examination of 
the nation’s business brings to the fore the 
importance of selling as a factor in successful 
business administration,” he said. “Selling must 
attract men equal to the needs of the times.” 

There is need for enlightened self-government 
in the lumber industry, particularly in the mat- 
ter of selling, according to Mr. Cloud. “We 
have arrived at definite costs of production,” 
he said, “which do not permit elasticity in sales 
programs such as those enjoyed in the past. 
Lumber inventories must be regarded as assets 
rather than liabilities, regardless of stock as- 
sortment. Excessive items must not be used 
as an instrumentality for disturbance of the 
general market. Conformity with trade ethics 
is the unwritten law of business relationship. 
Recognizing the impairment that has taken 
place in business and industry relationship, it is 
necessary to build up industry confidence. It 


must originate with the individual and all things 
which have been tried and found good must be 
salvaged. Its undertaking must start with sales 
management and be supported by salesmen in 
the field. There is no more worthwhile un- 
dertaking to which we may take our effort and 
our influence nor one that promises greater 
good for the industry,” he said. 

C. Arthur Bruce, vice president of the E. L. 
Bruce Co., Memphis, Tenn., suggested that a 
stop be put to “horse-trading” mevheds cf selling 
lumber ; that the present system of distribution 
along bargain basement lines be raised to first- 
floor sales. He advised the industry to know 
its cost, price its goods accordingly, make lists 
firm, allow no variations, eliminate competition 
within industry sales by stopping discounts to 
favored distributors. 

“Sales managers must have backbone instead 
of a wishbone, so that they can reject offers 
for all items less than the list price,’ Mr. Bruce 
said, and as an example of the course to fol- 
low, read a letter from a lumber manufacturing 
company to its salesmen which explained that 
the prices now being made by the company are 
based on actual cost and will not be lowered. 
“There is no way for us to make the log pro- 
duce better lumber or to reduce cost, so there 
is only one thing left for us to do—get a better 
price” the letter said in part. 

Dr. Wilson Compton, secretary-manager of 
the National Lumber Manufacturers’ Associa- 
tion, suggested that the manufacturer supply 
the right type of material properly labeled and 
packaged, properly loaded, and promptly de- 
livered so that, through the salesman, lumber 
can be sold rather than just bought. There is 
a secure place for the commission lumber sales- 
man, according to Dr. Compton. 

“T feel that perfect distribution can never be 
obtained” he said, “but we must not stop trying 
for it. This will never occur as long as we 
have a competitive system, but the alternative 
of a competitive system is that which you and 
I do not want to see in this country. Don’t be 
discouraged, for the net assets are higher than 
the net liabilities. The prospective small house 
field alone for the next ten years can supply 
a market for seven billion feet of lumber and 
this field is more than holding its own.” 

A. S. Boisfontaine, assistant secretary of the 
Southern Pine Association, stated that “there 
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are no exclusive markets and we do not have 
an exclusive right to shut out any substitutes. 
The time used in referring to substitutes should 
be used in an effort to determine how existing 
facilities can be used by salesmen. The manu- 
facturers must furnish stock up to the grade, 
lumber must be sold by salesmen on the es- 
tablished list, and there must be 100 percent co- 
operation on the part of the trade associations 
through their research and engineering depart- 
ments. When salesmen have exclusive sales 
items and the manufacturer produces the right 
type of goods, we will be able to sell at a 
profit. We must sell the specifier and consu- 
mer on the idea that there is a difference in 
lumber, and provide him with the means of 
being sure of getting the grade and quality 
needed. That means is afforded today in only 
one way—through the specification of associa- 
tion grade-marked: lumber,” he said. 

Paul E. Kendall, field director for the Mer- 


RALPH E. HILL, 
Little Rock, Ark.; 
Good Outlook 


Cc. L. BAXTER, 
Chicago; 
Treasurer 


chandising Institute of the National Retail Lum- 
ber Dealers’ Association discussed the Tested 
Selling Methods’ program now being studied 
by dealers throughout the entire country and 
stated that the better selling methods as applied 
by the dealer can be adapted in some measure 
for the benefit of manufacturers and salesmen. 
In Mr. Kendall’s opinion, salesmen must de- 
velop persuasiveness, eliminate ignorance of 
their products, and promote confidence in the 
merit and suitability of lumber. 


Ralph E. Hill, secretary of the National Oak 
Flooring Manufacturers’ . Association, com- 
mended the commission lumber salesmen and 
urged them to “drive hard and keep your 
standards high—the time you are paying to 
keep yourself in the picture will pay you divi- 
dends.” Mr. Hill also commended the trade 
press as a valuable ally and suggested that it 
might be wise to utilize a part of promotional 
effort in advertising space. “You get a world 
of splendid constructive publicity in the trade 
press,” he said. 


According to Mr. Hill, the outlook is not 
unpromising when one considers that residential 
for the first four months of 1939 
exceeded 1938 by 66 percent. “We shouldn’t 
be scared to make a profit,” he said. “We 
should have the nerve to ask a fair price, and 
having asked it, stay with it.” 

President Grundy, in thanking the speakers 
appearing before the sales congress, also ex- 
pressed appreciation of the commission lumber 
salesmen for the editorial space devoted to the 
congress by the trade press. “I especially want 
to call your attention to the editorial in the 
May 20 issue of the AMERICAN LUMBERMAN,” 
he said, “which devotes considerable space in 
telling how our association maintains high 
standards in selling lumber. We, as salesmen, 
hope that we can measure up to the fine things 
said about us.” 
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In reviewing the work of the association and 
its sponsored sales congress, President Grundy 
said: ‘Many things are now being done es- 
pecially by trade associations in promotion work 
and advertising but we feel that a great deal 
more can be done if, in addition to this, manu- 
facturers will work wholeheartedly with us. We 
believe our own house is in order and we have 2 
code of ethics to which a new member must 
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subscribe before he is allowed to join our asso- 
ciation. The very first article in that code, which 
was written by an association man, a manu- 
facturer, and a commission iumber salesman, 
says that our first duty is to the manufacturer. 
We are looking for you to tell us how you 
want the job done and to tell us how to market 
your product—and we will certainly try to do 
om 


Flat, General Rate Reduction on 
Southern Hardwoods Preferred 


Mempuis, TENN., May 25.—When officials 
of southern and southwestern railroads meet 
here on June 1 with representatives of the 
Southern Hardwood Traffic Association, rela- 
tive to a reduction in rates on lumber moving 
to the North and East, they will be asked for 
the largest reduction possible for the hardwood 
industry as a whole. This action was decided 
upon unanimously today by the Traffic Asso- 
ciation at its annual meeting at the Colonial 
Country Club. Officers and executives of the 
association were instructed by resolution to 
pursue this course. The carriers had promised 
reductions, but the manner of arriving at them 
had not been determined. Some of the reduc- 
tions may be as much as 634 cents per 100 
pounds, although the average is expected to be 
between 3 and 4 cents. 


Explaining the various proposals, Cecil A. 
New, association secretary-manager, said: 

To points in the North the northern roads 
have agreed to the proposals of the southern 
and southwestern roads which will result in 
a reduction generally of three to four cents 
per 100 pounds with substantial maintenance 
of origin relationships. 

To points in the East, the northern and 
eastern roads declined to concur in the full 
amount of reductions proposed by the south- 
ern and southwestern roads, because that 
would require the northern and eastern roads 
to reduce the rates in their own territory, 
especially from Ohio River crossings and 
Virginia gateways, which they are now un- 
willing to do. They said that they would 
be willing to concur in the proposals of the 
southern and southwestern roads, subject 
to the application of the gateway rates (from 
Cairo, Ill, and Virginia cities etc.), as 
minima. This basis will result in reductions 
ranging from 1 to 4 cents per 100 pounds, but 
with some disturbance of origin relationships. 
The railroads have therefore suggested that 
shippers might prefer a flat reduction of 2 
cents per 100 pounds for the industry as a 
whole, but substantial preservation of origin 
relationships. 


Adopt Resolutions on Changes in ICC 


The association adopted resolutions opposing 
a proposal to increase the number of members 
of the Interstate Commerce Commission, and 
to provide for an Appeal Division in rate mak- 
ing cases. The resolutions approved the provi- 
sions for the number of commissioners and 
method of conducting the business of the Com- 
mission, as provided by Senate bill No. 2009. 
The resolution read further: “This association 
believes that the time has come for an intensive 
study of the transportation of the country with 
a view to eliminating waste and surplus trans- 
portation, and that such study should be made 
by a Transportation Board to be created for 
that purpose, the members of the board to be 
appointed by the Interstate Commerce Com- 
mission and to report to it.” The resolution 
opposed any change in the rate-making rule 
set forth in Section 15 (a) of the Act, which 
would eliminate the requirement that the Com- 
mission, in prescribing just and reasonable 
rates, give due consideration to the effect of 
rates on movement of traffic, and approved the 
rate-making rule contained in Senate bill No. 
2009. Compulsory pooling of railroad earn- 
ings is opposed, even though such pooling be 


limited, as provided in Senate bill No. 2009, to 
a percentage of general rate increases.-J. Van 
Norman, Louisville attorney and counsel for 
the association, spoke for the resolution, which 
received the unanimous endorsement of the as- 
sociation, 


New Officers Are Elected 


New officers were nominated by a commit- 
tee composed of C. W. Parham, chairman, E. 
A. Powell, Charles M. Rasche and R. A. Tay- 
lor. E. D. Rhodes, Howe Lumber Co. (Inc.), 
Helena, Ark., was elected president, succeeding 
Kerry L. Emmons, Mississippi Valley Hard- 
wood Co., Memphis. Elected with Mr. Rhodes 
were: 

Vice president (Memphis District)—E. A. 
Powell, Southwestern Cooperage Co., Mem- 
phis, Tenn. 

Treasurer—Almonta Smith, Chapman & 
Dewey Lumber Co., Memphis, Tenn. 

Vice presidents in Charge of District Offices 
—Eastern District: E. M. Vestal, Vestal Lum- 
ber & Manufacturing Co., Knoxville, Tenn.; 
Louisville District; J. J. Egan, Wood-Mosaic 
Co. (Inc.), Louisville, Ky.; New Orleans Dis- 
trict; J. B. Edwards, Hillyer-Deutsch-Ed- 
wards (Inc.), Oakdale, La.; Helena District: 
Chas. M. Rasche, Pekin Wood Products Co., 
Helena, Ark. 

Mr. New’s work was commended by the 
members, and he was unanimously re-elected 
as secretary-manager by the directors. 

The association collected more in refunds 
from the railroads for its members than the 
entire cost of operating for 1938, Mr. New’s 
report showed. It enumerated a long list of 
rate reductions obtained, and went thoroughly 
into the fight of northern concerns against the 
rough material rates which, if successful, would 
have the effect of putting many southern mills 
out of business. The matter is still before the 
Interstate Commerce Commission. 

Burleigh Jacobs, Milwaukee, Wisc., president 
of the Associated Cooperage Industries of 
America, commended the association, saying 
that, as the lumber business became tougher, 
the need for the association became greater, 
and that its service to the industry had in- 
creased accordingly. The one thing necessary 
to a revival of business, he said, was for the 
Government to reduce taxes so that money now 
idle would be tempted into circulation, creating 
jobs and taking people off relief. 

Mr. Norman reviewed the fight the asso- 
ciation had been making on the foes of the 
rough material rates, and said that, while two 
rounds had been fought, the battle would be 
kept up and that he was confident that the 
southern shippers would eventually win. He 
reviewed the bills before Congress. for a change 
in the set-up of the Interstate Commerce Com- 
mission, and declared that he thought Senate 
bill No. 2009 was highly satisfactory. 

Newly-elected President Rhodes congratu- 
lated the association on its record of perform- 
ance, and expressed his deep appreciation of 
the honor. 

The convention was concluded with a lunch- 
eon at noon, after which the members were 
guests of the Memphis Lumbermen’s Club for 
its annual golf tournament in the afternoon, 
and its banquet at night, which was presided 
over by Ray H. Goodspeed, Club president. 
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Kansans Told That Poor Retail Selling 


ls Too Expensive to Tolerate 
Salesmen Should Know the Yard's Stock, and Service lt Will Give 


Satna, Kan., May 29.—Members of the 
Kansas Lumbermen’s Association left for home 
on May 12 following adjournment of what was 
regarded as one of the most successful two-day 
conventions ever held by the organization. They 
took back to their respective communities dozens 
of helpful ideas which had been given them by 
the capable speakers, and felt well prepared 
to do a better job of selling lumber and build- 
ing materials during the coming year than 
formerly. 

President M. P. Dinges presided through- 
out the convention, and, after opening the meet- 
ing the first day, told briefly of his activities 
during the year in office. He said that he at- 
tended several group meetings conducted by the 
Southwestern Lumbermen’s Association, and re- 
lated accomplishments of a few dealers in his 
own territory. Mr. Dinges urged the Kansans 
to be ethical in the practicing of their policies. 

Close attention was given to Joe Sanders, 
Jr., director of public relations for the Insulite 
Co., who was the first speaker on the program. 
Mr. Sanders had been out in this section last 
fall addressing some of the group meetings 
held by the Southwestern Lumbermen’s Asso- 
ciation and made such a fine presentation that 
the convention committee decided to have him 
as a speaker so that dealers who did not hear 
him before would have the privilege. 


2,500 Studying Courses 


The background, aims, and history to date of 
the Merchandising Institute formed the basis 
cf the address. It was reported by Mr. San- 
ders during the course of his talk that 2,500 en- 
rollments had come into the Institute’s office in 
Rochester, N. Y., from all lines of the indus- 
try; line yard presidents, independent yard own- 
ers, salesmen, estimators, bookkeepers, yard 
men, truck drivers, and sales executives of 
manufacturers. Every State in the nation and 
a few sections of Canada have representatives 
in the far flung “school room.” Testimonials 
were read from four enthusiastic “students” in 
various sections of the country, who are already 
finding the course of instruction helpful. 

As a sort of interlude between speeches, a 
comedy skit was staged, with Curt Hubbell of 
Wichita, Kan., taking the role of Dr. Toobifor. 
Those present enjoyed the brief relaxation for 
the reputation of the next speaker had pre- 
ceded him, and the retailers wanted to hear his 
valuable message with fresh minds. 

Ralph W. Carney, vice president of the Cole- 
man Lamp & Stove Co. of Wichita, announced 
his subject as, “Welding the Weakest Link,” 
and proceeded to give the convention group 
many helpful hints on better selling of their 
merchandise. Mr. Carney said that the “most 
neglected, the least emphasized, the least ap- 
preciated of all kinds and classes of salesman- 
ship is that of retail salesmanship.” 

The importance of good selling was vividly 
pictured to the group by the speaker when he 
stated that he did not believe the average re- 
tail salesman today realized that hundreds of 
manufacturers and distributors are actually bet- 
ting millions of dollars annually on him and 
the group of which he is a part. This money 
is being expended, and often most of it is lost 
by slack merchandising. 


Poor Selling Is Costly 


“Poor retail salesmanship is the most exper- 
sive effort on earth,” declared Mr. Carney. “It 
is well for us to realize this truth, and im- 
press the sales person with the dignity, im- 


portance and responsibility of his position as 
the last link in the completion of sales. It is 
well for us to help in the process of welding 
this weakest link.” 

Several examples of poor and good retail 
salesmanship were cited. According to the 
speaker, a sales is made when a customer goes 
out of the store with more goods, or better 
quality, than he expected to buy when he went 
in; goods that he needed and that he is sat- 
isfied with after the purchase. 

Decrying the stock phrase that some men 
are successful merchandisers because they are 
“natural born salesmen,’ Mr. Carney said: 
“Good salesmanship isn’t a special gift of Provi- 
dence that the good Lord sends to a certain 
few favored individuals, thus making it use- 
less for the rest of us to improve. It is just 
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simply a matter of study, application and ob- 
servation, together with the combination of 
common sense, a desire to serve, and some 
knowledge of sales fundamentals.” 

One of the best parts of Mr. Carney’s lengthy 
address was the list of “Seven Ways to Know 
Your Goods.” He said a salesman must know 
the article itself, its uses, and the service it 
will give. The speaker, then, gave the seven 
things which can be learned about any article 
as follows: 

1. The raw materials af which it is made, 
and how these materials are better adapted 
for the purpose than others. 

2. Processes of manufacture. 

3. Features of construction that add to the 
durability or successful operation of the ar- 
ticle. 


4. Something of the pattern or design that 
is unusual, 

5. Some specifiz instance where a former 
customer has gotten, or is getting unusual 
service from the article. 

6. Who makes it. The reputation of the 
firm behind the product. 

7. Some interesting facts or circumstancés 
connected with the manufacture, construc- 
tion, history or use of the article. 


“Sell your merchandise like you are proud 
of it,’ was Mr. Carney’s advice to the lum- 
bermen. 

In closing his discourse, the speaker told the 


retailers that their salesmen formed the link to 
be securely welded, if successful merchandising 
is to be accomplished. He urged them to con- 
sult their salesmen on matters of procedure and 
selling policy, and to let them occasionally work 
out their own ideas. 

The closing feature of the first day’s ses- 
sion was the showing of sound pictures by a 
representative of the Red Cedar Shingle Bu- 


reau. 
Throng Attends Banquet 


At the annual banquet that evening there was 
a banner crowd of between 550 and 600 people. 
Before the entertainment, Ted Sanborn, former 
president of the association, read a tribute to 
J. W. Berry of Manhattan, Kan., president of 
the Golden Belt Lumber Co., in which he was 
described as Kansas’ best and most distin- 
guished lumberman. Mr. Berry was not pres- 
ent at the convention. 

Dr. John H. Parker, director of the Kansas 
Wheat Improvement Association, discussed 
methods of improving wheat at the forenoon 
session the second day. He told of the prob- 
lems facing the wheat farmers of the State, 
and asked the lumber dealers to co-operate in 
every way they can with their customers in 
solving some of the difficulties. Dr. Parker 
believes that all businessmen of the State should 
work together toward reducing varieties of 
wheat and raising grades of the few grown. 

Resolutions passed thanked everyone who had 
a part in making the convention a success; ap- 
proved the association continuing support of 
FHA and urged that dealers take advantage of 
its facilities, and that the association co-operate 
in maintaining the present policies followed in 
purchases of building materials for governmental 
use. 

The recommendations of the nominating com- 
mittee were accepted as follows: 

President—Roy Finley, Moran. 

Ist Vice President—Joe Weigel, Ellis. 

2nd Vice President—J. R. Montgomery, Man- 
hattan. 

Directors (replacing those whose terms ex- 
Pire this year)—John Decker, Enterprise; 
Elmer Henry, Morganville; Clare Harbester, 
Hiawatha, and D. J. Fair, Jr., Sterling. 


Business Problems Discussed 


The last afternoon of the convention was de- 
voted to a general discussion of vital dealer 
problems, and was closed to everyone except 
retailers of lumber and building materials. It 
was announced at the close of this session that 
the Southwestern Lumbermen’s Association 
plans to hire a field secretary to travel through 
Kansas and hold group dealer meetings every 
60 or 90 days to help lumbermen solve some 
of their problems. 

The Lumbermen’s Golf Tournament was held 
May 10, with about 30 men combating wind 
and a slight sand storm over the course. Win- 
ner of first prize was “Doc” Fellers, of Hays, 
while A. J. Black, Wichita, placed second. 





Fifteen percent of all independent retail 
lumber yards, 2,340, did a business of $132,269,- 
000 in 1935, which represented 20 percent of 
all sales in this group. Sales by quarters in 
1937 for this 15 percent were: $37,968,000; 
$55,975,000; $53,996,000; $45,689,000. In the 
first two quarters of 1938, these yards had a 
volume of: $32,304,000; $45,277,000. Total 
1937 sales for the group, $193,448,000, repre- 
sented a 46.3 percent increase over 1935 sales. 
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26. 
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30. 
31. 


32. 


To Help Business--- 


HERE'S WHAT DEALERS SUGGEST 
SHOULD BE DONE NOW! 


In a nation-wide survey just completed, the AMERICAN 


LUMBERMAN 


solicited 


from retail 


lumber dealers expressions of opinion as to just what is needed to help business. The ideas sent in run 
the gamut of “Public Opinion,” but on the whole present a representative cross-section of what 
dealers feel is needed to restore confidence. Listed below, from a majority of the States, are typical 
answers obtained in the survey: 


Ohio 
A concerted effort to 
maintain present prices. 
Better salesmanship is 
the best opportunity 
for our industry. 

FHA eliminate financing 
speculative building. 
Restore confidence by 
change of administra- 
tion in Washington. 
Doing away with social 
security tax, unemploy- 


ment tax, profits tax 
etc. 

Government to stop all 
relief. 


Stress unit selling by re- 
tailers. 

Eradicate wage-hour law. 

Extend Title I. 

Package selling. 

More employment. 


Wisconsin 
Better working condi- 
tions. 


Further consumption of 
dairy products. 


More plans and specifica- 
tions for homes under 
$2,500. 


Public needs confidence. 
Sell the Home Complete. 


Change Administration, 
increase employment, 
farm prices. 


Continue FHA. 


Illinois 
Package selling. 
Better grain prices 


More free advertising 
mats by manufacturers. 


Vote Republican to re- 
store confidence. 


More co-operation among 
dealers. 


More running time for 
our factories. 


Improve’ employment 
conditions. 


Indiana 


Continue Title I, FHA. 


Steady employment is 
necessary. 


Change in Administra- 
tion to improve indus- 
trial outlook. 


Government leave busi- 
ness and farmers alone. 


Continue FHA. 
Continue FHA financing. 


Michigan 
100 percent Government 
economy. 
Get factories running. 


Continue data to show 
now is the time to 
build. 


FHA suburban loans. 


44. 
45. 
46. 


47. 
48. 


49. 


59. 


60. 
61. 
62. 


63. 
64. 


65. 


66. 


67. 


68. 


FHA to ease up on re- 
quirements outside cor- 
porate limits. 


Living income for fac- 
tory workers. 
New Jersey 

A broad piece of tape 


over the mouths of 
Senators and Represen- 
tatives. 

Educating home builders 
to advantages of pack- 
age job. 


Better financing methods 
than FHA. 
Pennsylvania 
Less taxes. 
Plenty of advertising. 


Less real estate and 
Government taxes. 


Work. 
Hard work. 


Get a new Administra- 
tion. 

Hard work. 

Restore confidence in 


Government. 

Abolish Government and 
Labor domination of 
business. 

New York 

Buy American. 

Stop worrying about for- 
eign affairs. 

Get men to work at good 
wages. 


Cost of land and taxes 
too high. 
Massachusetts 

More newspaper adver- 
tising. 

Peace. 


More business, less taxa- 
tion; fairer labor laws. 


Rhode Island 


Better general 
Less taxes. 


Alabama 


war talk. 


business. 


Stop 
Mississippi 
More house plans. 


Continue FHA. 
New Administration. 


ns 
Tennessee 
Better dealer security. 


Congress go fishing and 
give business a chance. 


More advertising to at- 
tract prospective home 
owner. 

Kentucky 


Building small homes 
with FHA financing. 


Closing up Washington, 
D. C., for one year. 
Georgia 


Reasonable prices for 
service. 


80. 
81. 


85. 
86. 
87. 


88. 


89. 


90. 


91. 


98. 
99. 


100. 
101. 


102. 


West Virginia 
Continue FHA. 


Better incomes for work- 
ers. 


Settle coal strikes. 
Florida 
More sales promotion. 
Extend Title I; adjust 
tax situation. 
Kansas 
Better times. 
Price for crop—and a 
crop. 
Crops and less New Deal. 


Higher prices for farm 
products. 


Extension of Title II; 
especially 25 - year 
clause. 

Settle business conditions 
so people will have 
some confidence. 


Continuation of FHA. 
Better farm crops and 
prices. 
lowa 
Less price cutting. 
Better financing. 
More advertising. 
Missouri 
More lenient FHA. 
Hold prices down. 
Keep up the FHA pro- 
gram. 
Get a lower rate of in- 
terest for financing. 
Minnesota 
National business recov- 
ery. 
South Dakota 
Vote Republican. 
Nebraska 


Restrictions taken off 
business and better co- 
operation among loan 
companies with build- 
ers. 

Government quit 
WPA and FHA. 


Higher wage levels. 

Continue 25-year clause 
of Title II. 

Rain and better 
for farmers. 


PWA, 


prices 


Texas 


Promotion of better grade 
of lumber. 


More industry or yard 
reduction. 
Rain. 


Less Government in busi- 
ness. 

Extra effort on co-opera- 
tion. 

Educational and adver- 
tising programs. 


Louisiana 


Plan books, complete 
lists of agencies han- 
dling FHA loans. 


104. 


105. 
106. 
107. 


108. 


109. 
110. 


£7, 


116. 


117. 


118. 


124. 


125. 
126. 


127. 
128. 


129. 
130. 


131. 


Oklahoma 
Government stay out of 
building industry; re- 
duce old age benefits. 
Stop meeting competition 
and run your own busi- 
ness. 


Extension Title I. 
Continue FHA. 
Continuance of Titles I 
and II 
Arkansas 


Continue FHA; 
freight rates. 


reduce 


Montana 
Co-operative national ad- 
vertising. 
Furnish newspapers with 
building information. 


Quicker action on FHA 
loans. 


Jobs for the fellows 
waiting to build. 
New Mexico 


A business- minded ad- 
ministration next elec- 
tion. 


Hit the ball, do promo- 
tion. 


Stabilize lumber prices. 


Arizona 
Increase prices of 
per and sulphur. 


Colorado 
Avoid giving people high- 
cost ideas in low-cost 
housing equipment. 
FHA to do what it ad- 
vertises. 


Idaho 


Small home 
under FHA. 


More advertising. 
Washington 
Continue FHA. 


Eliminate bargain coun- 
ter yards. 


cop- 


financing 


Oregon 
Personal solicitation of 
business. 

California 
Not so d—n much noise 
and more of letting 
people take care of 
themselves. 


Extension of Title f. 
More four room houses 
having two bedrooms. 
Lots of advertising. 
Market for farm 
ucts at a profit. 
Shoot the politicians. 
More advertising on the 
benefits of the home; 
sell desire to own. 
Lessening of Government 
regulations on _ busi- 
ness; lower taxes. 


prod- 
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What the Associations Are 
Planning and Doing 


Meetings to Be Held 


June 6-7—National-American Wholesale Lumber 
Association, Westchester Country Club, Rye, 
N. Y. Annual. 


June 14-16—South Dakota Retail Lumbermen’s 
Association, Rapid City, 8. D. Annual. 


July 13-14—Southern Pine Association, and other 
southern lumber manufacturers, Edgewater 
Gult Hotel, Edgewater, Miss. Mid-summer 
meeting. 


Sept. 12-13—National Association of Woodwork 
Jobbers, Edgewater Beach Hotel, Chicago. 
Annual, 


Sept. 21-22—National Hardwood Lumber Associa- 
tion, Lord Baltimore Hotel, Baltimore, Md. 
Annual. 





Plans Completed for Program of 
National Wholesalers 


New York, May 29.—The National-Ameri- 
can Wholesale Lumber Association announces 
that an addition has been made to the program 
for its 47th annual meeting, June 6 and 7, at 
Westchester Country Club, Rye, N. Y. Hal B. 
Alston, director of the Durable Woods Insti- 
tute, has agreed to address the attendance on 
the subject, “Let’s Start Selling Lumber.” Mr. 
Alston is well informed and is expected to 
make definite and constructive suggestions about 
arousing the lumber industry from its lethargy. 

As announced on page 58 of the May 20 issue 
of the AMERICAN LUMBERMAN, the program 
makers have arranged for short business ses- 
sions, allowing the rest of the time for fun 
and recreation. Special arrangements have been 
made for a personally conducted tour of the 
World’s Fair on chartered buses the night of 
June 6. 





Railway Tie Group Holds Annual 


CincInNATI, Onto, May 29.—The annual 
meeting of the Railway Tie Association was 
held here, May 23-25. The golfing members 
of the association were entertained by the Cin- 
cinnati Lumbermen’s Golf Association at West- 
ern Hills Country Club on the last day of the 
convention. R. P. Jackson, vice president of 
the Wood Preserving Corp., Texarkana, Tex., 
was medalist. R. H. White, president of the 
Southern Wood Preserving Co., Atlanta, Ga., 
and T. G. Robertson of the same company at 
Chattanooga, Tenn., were tied for second honors. 
‘ The blind bogey was divided between J. P. 
Attridge, Sam Piates, Lou Cordes, M. Mims, 
Howard Cordes and J. C. West. 





Announce Leadership Course in 
Tested Selling Methods 


MILWAUKEE, Wis., May 29.—The Wisconsin 
Retail Lumbermens Association is announcing 
that a Leader Training School for the course 
in Tested Selling Methods has been arranged 
with the Wisconsin State Board of Vocational 
and Adult Education. There will be a morning, 
afternoon and evening session on June 6 at the 
Loraine Hotel in Madison, and June 8 at Hotel 
Whiting, Stevens Point. 

The schools will be in charge of Roy Fair- 
brother, Madison, distributive education super- 
visor. Thirty-four cities in Wisconsin are pro- 
viding educational leadership to persons em- 
ploved in various retail occupations. Mr. Fair- 
brother and his assistants provide this special 
leader training and will use the basic instruc- 
tional material prepared by the Trade-Ways or- 
ganization. 

Many lumbermen have expressed an interest 
in Tested Selling Methods, and it is felt that 
there is a definite need for group discussion 
meetings under the leadership of a competent 


lumber dealer who has been trained to lead 
them. Every dealer, who has three or more 
employees enrolled in the course in Tested Sell- 
ing Methods, is urged to have a representative 
at one or both of the leadership training classes. 
The schools will be open to every member and 
manufacturers’ representatives affliated with 
the Merchandising Institute. There is no 
charge for the one-day instruction, but reserva- 
tions should be sent in at once. 





Mid-Summer Meeting of SPA 
and Other Manufacturers 
To Be Held July 13, 14 


New Or.eans, La., May 29.—The mid-sum- 
mer meeting of subscribers to the Southern Pine 
Association and other southern lumber manu- 
facturers will be held at the Edgewater Gulf 
Hotel, Edgewater, Miss., July 13 and 14, ac- 
cording to H. C. Berckes, secretary-manager. 

In announcing the meet, Mr. Berckes said 
that since the SPA annual convention in March 
there have been many developments concerning 
various phases of the southern lumber manu- 
facturers’ business which make the July session 
important. Among these matters are, national 
legislation, including the wage-hour law and its 
proposed amendment and administration; the 
effect of recent changes in the SPA grading 
rules; developments in traffic and transporta- 
tion including proposed reduction in lumber 
freight rates by Southwestern lines, and pros- 
pects for readjustment of rates to the North, 
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East and West; the rapidly increasing demand 
for SPA grade-marked lumber, and various 
other matters connected with trade promotion 
and welfare of the southern lumber industry. 

Although the program for the meeting in 
Edgewater has not been completed, it is an- 
nounced that several speakers of national repu- 
tation will address the lumbermen. 





British Columbia Foresters Extend 
Junior Warden Organization 


VANCOUVER, B. C., May 27.—At the Cana- 
dian Forestry Association’s (B. C. branch) 
annual meeting held here, A. R. Macfarlane, 
managing director Eburne Saw Mills (Ltd.), 
was elected president, succeeding O. A. Jorgen- 
son, B. C. Pulp & Paper Co., retiring presi- 
dent. Mr. Macfarlane is well-known through- 
out Canada, and is an active conservationist, 
showing a keen interest in the youth activities 
of British Columbia. Named as directors of 
the B. C. branch for 1939 are: 

R. Adamson, C. A. Bartram, Bartram Paper 
Products; Dr. A. H. Bayne, E. G. Baynes, S. 
G. Blaylock, C. P. Browning, R. L. Cobb, H. S. 
Foley, T. A. Kelley, J. McInnis, A. McKelvie, 
Geo. P. McLauchlin, A. E. McMaster, H. J. 
Mackin, W. T. Moodie, R. Richardson, C. P. 
W. Schwengers, H. P. Wilson, J. A. Young; 
and those to be added to the board for this 
year are: Col. F. B. J. Stephenson, W. F. 
Stewart and Dewey Anderson. The meeting 
named Hon. A. Wells Gray, Minister of Lands, 
and E. C. Manning, provincial chief forester, 
as directors ex-officio. 


Charles Wilkinson, manager of the B. C. 
branch, stated: “The association is now ap- 
pointing one thousand new recruits in the Ju- 
nior Forest Warden organization, which will 
bring the total number to nine thousand this 
year, working throughout every district of this 
Province in defense of woods, waters and wild 


life.” 


Ontario Retail Group Told of Bill to Create 
Central Mortgage Bank 


Toronto, Ont., May 29.—The Lake Ontario 
and Trent Valley branch of the Ontario Retail 
Lumber Dealers Association had its first meet- 
ing of the current year at Campbellford, Ont., 
May 12. Joe Patterson of Cobourg, president 
of the association, presided at the start of the 
session, with R. F. McInnes of Trenton serving 
as secretary. The election of officers for the 
year resulted as follows: 


President—W. M. Fowlds, Campbellford. 
Vice President—R. M. Chapman, Lindsay. 


Secretary-treasurer—R. A. Connor, Camp- 
bellford. 


Following the election, Horace Boultbee, 
Toronto, secretary-manager of the O.R.L.D.A., 
explained a bill before the Dominion Parlia- 
ment providing for the creation of a central 
mortgage bank, which would be controlled by 
the Dominion government through the Bank 
of Canada. He said that such mortgage bank 
would be empowered to issue debentures guar- 
anteed by the Dominion government up to 
$200,000,000. Mortgage, trust, insurance or 
other corporate lending companies could become 
member companies of this bank by agreeing to 
assume certain obligations, which included the 
adjusting of mortgages held on farms and non- 
farm homes, where the latter were not over 
$7,000. The exception to the latter clause is 
those places under the National Housing Act. 
Interest would be adjusted to 5 percent, and 
payments of interest in arrears over two years 
would have to be written off. The proposed bill 
further provides that the principal an/ interest 
payments owing would have to be written down 
to not over 80 percent of a new fair valuation 
of the property, new mortgages extending over 
twenty years on an amortization plan. Twenty- 
year debentures of the mortgage bank would 


be handed to the member company to the ex- 
tent of 50 percent of the aggregate write-offs 
thus necessitated. 

Mr. Boultbee said it was not certain that 
the bill would pass during the present session. 
Most of the dealers had not heard of the 
legislation so could not discuss it. From the 
secretary's review, some present thought that, 
if passed, the measure might loosen up frozen 
real estate, and others wondered if it would 
not reduce new building by enabling people to 
finance the purchases of old homes. 

W. J. LeClair, Toronto, spoke on behalf of 
the White Pine Bureau, the Canadian Hard- 
wood Bureau, and the Lumber & Timber As- 
sociation of Ontario. He discussed the wood 
promotion features of the associations’ work, 
and said that the N.H.A. was of great value 
to the trade. He, also, told of an interview 
with the Ontario Minister of Highways, the 
result of which he believed might be a policy 
of specifying creosoted wood culverts. 

Mr. Boultbee described the Retail Merchan- 
dising Institute, and reported that many asso- 
ciation members had already — subscribed. 
V. McCabe of the Peterborough Lumber Co., 
one of the first subscribers to the course in 
Ontario, spoke with enthusiasm about its value. 
Several new subscribers are expected as a 
result. 

The next meeting of the Lake Ontario & 
Trent Valley group will be at Lindsay, Ont., 
late in June. 





In the New England area (Conn., Maine, 
Mass., Rhode Island, Vermont) 129 independ- 
ent retail lumber yards did $13,600,000 worth 
of business in 1937, an increase of 34.3 percent 
over their 1935 volume of $10,123,000. 
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Among the Lumbermen’s 


Clubs 


Chicago Lumbermen Golfers to 
Hold Annual Tourney June 22 


Reservations are now being received for the 
thirty-third annual tournament of the Lumber- 
men’s Golf Association of Chicago, said to be 
the oldest trade golf association in the United 
States. It will be held June 22 at the Calumet 
Country Club, Homewood, Ill. A table d’hote 
luncheon will be served from 11:30 to 2 in the 
club house, and dinner will be at 7:30. J. L. 
Strong, secretary of the association, requests 
that reservations be sent in at once so that 
arrangements can be made to accommodate 
everyone who desires to spend a pleasant day 
in the open. Mr. Strong’s office is at 30 North 
LaSalle Street. 

There will be nine events in the tourney, 
with prizes awarded the winner of each. Rules 
governing play will be similar to those of 
former years. 

The personnel of committees working to 
make the tournament a success are: Arrange- 
ments, John E. Moeling, R. F. Bradburn and 
Peter De Vries; entertainment, Kenneth E. 
Bahe, Joseph E. Magnus and Henry S. Em- 
bree; handicaps, James Miksak, Minor E. 
Botts, and Frank E. O’Dowd. 





Cincinnatians to Play June 20 


CINCINNATI, OHIO, May 29.—Announcement 
has been made that the annual outing of the 
Cincinnati Lumbermen’s Club will be June 20 at 
Hilltop Grove, North College Hill. 

A feature of the afternoon will be the annual 
ball game between teams representing the hard- 
wood and the yellow pine industries. Other 
attractions of the day arranged by A. S. Kapp, 
first vice president and chairman of the enter- 
tainment committee, are a chicken dinner fol- 
lowed by a floor show. 





Announces First of Grading Clinics 
on White Pine 


Casco, Mr., May 29.—The first of a regular 
series of grading clinics sponsored by the 
Northeastern Lumber Manufacturers Associa- 
tion will be held at the Milton S. Hancock mill, 
two miles from here, on June 9 and 10. The 
purpose is to promote more uniform interpreta- 
tion and use of the association’s white pine 
grading rules. All white pine manufacturers, 
whether members of the association or not, are 
invited to send their surveyors and graders to 
the grading study and demonstration. A large 
stock of the various grades and thicknesses will 
be available and the demonstration will be un- 
der the direction of Charles M. Riley of the 
Lumber Inspection Bureau. 

Those planning to attend the meeting should 
write R. E. Broderick, executive secretary of 
the association at 41 East Forty-Second St., 
New York City. Meals, noon June 9, to noon 
June 10, inclusive, and lodging for the one 
night will be provided at the Overlook Farm, 
one and one-half miles from Casco at a cost 
of only $4.00 for each person. 





Hoo-Hoo Jollify at Commencement 


Wasuineton, D. C., May 29.—The second 
session of the “school” conducted by the Hoo- 
Hoo Club came to a close with appropriate 
observances on the evening of May 17 in the 
Continental Hotel, A number of Baltimoreans 
came over to take part, so that the attendance 
ran up to about 170. Herbert Galliher, Snark, 
was in the chair, with Phillips A. Hayward, 
head of the Forest Products Division of the 
Department of Commerce, who had delivered 
the second season’s course of lectures, on hand 
to award the prizes. Mr. Hayward as well as 
others lauded D. Carlysle MacLea, MacLea 
Lumber Co., who has taken a most active part 
in keeping up the school in Washington, as 
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well as getting the one started in Baltimore 
under the auspices of the Lumber Exchange 
there. The first prize went to Edward Lawton, 
of M. T. Galliher & Bro., the second to Mr. 
Claxton and the third to Mr. Boyer, both of the 
Barber-Ross Co. Mr. Hayward himself was 
not forgotten, the club presenting to him an 
appliance for his boat, he being an ardent yachts- 
man. Booby prizes, of a facetious nature, were 
bestowed upon Fred Hickman, Chester Jones 
and John Hardell. There was the usual ban- 
quet and opportunity for further fraternizing. 


Will Repeat Fair Home Movie 


SPOKANE, WasH., May 27.—The sound-pic- 
ture showing the building of the Western Pine 
model house at the San Francisco fair was 
shown at the weekly meeting of the Spokane 
Hoo-Hoo Club yesterday. It was so interesting 
that it was decided to have it again in a few 
months, probably at an evening meeting, with 
architects and contractors also in attendance. 








Southwest Hardwood Announces 
Date for Monthly 


New Or.eans, La., May 29.—Trade condi- 
tions will be discussed by the Southwestern 
Hardwood Manufacturers’ Club, in a meeting 
to convene at the Hotel Roosevelt here at 10 
a.m., June 6. 





Pacific Box Group Dis- 
cusses Promotion 


San Francisco, CAuir., May 27.—The sec- 
ond tri-annual meeting of the Pacific division 
of the National Wooden Box Association was 
held, here, May 18. President Irving E. Kes- 
terson reviewed the importance of the work 
cf the association and emphasized the desir- 
ability of securing the co-operation of a greater 
number of operators within the Pacific division. 
He reported that for the past five years seventy- 
five to eighty percent of the box shook pro- 
duced in the Pacific division was from associa- 
tion plants and that even fuller co-operation 
would assure better results. He pointed out 
the advantages of the association’s facilities, 
both regional and national, with C. D. Hudson 
in charge of the national office, at Washington, 
1 a, & 


G. Carlberg, Jr., secretary-manager, revealed 
shipments by Pacific division mills to be about 
three and one-half percent above those of last 
year for the first quarter of the year, with 
inventories approximately four percent above 
last year. Swift Berry, president of the 
Western Pine Association, stated that orders 
and production were above last year and that 
nothing of recent development indicates the 
possibility of any marked change for the next 
few months. 

The work of the Wooden Box Institute was 
outlined by its president, Jack H. Dobbin. In the 
wooden box campaign, plans are being formu- 
lated to celebrate the second annual “Wooden 
Box Week,” June 5 to 11. In the produce 
project, experiments with the use of wooden 
packing boxes for handling potatoes and onions, 
and efforts to get Idaho produce shipped in 
wooden boxes, were reported as showing prog- 
ress. The new potato crate, developed by the 
institute. of sawn Ponderosa pine, was on dis- 
play. Similar types of crates are being devel- 
oped for peas and beans. Since the middle of 
March, three institute films have been shown 
daily, except Monday, to audiences at the 
Golden Gate Exposition. An exhibit booth in 
the Palace of Homes and Gardens advertises 
the free showing of the motion pictures in 
the auditorium of the building. 

As a token of appreciation to Herman Paine 
of the Southern California Box Co., who acted 
as host to the association’s. Los Angeles meeting 
last year, J. W. Rodgers, Lassen Lumber & 
Box Co., ablv expressed the regard of the asso- 
ciation for Mr. Paine and presented him with a 
silver tray, appropriately engraved. 
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Roofer Mills Report 
Better Demand 


CoLumsBus, Ga., May 30.—- Lumbermen of 
this section of Georgia and Alabama here to 
attend a regular meeting of the Roofer Manu- 
facturers Association reported that during the 
past few weeks there has been a marked in- 
crease in demand for their product, but that 
prices have improved very little and many of 
the mills are still inactive. 

Prices of from $11 for 1x6 to $15 and $16 
for 2x4 etc., were mentioned but it was main- 
tained that these would barely cover the cost 
of production under the wages and hours act. 
Steps were taken at the last meeting here about 
six weeks ago to have the wages and hours 
law more rigidly observed by the smaller as 
well as larger mills and generally by all mills. 

At the meeting here six weeks ago resolu- 
tions were also passed calling on representatives 
in Congress to use their influence to stay the 
scheduled increase in wages under the wages 
and hours act until market conditions and 
prices improve. It was noted in reports here 
Tuesday that this action was followed up by the 
Southern Pine Industry Committee, also by the 
Southern Cypress Manufacturers Association 
and that all manufacturers are urging a stay 
of the increase upon their representatives in 
Congress. 

Wholesalers present at the open session of 
the association told of much stronger demand 
for lumber during the past few weeks and of 
their belief that increasing prices are bound to 
come with the steadily expanding demand. 
Among wholesalers speaking were W. H. Cook, 
of Columbus, Dick Reynolds, of the Reynolds 
Lumber Co., Macon and J. P. Moyer, of Co- 
lumbus. W. A. Cotney, of the Cotney Lumber 
Co., of Wadley, Ala., and L. A. and A. L. 
Slade, of the Slade Lumber Co., were intro- 
duced as visitors. 

There was a round table discussion of “dip- 
ping” for the purpose of brightening lumber as 
urged by some of the wholesalers and advan- 
tages of R. M. A. grade marking were also 
discussed. 

At the executive session of the club several 
routine matters were acted on and President 
J. H. Starr was named a delegate to attend the 
annual National-American Wholesale Lumber 
Association convention to be held at Rye, N. Y. 
on June 6-7. 

The next meeting of the association was 
scheduled to be held here on Tuesday, July 11 
and Secretary W. R. Melton was instructed to 
so notify all members of the association not 
present at the session Tuesday. The meeting 
was concluded with a luncheon at the Ralston 
hotel at 1:30. 





South's First Newsprint Plant 
Is Dedicated 


LuFKIN, TEXx., May 29.—Formal dedication 
of the new $6,000,000 newsprint paper plant of 
the Southland Paper Mills (Inc.) was cele- 
brated here by stockholders, newspaper pub- 
lishers from six States, and local timber own- 
ers. The new plant, the first in the South, will 
produce 50,000 tons annually, beginning opera- 
tion next Dec. 1. The entire output has been 
contracted for by owners of southern news- 
papers. Of the capital invested in the plant, 
$3,425,000 was obtained as a loan from the Re- 
construction Finance Corp., and the rest from 
publishers and timber owners. FE. L. Kurth, 
prominent lumberman and former president of 
the Southern Pine Association, is president of 
the paper company. He stated, in the dedica- 
tion ceremonies, that Texas’ rapidly growing 
young pine can support five or six such plants. 
G. B. Dealey, publisher of the Dallas News, 
delivered the dedicatory address., Miss Allie 
Virginia Tennant, of Dallas, unveiled a plaque 
to the memory of Dr. Charles H. Herty and 
Dr. Francis P. Garvan. 
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Building, Home Loans at New Peaks 


April Building Contracts Rise to 
Eight-Year Peak 


Construction contracts awarded dur- 
ing April rose to an eight-year peak. 
Not since 1931 has the April volume of 
construction equaled the total figure for 
April, 1939. Total building and engi- 
neering awards for the month in the 37 
Eastern States amounted to $330,030,000, 
according to F. W. Dodge Corporation. 
This represents a gain of 49 percent 
over the April, 1938, total and an in- 
crease of 10 percent over the record for 
March, 1939. 

Commenting on the April record, 
Thomas S. Holden, vice-president in 
charge of the Statistical Research Divi- 
sion of F. W. Dodge Corporation, stated 
that the current rate of contract-letting 
is approximately at the 1931 level. 
“April contracts brought the cumulative 
total for the first four months of this 
year to $1,102,561,000, as compared with 
$760,110,000 for the corresponding 
period of last year, representing an in- 
crease of 45 percent. This is the largest 
total for any like period since 1931 


when the corresponding figure amounted 
to $1,170,267,000.” 


A significant feature of the four-months’ 
construction record for this year, according to 
Mr. Holden, was the performance of non- 
residential building, in which every important 
class showed a larger total for the elapsed 
period of 1939 than for the corresponding 1938 
period. The most important gains over last 
year occurred in educational and science build- 
ings, amounting to $29,881,000 or 42 percent; 
public buildings gained $12,595,000 or 50 per- 
cent; hospitals and institutions gained $10,615,- 
000 or 34 percent, and manufacturing build- 
ings increased $8,383,000 or 22 percent. This 
gain in manufacturing building expenditures oc- 
curred in spite of a declining trend in the in- 
dices of general business. 

Total non-residential building for the first 
four months of this year amounted to $346,- 
985,000, the largest figure for a comparable 
period since 1931, with the exception of 1937 
when the early months were influenced by 
speculative expansion. Compared with the first 
four months of last year, the 1939 total shows 
a gain of 26 percent. 





Western Residential Permits 


San Francisco, CAtir., May 27.—Activity in 
new residential construction in the far West 
reached a new high in April for any similar 
month during the past ten years for which com- 
parable data are available, according to permit 
reports from 18 leading western cities. The 


Forest Service Forecasts Increase in 
Building Consumption 


An increase in lumber consumption 
of 32 billion board feet for the ten-year 
period 1940-49 is forecast in a report 
on non-farm residential building by the 
Forest Service, U. S. Department of 
Agriculture. Lumber consumption in 
non-farm residential building for the 
1930-39 decade is estimated as slightly 
more than 46 billion board feet. The 
next ten years, according to the report, 
is likely to see consumption in this field 
increased to 78 billion board feet. This 
increased demand is based upon an 
estimated annual construction need dur- 
ing the decade beginning with 1940 of 
about 550,000 new home units, or homes 
for single families in one, two or multi- 
family dwellings. Construction of ap- 
proximately 650,000 new home units is 
forecast for the year 1939, although 
actual construction to date is running 
behind this estimated normal. 

This study, a part of the nation-wide forest 
survey by the Forest Service to obtain a de- 
pendable inventory of the nation’s forest re- 
sources and of the prospective future market for 
forest products, was made by Frank J. Hal- 
lauer, principal engineer of the Forest Service 
Division of Economics. According to the re- 
port, about one-third of all timber marketed 
in the United States goes into the building of 
homes. 

“Residential construction moves in cycles 
comparable to business cycles,” says Mr. Hal- 


lauer. “The present cycle starts with 1933 and 
an increase is indicated to 1941 or °42. An- 


alysis of the building situation, including such 
factors as population increase, farm to city 
movement and less doubling-up of families, 
suggests probable construction of more than 
6,650,000 family units for the 12 year: 1938 to 
1949, an average of about 550,000 a year. Up to 
1938, actual construction fell below this pat- 
tern.” 

The report cites the existence of a pent-up 
demand for new homes caused by retarded 
farm to city migration, depression doubling up 
and builder hesitancy. This demand, it states, 
is ready for release by an expansion of indus- 
trial employment such as has occurred in pre- 
vious economic cycles, with direct, beneficial 
bearing upon markets not only for wood but 
for other building materials. 


Sixty percent of one and two-family homes 
are built of wood, while another 28 percent are 
made of veneer over wooden frames, says the 
report. Noting the development of multi-family 
dwellings, particularly in large cities, in the 
last 20 years, it says that in this type of con- 
struction 45 percent is masonry and 36 percent 
fireproof material. The report anticipates that 
the proportion of such dwellings will not in- 
crease as rapidly in the future as it did between 
1910 and 1930. 

Changes in home “styles,” “modern” equip- 
ment and factory or mass production of single 
homes are discussed as factors in increased 
home building. The report says that with their 
excellent roads and fast horses citizens of im- 
nerial Rome were as much interested in build- 
ing homes in the suburbs as are city dwellers 
todav. 

The renort has heen published as Miscella- 
neous Publication No. 347. “Lumber Require- 
ments for Non-Farm Residential Construction.” 
Copies mav be obtained for 15 cents from the 
Superintendent of Documents, Washington, 
eS. & 


April value of permits in these cities was 
$10,577,000, a gain of 37 percent over the same 
month a year ago and 6 percent greater than 
April, 1937, which previous to March, 1939, 
was the record month in dollar value of per- 
mits in the past ten years. The gain in April, 
1939, over the same month in 1936 was 77 per- 
cent and the increase over April 1935, was 
357 percent. 

For the first four months of this year the 
value of residential building permits in the 18 
western cities was $37,451,000, a gain of 53 
percent over the like 1938 period and 19 per- 
cent above a similar period in 1937. 





Illinois Building Permits for 
April Analyzed 


Reports received by the State Division of 
Statistics and Research from building and 
other public officials in 166 Illinois cities dur- 
ing the month of April, show that permits for 
2,575 projects were issued in these cities. In 
comparison with 2,282 permits which were 
issued during the month of March, the April 
permit figure represents an increase of 12.8 
percent. 

March-April estimated building expenditures 
analyzed by class of building: The estimated 
dollar cost of the building projects for which 
permits were issued during April totalled 
$6,471,368, as compared with $7,471,963 during 
the month of March. In percent terms, the 
estimated dollar cost of total building for April 
represents a decrease of 13.4 percent over the 
dollar cost figure for March. 

The preceding eighteen-year, 1921-1938, in- 
clusive, average increase during April in com- 
parison with March was 24.9 percent. 

A breakdown of total building in the State 
as a whole, by class of building, shows that 
the estimated dollar value of new residential 
building decreased from $3,986,483 in March 
to $3,666,407 in April, or 8.0 percent; new 
non-residential building decreased from $2,460,- 
206 to $1,741,866, or 29.2 percent; but additions, 
alterations, repairs and installations increased 
from $1,025,274 to $1,063,095, or 3.7 percent. 

April, 1939, estimated building expenditures 
compared with the same month a year ago, by 
class of building: The estimated dollar cost 
of construction for which permits were issued 
during April, 1930, was 19.6 percent greater 
than the estimated cost of total building in 
April, 1938. The estimated cost of new resi- 
dential construction during April, 1939, was 
15.3 percent greater; new non-residential build- 
ing was 58.0 percent greater; but additions, 
alterations, repairs and installations was 5.8 
percent less than in the month of April, 1938. 

Number of new housekeeping dwelling units 
by geographical area: Permits for 650 new 
residential buildings supplying 657 housekeeping 
dwelling units, were issued during the month 
of April, as compared with 682 permits and 
692 housekeeping dwelling units during the 
month of March. Of the 650 permits issued 
for new residential buildings, 203 were to be 
constructed in Chicago; 223 in the Chicago 
suburban cities: and the remaining 224 in the 
cities outside the Chicago metropolitan area. 





Supply Concrete Home 


Materials 


WaukesHA, Wis., May 29.—Millwork for 
the “model concrete home,” the first to be 
erected in Waukesha, built by E. C. DeRemer, 
building contractor, was furnished by the Wil- 
bur Lumber Co., while building materials were 
supplied by the Rees Lumber & Fuel Co. It is 
a six-room dwelling without basement. A util- 


ity room houses oil heater, air-conditioning 
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equipment, laundry space etc. Walls are made 
of gypsum block, and the outer frame is built 
with lightweight insulating blocks, covered 
with white stucco. The house, lot and garage 
will sell for $5,600. 


B&L April Construction Loans 
Reach New Peak 


Savings, building and loan associations in 
April made the greatest volume of loans for 
any month since June, 1937, by advancing $83,- 
425,000 to home builders, buyers and owners, 
the United States Building & Loan League 
reports. At the same time, construction loans 
reached $23,727,000, making April the peak 
month in this activity since before the depres- 
sion. April total loans represented a gain of 
13.8 percent over like month of 1938. This 
is the sixth successive month in which loans 
have exceeded those of the same month of the 
previous year. Refinancing of existing mort- 
gages dropped in April to a new insignificance, 
being only 18.44 percent of total volume. An- 
alysis of April loans follows: 

Estimated Percent 





Purpose Loans of Total 
New construction ........ $23,727,000 28.44 
Repair and modernization. 4,974,000 5.96 
Home PUFCHABE «2. oc cccscs 29,903,000 35.84 
pe Rare err re 15,384,000 18.44 
OCHOF PUFHOSSE ..n.cccccsvcce 9,437,000 11.31 

$83,425,000 


Sash, Door Output Shows Big 
Gains in First Third of 1939 


Production and shipments of stock sash, doors 
and frames during April exceeded the volume of 
April, 1938 by 10 percent and 12 percent, re- 
spectively, according to information just re- 
leased by the National Door Manufacturers’ As- 
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sociation. While the total of new orders re- 
ceived during April was 6 percent under the 
same month of last year, the decline was con- 
sidered insignificant in view of the fact that 
the cumulative intake in the current year to 
date is 17 percent above the 1938 level. Pro- 
duction in the first four months gained 50 per- 
cent over 1938, and shipments were 52 percent 
heavier than in the same period a year ago. The 
production index used by the association to 
measure the rate of weekly output stood at 55.8 
on May 1. This compares with a reading of 
37.1 at the same time last year. 

The stock sash and door manufacturers an- 
ticipate an expanding order volume during the 
next few months as residential building con- 
tracts reach the stage of actual work. 





Californians Plan Full Steam 
Ahead Under New FHA 


San Francisco, CALir., May 27.—To discuss 
changes in FHA legislation, and to formulate 
plans for a summer and fall modernizing cam- 
paign to start simultaneous with the signing 
of the new legislation by the President, the 
construction industries section of the San 
Francisco Chamber of Commerce staged a mon- 
ster rally here recently, attended by represen- 
tatives of all branches of the building industry. 
Those present included representatives of labor, 
financial institutions and _ representatives of 
the Federal Government. It was announced 
at the meeting that new legislation passed 
by both the House and Senate insures 
a continuance of FHA financing for moderniz- 
ing of both homes and business property for the 
next two years. It was pointed out that the 
President was expected to sign the new bills. 
Full steam ahead was ordered by the commit- 
tee, which plans an educational and publicity 
campaign to acquaint the public with the new 
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legislation. D. C. McGinness, district director, 
and Douglas S. Manuel, production manager 
of the northern California district office of the 
Federal Housing Administration, attended the 
meeting and pledged active support. Other 
meeting of a similar character are planned in 
key northern California cities, in an effort to 
stimulate a Statewide modernizing campaign 
which will create employment next fall. 


Finds City Shingling Costs 
Much Higher Than Rural 


SEATTLE, WasH., May 27.—Shingle applica- 
tion costs and wage scales are closely related, a 
letter from an Illinois field representative of the 
Red Cedar Shingle Bureau reveals. The letter 
said in part: 

Another call made by myself a week or so 
ago led to some astounding information on 
shingle application costs. I have perhaps 
been working out in the country too much, 
for, in estimating application costs, I have 
been using what I found to be about maxi- 
mum charges of $2.50 a square for roof work, 
and $3 for sidewall work. That seems to 
be a fair labor charge. But I was informed 
by the dealer in a town of 4,000 population 
that labor charges ran to $3.50 to $4 a square 
on roof applications, and approximately 
$6@7 for sidewall applications. They have 
a $1 an hour scale in that town. We went 
out on a job and interviewed this dealer’s 
leading contractor. It so happened that the 
contractor was over-walling a home with 
Certigrades. The contractor verified the 
dealer’s statement, that his labor price was 
about $4 per square on a roof, and that the 
sidewall he was then working on would run 
about $7 per square. With $1 an hour, or 
perhaps a little more, charged by union car- 
penters, $5 per square does not seem too far 
out of line when it is estimated that only 
two or two and a half squares are laid in an 
8-hour day. 








ANGELINA 


Virgin Pine 
and Hardwoods 


Straight or Mixed Cars 


CHICAGO REPRESENTATIVES: 


JOHN H. SHOOK LUMBER COMPANY, 
110 N. Franklin St., Chicago, Il. 


Retail and Industrial Sales 





A. E. BOATRIGHT LUMBER COMPANY, 
111 W. Washington St., Chicago, Tl. 


Railroad and Car Material 
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Sudden Service 


Large stocks of Short Leaf Yellow Pine, Oak, Gum, Elm, 
Ash, Cypress, Gum Veneer. Lumber well manufactured, 
well seasoned, quality in every board. We can ship 
Creosoted Items, ““Wolmanized’’ Lumber and Chromated 
Zinc Chloride-Treated Lumber in Mixed Cars. Dimension, 
Finish, Casing, Base, Mouldings, Oak and Maple Floor- 
ing, Oak and Gum Trim, Hardwood Items, Pickets, Plaster 
Lath, Woven Wire Picket Fence. 


‘Phone, Write or Wire. 


Angelina County Lumber Company, Keltys, Texas 


KURTH LUMBER MFG. CO. Clarksville, Texas 


CONROE LUMBER CORPORATION, Conroe, Texas 


ANGELINA HARDWOOD CO. Keltys, Texas 
TROUT CREEK LUMBER CO. Kirbyville, Texas 


TEXAS OAK FLOORING CO. Dallas, Texas 










LOS ANGELES, California 
ST. PAUL, Minnesota 











Yamudo Products 


FAST, COURTEOUS SERVICE BY TRUCK and TRAIN 
Straight or Mixed Carload Shipments 


PAMUDO PLYWOOD ... DOORS... FRAMES 
MOULDINGS, SASH & GLASS... WALL BOARD 


KANSAS CITY, Kansas 
CHICAGO, Illinois 


PACIFIC MUTUAL DOOR CO., 


BROOKLYN, New York 
NEWARK, New Jersey 


NATIONAL DISTRIBUTION 


WAREHOUSES 


For Orderly 
Distribution 
to the trade 


BALTIMORE, Maryland 


TACOMA, 
WASHINGTON 
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Mills, Large and Small, Buy New Equipment for 
Better Manufacture at Less Cost 


Impressed with the changing conditions that 
confront the lumber industry as a result of 
legislation and other industrial development, 
particularly in the South, the AMERICAN LuM- 
BERMAN previously has commented on the desir- 
ability—yes, the necessity—of operators of 
sawmills and planing mills, large and small, mod- 
ernizing their plants and installing better and 
faster equipment. As the time draws nearer 
when production costs will be further increased 
through one of the progressive advances in 
wages and decreases in operating time under 
the Wage-Hour law, the necessity is accentu- 
ated of equipping plants to maintain production 
at no advance in costs. Some machinery manu- 
facturers and jobbers are taking the opportunity 
thus offered to increase their sales volume and 
to assist lumber manufacturers in solving their 
operating problems. One of these concerns, the 
Cunningham Machinery Corp., of Shreveport, 
La., has been kind enough to supply the AMEr- 
ICAN LUMBERMAN with a list of recent instal- 
lations it has sold, which list shows quite con- 
clusively that there is machinery and equipment 
business to be had, and that large mills and 
small, are both convinced that the public is 
going more and more to demand good lumber, 
well manufactured. Believing that this list will 
be of interest, the AMERICAN LUMBERMAN has 
secured permission from the Cunningham com- 
pany to present it to its readers: 

Bass-Ellis Lumber Co., Marshall, Tex.—No. 
2 hi-speed dry lumber trimmer with SKF ball 
bearings and Hoe smooth trimmer saws. 

Marvin Crossland, Daingerfield, Tex.—No. 
1 slab conveyor with 360 feet of Carroll con- 
veyor chain. 

James A. Thrash, Magdalena, N. M.—P-10 
portable, with boss dogs, Teco belt, 56-inch 
Hoe inserted-tooth saw, Dodge pulleys, Rex 
chain and conveyors. 

W. C. Jean Lumber Co., Emerson, Ark.—36- 
inch opening Baby Grand carriage. 

Whiteman-Decker Lumber Co., Alto, Tex.— 
B-4 edger with SKF ball bearings and Hoe 
saws. 

Goodyear Yellow Pine Co., Picayune, Miss. 
—No. 2 hi-speed motor-driven dry lumber 
trimmer, with Simonds smooth-trimmer saws. 

Waldron & Schneider Lumber Co., Chatham, 
La.—No. 2 hi-speed dry lumber trimmer, with 
countershaft drive, Hoe smooth-trimmer 
saws. 

P. D. Chambers, Timpson, Tex.—No. 1 port- 
able green lumber trimmer, SKF ball bear- 
ings, Hoe saws; dipping vat with Rex chain 
and sprockets. 

W. P. Brown & Sons Lumber Co., Blanche, 
Ala.—Cunningham 36-inch-opening Big Devil 
carriage to go with its Cunningham 6%-inch 
£un. 

W. W. Bowman & Son, Kane, Penn.—Cun- 
ningham 36-inch-opening Baby Grand car- 
riage and B-4 4-roll edger, SKF ball bear- 
ings, Simonds saws. 

Graydon Anthony Lumber Co., McCaskill, 
Ark.—B-4 4-roll 40-inch edger with SKF ball 
bearings. 

Juarez Lumber Co., Ciudad Juarez, Chihua- 
hua, Mexico—36-inch-opening Big Devil car- 
riage. 

Welori Lumber Corp., Couchwood, La.—No. 
2 dry lumber trimmer, countershaft drive, 
with Dodge V-belts and sheaves, Hoe hollow 
ground McKam-tooth saws. 

Pritchett & Freel, Portland, Ore.—P-22 
edger, SKF ball bearings, Hoe inserted-tooth 
saws. 

E. S. Bogue Lumber Co., Marshall, Tex.— 
Complete Cunningham portable mill, consist- 
ing of A-No. 1 Boss Dog mill, 5-inch belt 
feed, 28-inch mandrel with adjustable 
SKF ball bearing boxes; No. 1 trimmer with 
SKF ball bearings and Hoe saws; B-2 32-inch 
edger with SKF ball bearings and Hoe in- 
serted-tooth saws, sawdust rigs for edger, 
and main saw with Rex chain and sprockets, 


Teco 32-35 belt throughout, California tan- 
ning lace leather, Beltraction belt dressing, 
Dodge steel, split pulleys, two 2%x52-inch 
Hoe saws and a thousand Hoe bits and No. 1 
upset swage; dipping vat with H60 Rex 
chain and sprockets. 

The Wakulla Lumber Co., Wakulla, Fla.— 
5-inch by 42 foot shot gun steam feed. 

S. C. Lowry Lumber Co., Moselle, Miss.—36- 
inch-opening Baby Grand band mill carriage, 
5-inch by 42-foot shot gun steam feed; B-4 
40-inch edger with SKF ball bearings and 
Simonds saws. 

Summers & Tucker Lumber Co., Nacogdoc- 
ges, Tex.—Champ carriage and 5-inch shot 
gun steam feed. Is now putting in planing 
mill. 


White City Lumber Co., Camden, Ark.— 
Baby Grand carriage. 


W. A. Belcher Lumber Co., Birmingham, 
Ala.—No. 2 oscillating steam nigger and B-4 
40-inch 4-roll edger, SKF ball bearings and 
Hoe solid saws. 

Houston Band Mill Co., Houston, Tex.— 
P-22 planing mill edger with SKF ball bear- 
ings and Hoe solid saws. 

Homer Sessions Lumber Co., Arp, Tex.—A- 
No. 1 Boss Dog portable carriage. 

Albert Holman Lumber Co., Northport, Ala. 
—No. 2 hi-speed dry lumber trimmer with 
SKF ball bearings and Hoe hollow ground 
saws. 

John Francis, Arkadelphia, Ark.—A-No. 1 
Boss Dog portable mill, P-22 edger with SKF 
ball bearings, and inserted-tooth Hoe saws, 
Dodge steel split pulleys, and Teco belt 
throughout. 

Peers & McGlone, Pine Bluff, Ark.—No. 2 
green lumber trimmer with SKF ball bear- 
ings and Hoe saws, and No. 2 oscillating 
steam nigger. 

Senor Jose G. Medina, Chihuahua, Mexico— 
PO portable mill, Hoe 48-inch inserted-tooth 
saw and 1000 bits, Teco belt throughout, 
Rex chain and sprockets, Dodge steel split 
pulleys. 

A. L. Kech, Retalhuleu, Guatemala—A-No. 
1 Boss Dog portable, two 56-inch Hoe in- 
serted-tooth saws, 2000 Hoe bits, Teco belt 
throughout, Rex chain and sprockets on con- 
veyors. 

Keys Lumber Co., Marshall, Tex.—No. 1 
dry lumber trimmer, Hoe hollow ground 
saws, SKF ball bearings. 

Hawn Lumber Co., Athens, Tex.—5-inch 
shot gun steam feed. 

F. E. Monzingo Lumber Co., Rosston, Ark.— 
36-inch opening Big Devil carriage. 


Saw W. Bostick, Marshall, Tex.—A-No. 1 
Boss Dog portable carriage with boss dogs 
connected to make a one-man carriage. 


Charles G. Bennett & Co., Middletown, N. 
J.—Champ carriage with boss dogs inside 
split knees. 


Stantonsburg Lumber Co., Stantonsburg, 
N. C.—40-inch-opening band mill carriage. 

H. M. Walker Lumber Co., Battleboro, N. 
Cc.—Band mill carriage and 5-inch gun to use 
with its Yates-American band. 


Burns Lumber Co., Williston, Fla.—No. 1 
hi-speed dry lumber trimmer, Hoe hollow 
ground saws, SKF ball bearings. 

J. R. Tuttle Lumber Co., Marshall, Tex.—A- 
No. 1 Boss Dog portable carriage with boss 
dogs inside split knees. 


W. A. Warmsley, Shreveport, La.—A-No. 1 
Boss Dog portable, P-22 edger with SKF ball 
bearings and Hoe inserted-tooth saws, Dodge 
pulleys, Rex chain and sprockets on convey- 
ors, Teco belt throughout. 

W. N. Paschal Lumber Co., Magnolia, Ark. 
—5-inch shot gun steam feed. 

Sturgis Mfg. Co., Hensley, Ark.—No. 2 
green lumber trimmer, SKF ball bearings and 
Simonds saws; 40-inch-opening Big Devil 
carriage with SKF ball bearing trucks and 
drop forged chrome steel dog teeth. 


S. J. Carroll Lumber Co., Keatchie, La.— 


No. 2 hi-speed dry lumber trimmer with SKF 
ball bearings and Hoe hollow ground saws, 
Dodge pulleys, Teco belt for the transmis- 
sion. 


Pineville Lumber Co., Pineville, La.—5-inch 
by 36-foot shot gun stéam feed. 


J. H. Keys Lumber Co., Marshall, Tex.— 
A-No. 1 Boss Dog carriage. 


Clinton Mfg. Co., Clinton, N. C.—Band mill 
carriage and 5-inch gun to go with Yates- 
American band. 


R. A. McCullen Lumber Co., Clinton, N. C. 
—Champ carriage and 5-inch gun. 


Jones-Rogers Lumber Co., Junction City, 
Ark.—5-inch by 36-foot gun. 


W. A. West Lumber Co., Pine Bluff, Ark.— 
5-inch by 36-foot gun. 


Ogletree Lumber Co., Livingston, Tex.— 
Band mill carriage, No. 2 oscillating steam 
nigger, log stop and loader. 


Hughes Bros., Ponderosa, N. M.—No. 2 os- 
cillating steam nigger and heavy duty top 
saw rig with Simonds saws. 


Bossier City Tie Co., Bossier City, La.— 
P-22 SKF ball bearing edger. 


W. H. Phillips, Hughes Springs, Tex.—P-22 
edger with SKF ball bearings. 


Waldron Lumber Co., Waldron, Ark.—5- 
inch by 36-foot gun. 


E. R. Yarbrough, Beckville, Tex.—A-No. 1 
Boss Dog portable, P-22 edger with SKF ball 
bearings and Hoe inserted-tooth saws, Dodge 
steel split pulleys, Teco belt, and Rex chain 
on conveyors. 


E. J. Westbrook, Colmesneil, Tex.—5-inch 
by 36-foot gun. 

Henry Lumber Co., Huntington, Tex.—A- 
No. 1 Boss Dog portable, P-22 edger with 
SKF ball bearings and Hoe inserted-tooth 
saws, Rex conveyor chain, Dodge steel split 
pulleys and Teco belt. 

Moss Lumber Co., Lamison, Ala.—Champ 
carriage with boss dogs inside split knees to 
run with its 5-inch Cunningham gun. 

W. D. Green, Big Sandy, Tex.—Champ car- 
riage with boss dogs in split knees. 

S. L. McKenzie, Bokchito, Okla.—P-10 port- 
able mill for hardwoods. 


Dixon & Horton Lumber Co., Longview, 
Tex.—P-0 drop dog portable. 

Kitchens-Rogers Lumber Co., Homer, La.— 
Complete mill to cut 30M a day: Champ car- 
riage, 5-inch gun, No. 1 SKF ball bearing 
trimmer, 3-3/16-inch mandrel with SKF ad- 
justable mandrel boxes, Hoe inserted-tooth 
saw and Hoe bits, Teco belt throughout, No. 
62% heavy-duty saw guide, fire brick, Quaker 
City packings, Dodge steel split pulleys, Rex 
chain for conveyors, rebuilt steam engine, 
grate bars and live rolls. 


Temple Lumber Co., Pineland, Tex.—B-4 
32-inch edger with SKF ball bearings, Hoe 
saws, for its reworking plant. 


Cal Partee Lumber Co., McNeil, Ark.—Baby 
Grand carriage with SKF ball bearing trucks, 
chrome steel drop forged boss dogs inside 
split knees. 





Loadings of Revenue Freight 


A report of the car service division of the 
Association of American Railroads shows that 
revenue freight for the two weeks ended May 
20 totaled 1,171,362 cars, as follows: Forest 
products, 60,661 cars (an increase of 1,303 cars 
above the amount for the two weeks ended 
May 6); grain, 68,654 cars; livestock, 24,594 
cars; coal, 135,943 cars; coke, 8,917 cars; ore, 
61,160 cars; merchandise, 304,942 cars, and 
miscellaneous, 506,491 cars. The total loadings 
for the two weeks ended May 20 show an in- 
crease of 12,490 cars above the two weeks 
ended May 6. 
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New SPA Rules Ready 


New Orweans, La., May 29.—Distribution 
of the 1939 revised official grading rules for 
southern pine lumber, now is under way to 
distributors, specifiers and consumers, accord- 
ing to an announcement by H. C. Berckes, 
secretary-manager Southern Pine Association. 
The new rules become effective July 1. Mr. 
3erckes mentioned that numerous changes are 
embodied in the new rules, and it is important 
that all persons having to do with the manu- 
facture, buying, selling, specifying or use of 
southern pine lumber in construction, should 
familiarize themselves with the revisions. The 
new rule books are being sent to lumber man- 
ufacturers, dealers, wholesalers and commission 
men, architects, engineers, contractors, Federal 
and State construction agencies, public and 
private purchasing agents, and others who are 
concerned with lumber and construction. 





Unions Press Claims in the 
Inland Empire 


SPOKANE, WasH., May 27.—A strike was 
called yesterday at the plant of the Spokane 
Sash & Door Co., throwing 40 men out of 
work. It is being picketed by the Lumber & 
Sawmill Workers Union, an A.F.L. affiliate. 
The question at issue is mainly open or closed 
shop, and not wages. At Potlatch, Idaho, and 
also Coeur d’Alene, the United Brotherhood of 
Carpenters & Joiners. is engaged in organiza- 
tion work. The C.I.O. is also busy. The Key- 
stone Frame & Manufacturing Co. is being 
compelled to defend itself against the charge of 
unfair labor practices before the National 
Labor Relations Board, because employees 
were told the A.F.L. carpenter unions in the 
East were boycotting C.I.O. lumber. 





Burned Plant Will Be Rebuilt 


Cuarotte, N. C., May 29.—The plant of the 
Lumber River Pine Corp., Lumberton, N. C., 
was attacked by fire on May 10, which destroyed 
the planing mill, dry sheds, dry kiln and 750,- 
000 feet of high grade, kiln dried pine. The 
yard stock of approximately one million feet of 
Lignasan dipped dimension and boards was 
saved. Commenting on the fire, J. Alex Mc- 
Millan, secretary John C. Shepherd Lumber 
Corp., Charlotte, which is principal distributor 
for the Lumberton plant, said: “We have been 
specializing at Lumberton in mixed cars of 
finish, flooring, siding and dense No. 1 and No. 
2 dimension. We expect to have dimension 
ready for shipment within six weeks.” 

Because of the large demand for the product 
of this company, which is known for its high 
quality and workmanship, the owners have de- 
cided to rebuild and soon will be in position 
again to handle orders for the same items and 
same quality of stock. 





New Plant Doubles Production 

Facilities 
_ Derrort, Micu., May 29.—The Yankee Fiber 
Tile Mfg. Co. has just moved to a new and 
larger factory at 3222 East Jefferson Ave., 
here. The new plant more than doubles the 
company’s old production facilities. A new 
spraying equipment and a new type of baking 
oven, developed to give the company’s products 
a much finer finish, have been installed. 
Founded in 1928, the company was purchased 
last year by C. Henry and Theodore D. Buhl, 
and Robert J. Duff. According to Mr. Duff, 
shipments of Yankee tile have increased more 
than 500 percent during the past year and new 
distributors and dealers are continually being 
added to the company’s nation-wide sales or- 
ganization. -Along with decorative wall board, 
the company sells a completely re-designed line 
of laminated stainless steel and snap-on 
mouldings. 
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Fatlory 


You see, Temseal is made of Arm- 
strong’s Temlok, which is a highly effi- 
cient fibreboard insulation. This board is 
factory-sealed with asphalt, and then 
doubly protected by strong kraft paper 
reinforcement. 

““Perhaps you’re wondering just what 
advantages this type of sheathing has 
for you? Briefly, it’s this: Temseal has 
great resistance to air and moisture in- 
filtration. That means that its insulating 
efficiency remains high, and that you 
don’t need to use building paper or felt. 
Temseal makes buildings stronger and 
more rigid, too. 

*“Make no mistake about it: Temseal 


~Seiled and ruinfiorced 
TEMSEAL SHEATHING 


“TS the only sheathing of its kind! 
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Sheathing will add both comfort and value 
to that new house you’re going to build!” 

Hundreds of builders are telling pros- 
pects these facts about Temseal Sheath- 
ing—and finding that they help to close 
sales! Let us send you a sample and com- 
plete information. Write today to Arm- 
strong Cork Company, Building 
Materials Division, 987 Concord 
Street, Lancaster, Pennsylvania. 








Armstrong’s TEMLOK INSULATION 


DE LUXE INTERIOR FINISHES 


TEMSEAL SHEATHING 


LATH 


ARMSTRONG’S MONOWALL 
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Tax and Labor Laws 


irs Best 


Every 
Modern 
Facility 


FIR“ 


Soft Old-Growth UPPERS and 
Vertical-Grained CLEARS. K-D, 
Smooth-end-trimmed COMMON. 


OREGON - AMERICAN 


LUMBER CORPORATION 
VERNONIA, OREGON 


Tempered FOR PERMANENT 
EXTERIOR SERVICE 


SUPER-Karbord 


THE OUTDOOR PLYWOOD 


HARBOR PLYWOOD CORPORATION 
Mills and Offices Hoquiam, Wash. 
































|... MANISTIQUE, MICHIGAN 


Sure..1 recommend 
Calbar 


CAULK-0-SEAL 


WITH CALBAR PRESSURE GUN 








recommend Caulk-O-Seal 
Pe... I've learned that it 
does the best job. It’s super- 
plastic, weatherproof, doesn’t 
stain, chip or crack. Altogether—it’s the 
finest caulking compound I've ever used. 
And it’s sure easy to apply when you use 
the trouble-free Calbar pressure gun. I 
couldn't caulk without it. Caulk-O-Seal 
comes in Tubes, Cans, Drums and 
CARTRIDGES. black and 12 colors. 


Calbar Paint & Varnish Co. Teinnica Products 
2612-26 N. Martha St., Philadelphia, Pa. 


Wine ad 










HOTEL BENSON 


PORTLAND 
OREGON'S 


Distinctive Hotel 


Centrally lo- 
cated. Air condi- 
tioned dining 
rooms. Unexcelled 
Cuisine. 


All rooms with 
bath. Reasonable 
rates. 


R. K. KELLER 
and W. E. BOYD, 


Managing Directors 


ROSS FINNEGAN, 
Manager 





BUSINESS HOPES FOR EASING OF TAX 
BURDEN IN NEW REVENUE BILL 

WasHincton, D. C., May 31.—With all 
doubts removed, as to tax revision legislation 
at the present session of Congress, business and 
industry may begin to breathe a bit easier. 
At the moment, nobody knows exactly what will 
be evolved in the way of new legislation. On 
Saturday last, Secretary of the Treasury Mor- 
genthau made it abundantly clear to the House 
ways and means committee that it is essential, 
as he sees it, in making any revision of the rev- 
enue laws, that the legislators keep in mind the 
need for assisting business in such a way as to 
promote genuine recovery. This is the line 
the Senate and House leaders have been em- 
phasizing from the early days of the session, 
and had they not been held up by Administra- 
tion sources through lack of agreement down- 
town, the necessary legislation might have 
been passed long before this. Even now the 
White House and the Treasury do not seem 
to be in entire agreement, but are closer to full 
understanding than at any time in the past few 
months. Mr. Morgenthau, Undersecretary Hanes 
and a group of experts have been working on 
the tax problem for many months, consulting 
with outside experts and with business leaders 
and other interested parties. 

Likewise, there seems to be no disagree- 
ment as to the need for maintaining the present 
level of Federal revenue. So if the corporate 
undistributed earnings tax is eliminated entirely 
in response to the demands of both Little Busi- 
ness and Big Business, any revenue lost thereby 
will be made up elsewhere. The volume of 
revenue from this source has been disappoint- 
ingly small, as critics of this so-called “punitive” 
tax provision predicted at the outset. Therefore 
it will not be necessary to obtain a large amount 
from some other source. 

The Treasury head indicated the need for 
modifying the present law so that business 
losses may be carried over as credits against 
taxes in future years. 

Mr. Morgenthau urged careful consideration 
of the recommendation that legislation be passed 
banning future issues of tax-exempt securities. 
The Secretary also indicated that consideration 
should be given to the higher surtax brackets. 
Tax exemption, he said, acts as a magnet which 
pulls persons subject to the higher income taxes 
away from investments in private business. He 
finds that most of those in the upper brackets 
have sizable holdings of tax-exempts. 

It is quite generally accepted that all of the 
so-called “nuisance” taxes, which bring in 
around $400,000,000 a year will be continued. 

Mr. Morgenthau called attention to the Treas- 
ury’s recommendation of recent date that the 
Social Security taxes be “frozen” where they 
are over the next three years. 

A very decided hitch has developed in the 
House of Representatives over certain proposed 
amendments to the Wage-and-Hour Act favor- 
ably reported by the committee on labor, as re- 
ported in the AMERICAN LUMBERMAN of May 
6, which, among other things. exempted log- 
ging operations in general. Whether any such 
legislation will get all the way through at this 
session, therefore, is far from certain. 


RESTRICTED SEASONAL EXEMPTIONS 
GRANTED FROM WAGE-HOUR 
REGULATIONS 


WasHiIncton, D. C., May 31.—As briefly 
noted in May 20 issue of AMERICAN LUMBER- 
‘MAN, Elmer F. Andrews, Administrator of the 
Fair Labor Standards Act, has handed down 
a formal ruling finding certain branches of the 
lumber industry of a seasonal nature within 
the meaning of Section 7 (b) (3) of the Act 


and Regulations, Part 526, issued thereunder, 
while denying certain other relief sought in the 
same proceeding. 

Specifically, the Administrator’s decision 
grants exemptions on seasonal grounds to that 
branch engaged in the sap peeling of pulpwood, 
to the hauling of saw timber and pulpwood on 
snow and ice roads in Maine, Massachusetts, 
New Hampshire, Pennsylvania, Vermont, Mich- 
igan, Minnesota, Wisconsin and New York, 
and the spring freshet driving of saw timber 
and pulpwood in Maine, New Hampshire, 
New York and Vermont. 

This proceeding was brought before the Ad- 
ministrator by the Northeastern Lumber Manu- 
facturers Association (Inc.), the American 


‘Pulpwood Association, the Timber Producers 


Association of Minnesota and sundry other 
parties. A public hearing was held here April 
17 and 18. In addition to the States men- 
tioned, in the case of sap peeled pulpwood pro- 
duction, the geographical area considered at 
the hearing included Kentucky, Maryland, 
North Carolina, Ohio, Tennessee, Virginia and 
Washington. The applications for exemption 
of other subdivisions of the lumber industry 
were denied. 


INFORMS CONGRESS OF LOW-COST 
HOUSING PROGRESS 


WasuinctTon, D. C., May 29.—Frank Car- 
nahan, secretary of the National Retail Lumber 
Dealers Association, recently addressed a let- 
ter to all members of Congress, thanking them 
for their support in putting through amend- 
ments extending provisions of Title I and Title 
II of the National Housing Act for a two- 
year period, pointing out the importance of the 
action in the promotion of small home building 
for citizens of incomes of $2,000 and under. The 
letter, containing figures taken from the latest 
FHA reports, refutes statements coming from 
various sources that building costs are so high 
that persons of modest incomes are unable to 
build homes. Even though the lumber industry 
and associated groups continue to build small 
quality homes within the income range of al- 
most any citizen, outbreaks continue such as 
the one from Attorney General Murphy, who 
said, in effect, that about half of the people 
cannot buy homes because of high building 
costs. 

Mr. Carnahan’s letter reviewed the housing 
situation from the early part of 1934, when 
housing was at a standstill, financing was not 
available, and the demand for houses in the 
$3,000 to $4,000 price range was not being 
supplied. It called attention to the fact that 
the NRLDA has been one of the strongest 
supporters of the NHA, repeatedly urging con- 
tinuance of its provisions. 


The True Story 


Splendid co-operation on the part of the 
FHA and the building industry has brought 
about increased activity in building in the mod- 
est cost field, according to Mr. Carnahan. 

Building factors have concentrated on the 
building of low-cost homes, he said, and as 
a result we now have attractively designed, 
well-constructed homes being built for as 
little as $2500 to $3000. The average monthly 
payment of all FHA new house construction 
in 1938 was $30.06, compared with an average 
of $35.33 in 1937, and $37.44 in 1936. The 25- 
year amortization period has been the major 
factor in making such small payments possi- 
ble. The average payment in 1938 comprised 
only 12 percent of the home owner’s average 
income, a marked decline from earlier years. 

Nineteen percent, or approximately one- 
fifth of the FHA new house construction busi- 
ness in 1938 was on a property valuation of 
$2,000 to $4,000. All these valuations include 
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physical improvements and land. Forty-two 
and five-tenths percent of all new home 
mortgages was on properties with a valua- 
tion of less than $5,000. Bearing in mind 
that on these valuations under the 25-year 
payment plan, monthly payments run from 
slightly over $16 to approximately $25, you 
will find marked progress has been made in 
supplying homes for families in the low in- 
come bracket. Certainly, many in the lower 
income groups can afford these payments and 
purchase homes of their own. 


ROCKY MOUNTAIN LUMBER AND 
LOG PRODUCTION AND PRICES 


WasHiInctTon, D. C., May 29.—In statistical 
bulletin 64, “Statistics of Forest Products in the 
Rocky Mountain States,” the U. S. Forest Serv- 
ice reports on production and prices of logs and 
lumber in the Rocky Mountain States. Accord- 
ing to this report, the price of white pine lum- 
ber at Idaho mills in 1935 was $27.46 per thou- 
sand feet board measure, the highest price paid 
in five years. The same species brought $27.01 








This ox cart, used in Egypt around 1225 B. C.., is an 
exhibit in the historical collection of the Baltimore 
& Ohio Railroad. I+ exemplifies a primitive means 
of transportation, also the part that wood has 
played in man's progress, and this material's 


durability 
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at Montana mills during 1935 and this exceeded 
any paid since 1930. 

Douglas fir lumber was $20.41 per thousand 
feet at Wyoming mills in 1935, or $2.61 less per 
thousand feet than the price in 1934. The price 
of this species at Colorado mills in 1935 was 
$19.43, the highest in that State in five years. 

The highest priced lumber at Utah mills in 
1935 was white fir, which sold for $20.85 per 
thousand feet, the best price since 1930. 

In 1935 Ponderosa pine was priced at $19.73 
at Arizona mills, and $20.25 at New Mexico 
mills, exceeding prices in these States for this 
species during the previous five years. 

Log prices have shown corresponding in- 
creases, according to Forest Service statistics 
for a period of years ending in 1936. White 
pine logs were purchased in Idaho for $18.47 
per thousand feet in 1936, the highest for such 
logs since 1931. 

Montana mills paid $20.53 for white pine in 
1936, the highest tabulated price. Lodgepole 
pine logs brought $15.34 at Colorado mills in 
1936, the highest prices recorded in five years. 

This bulletin may be obtained for ten cents 
from the Superintendent of Documents, Wash- 
ington, D. C. 


Seek New Methods of Tung Oil 


Extraction 


BocaLusa, La., May 29.—Tung oil labora- 
tories for research work under the Department 
of Agriculture will soon be opened here and 
at Gainesville, Fla. Water resistance is the 
outstanding quality of tung oil which gives it 
particular value as a drying oil in paints, var- 
nishes and enamels. American production of 
the oil is in its infancy but has increased from 
nothing in 1931 to 4,000,000 pounds in 1938. 
Imports of tung oil have increased from 75,- 
000,000 pounds in 1922 to 175,000,000 pounds 
in 1937. Research will include the possible ex- 
traction of the oil by solvents instead of the 
use of pressure to squeeze the oil from the nuts. 
For centuries, China has followed the method 
of extraction by pressure. 





Governors and Hardwood Industry Ask 
Enforcement of Wage-Hour Law 


MpMPHIs, TENN., May 29.—Condemning the 
lax enforcement of the Wage-and-Hour law 
as a threat to the law-observing lumber opera- 
tors, the Southern Hardwood Industry Com- 
mittee has issued a demand for repeal or en- 
forcement. The demand came as the Southern 
Governors’ Conference was preparing to meet 
in Memphis to discuss the measure. The gov- 
ernors—Rivers of Georgia, chairman of the 
conference which includes all States, White of 
Mississippi, Bailey of Arkansas, Dixon of Ala- 
bama and Phillips of Oklahoma—after giving 
deep consideration to the matter, drafted a 
resolution to Congress, which reads in part: 

The Wages and Hours Law is recognized by 
the Southern Governors’ Conference as a 
measure intended to accomplish social justice. 
Its fine purpose to put a floor under wages 
and a ceiling over hours was approved by this 
conference on Jan. 7, 1938, prior to enact- 
ment of the law. Maladministration, unless 
corrected, will cause present gains to be lost 
and will finally destroy the very objective of 
the law itself. The law specifically contem- 
Plates that actual basic facts surrounding a 
given enterprise, its location and its handi- 
caps, be reckoned with in effecting differen- 





UP FROM BOTTOM 


There is no panacea for the re- 
sumption of prosperity except the 
slow painful one of hitting the bot- 
tom, and then building up with a 
sane economic foundation on which 


to build.—W. W. Atterbury. 


tials to the enterprise so that the actual 
source of employment of labor will not be 
destroyed. We point as an illustration of 
the maladministration of this act that no 
such factors have been taken into considera- 
tion, and that workers in various sections 
are facing unemployment, and many have 
actually become unemployed and placed on 
relief rolls because of the shutting down of 
small business enterprises. 


Hardwood Industry Hurt by Violators 


The statement of the Southern Hardwood In- 
dustry Committee follows in part: 

Unfortunately, it looks as if all manufac- 
turers of hardwoods are not observing the 
law; and, unfortunately, non-compliance 
seems to be rather widespread and on the 
increase. The mills not complying are able 
to undersell the mills that obey the law, 
whose employees are penalized both by work- 
ing shorter hours, even below the minimum 
set by the Act, and by shut downs. The law 
is not being well complied with at the 25 
cent minimum wage rate, and when Oct. 26, 
1939, comes around and the minimum wage 
rate is raised to 30 cents, the indications are 
that non-compliance will further increase. 
Unless some way is found to enforce the 
law on one and all alike, hundreds of thou- 
sands of good lumber industry employees in 
the South are going to be made to suffer. 
The larger portion of the Southern lumber 
industry is trying to work under the Wage- 
Hour Law, but there is enough lumber pro- 
duced without the law to play havoc with 
the entire industry. The law should be 
either enforced immediately or repealed, or 
the 25 cents minimum should be held in 
effect until enforcement at that rate is ob- 
tained before going to a 30 cent minimum. 
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“Good 
Morning... 
Booth- 
Kelly 
Lumber is 
Trade-Marked 
and Grade-Marked. 


a vE 
e---- YOU re welcome. 








Certified Lumber 
20” is the number 


You’re giving your customers full value 
when you supply them with Booth-Kelly 
Certified Lumber. And you’re building 
for yourself a good profit-paying busi- 
ness. This lumber is from our own 
superb stands of big-bodied old-growth 
trees, seasoned, cut and accurately man- 
ufactured in our modern mills. 


You can give your customer positive as- 
surance that he takes no chance and 
runs no risk when he chooses Booth- 
Kelly Certified Lumber. Show him the 
mark of “20”, Booth-Kelly’s pledge of 
quality lumber and precision manufac- 
ture; and the marks of the West Coast 
Lumbermen’s Assn. and the National 
Lumber Mfrs. Assn., guarantees of right 
grading. This kind of lumber and our 
kind of service makes and maintains 
money-making trade for you. Our Mixed 
Car Service helps you keep well-bal- 
anced stocks of 


DOUGLAS FIR 


Dimension Flooring Ceiling 
Drop Siding Finish Stepping 
Mouldings Casing Base, ete. 


We are headquarters for Association Trade-Marked 
and Grade-Marked Douglas Fir Lumber. 





TWO MILLS—SPRINGFIELD & WENDLING, ORE. 
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Dealers Control More of Home Expenditure in 


PRECISION HOME CONSTRUCTION WITH 
PANELS FABRICATED IN OWN SHOPS 


Considerable attention is being attracted to Milwaukee because of the 
recent construction of two Precision-Built houses with all walls and 
ceilings pre-fabricated by the Stowell Lumber Co., of that city. The 
houses are being built under the direction and supervision of George 
W. Maxson, an official of the Stowell Lumber Co., on a 28-acre tract 
subdivided into 100 lots, the smallest of which is 60x150 feet. The tract 
is southwest of Milwaukee, near the village of Hales Corners, on the 
rapid transit electric line. 

“The Stowell Lumber Co.,” said Mr. Maxson, “has the franchise for 
Precision-Built construction in Milwaukee and the surrounding counties. 
My status is that of a customer of the lumber company on the same 
basis as any builder, contractor, or realtor. 


Demonstration Homes Draw Big Crowds 


“In order that the Stowell Lumber Co. may launch this type of con- 
struction without asking any individual builder or individual prospective 
home owner to introduce something unfamiliar to the territory, I have 
subdivided this 28-acre tract in accordance with the regulations laid down 
by Greenfield Township, the Milwaukee Planning Commission, the State 
Board of Health and FHA authorities, and have the home under con- 
struction, for sale under my direction. 

“The immediate result is that contractors, builders and realtors can 
now see these homes, and use them as displays to aid them in selling to 
their own prospects, until such time as they have built similar ones for 
their own clients. There has been no public announcement up to this time 
that the homes are open to the public, but interested people are calling 
daily to inspect these homes, with a continuous line of prospective home 
owners coming Saturday and Sunday afternoons, not only from Milwau- 
kee County but from points as far away as Kenosha on the south, Mad- 
ison on the west, and Green Bay and Wisconsin Rapids on the north 
and northwest. 

“The principal features that seem to interest them are rigidity and 
weather-tightness of construction, flexibility of design, and interior and 
external appearance. Any home already built from conventional blue- 
prints can be duplicated without changing the external appearance, by 
employing for a relatively few hours a draftsman who is properly in- 
formed in the work of sectionalizing and re-dimensioning according to 
the “modular” system of designing, based on the use of a standard 4-inch 
unit of measurement that is common to measurements of all structural 
elements. 

“An owner of a newly built conventional-type home visited these new 




















houses, and pointed out that he could have saved $150 on interest on a 
$6,000 loan, and $240 on rent at $60 per month if he had used Precision- 
Built construction for his $6,500 home. This is explained by the fact 
that at any time of the year it is possible to build houses of that size 
in four to five weeks, against as many months ordinarily consumed. 


Large Surface Sheets on Quality Studs 


“The construction is dry-wall Homasote insulating board, used in sheets 
as large as 8x14 feet on both outside and inside. For sheathing on the 
outside, the Homasote big sheets are nailed directly to studs with cement- 





Cape Cod house, second of proposed 100 to be erected near Milwaukee 
by Precision-Built construction methods, with panels made by Stowell 
Lumber Co. 


coated box nails. On the inside, the sheets are used in place of lath and 
plaster for the finish wall surface, being secured to the studs with water- 
proof casein glue. The same method is used for ceilings in place of lath 
and plaster. 

“Wall sections and ceiling sections are made of highest quality lumber, 
cut to precise dimension in a properly equipped shop here in the lumber 
yard; are all manufactured in compliance with the special blueprints 
drawn for each individual dwelling, and delivered to the construction 
site with other items ordinarily comprising a lumber bill, where they are 
assembled by workmen skilled in Precision-Built construction. The only 
place in an average home where butt joints of panels are likely to occur 
is in a room with a wall dimension greater than 14 feet in length. In an 
average home, this condition is in the living room. When it does occur, 
the butt joint is arranged at -a convenient window or door opening, 
where the casing is designed to completely hide the butt joint from floor 
level to ceiling. 

“For the lumber dealer, one of the principal advantages of this type 
of construction is that he controls a greater percentage of the total ex- 
penditure of money for a home. In addition to all the usual materials, 
he sells a part of the labor, that part performed in his yard as he fabri- 
cates the panels. 

“To date, as far as we know, Precision-Built is the only construction 
on which FHA does not require corner bracing. 


Precision Cutting Gives Tighter Job 


“At present, costs of this construction and conventional construction 
have proved to be equal. Panels are all made in the shop on special 
tables with precision tools, and they can be erected in any kind of 
weather. Both shop crews and job crews are 
equipped with Porter-Cable power saws. These 
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make for speed, more accuracy and a much 
BAT tighter job. Douglas fir is used for the blind 
floor and roof, and is dressed and matched and 
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—# end matched. On one of the houses, we started 
= the excavation four weeks ago today. Now, 





the plumbing and heating are in place; win- 
BED RM. dows, stairs and doors are all in place, and the 
rohan Ws" 


job is complete except for wallpapering and 
finish coat of paint. This, it must be borne in 
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Precision-Built house, with design and _pre-fabri- 
cated wall, floor and ceiling panels by Stowell 





Lumber Co., Milwaukee, Wis. Second floor left 








unfinished. 
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mind, is the experience we had with the first 


house. It is reasonable to expect that we can, Your F - Fulton Lumber IS QUICKLY t 
and will, cut that time measurably on houses ON iTS WAY: 
built in the future, as our crews develop ef- 


| ficiency with the system. 
Construction and Equipment Details 


‘ 


Quick action on your orders! Speedy loading and 
shipping! That's Fry-Fulton Immediate Service. 
And super-quality lumber. Choice products of 
several mills. Complete stocks in St. Louis of 
Cypress, Oak, Birch, Poplar, Hard Maple, Yellow 
Pine Finish, Walnut, Mahogany, Ponderosa, Cali- 
fornia Sugar Pine, Northern White Pine, Air-dried, 


‘The house has two stories. On the first 
floor is a living room with large fireplace, 
kitchen, dining room, and a vestibule. The 
house has a full basement. The second floor is 
wide open and unfinished. It is large enough 


a for two full size bedrooms to be finished at a Kiln-dried. Plywoods of California Pine, Fir, Hard- 
n- later date as shown in the plan. Siding is 34x10 woods. SPECIAL—Super Harbord Siding. Write 
ct inch. Roofing is composition, and floors are oak. today. 
ze Each house has a well and a water system, and 


a private sewage disposal system. The latter 
consists of a California redwood septic tank, 
bought at the lumber yard, and a filtration bed 


Fry-Fulton Lumber Co. 





ts made of California redwood. Plumbing fix- , 
he tures are from Kohler. Oil heat with forced 146 Carroll St., - ST. LOUIS, MO. 
it- air is used. Outside doors are equipped with 


combination screen and storm panels, and the 
windows are fully screened and equipped with 
storm sash. A one-car garage with a cement 


floor is 12x20 feet. The main girder under the MODERN e BEAUTIFUL * ECONOMICAL 


first floor is a steel I-beam supported on a steel 








column.” 
Accompanying illustrations show the houses 

and floor plans of one of them. W Cadweall- Philinpanel LA 
Appalachian Hardwoods in Solid Philippine Mahogany Wall Panelling 


April 
April witnessed _leveling-off process in | AA Sensational New Product That Sells On Sight 


Appalachian hardwoods, with production sales 
and shipments receding slightly from the March 
volume, according to the barometer of Appa- Write for Samples and Literature 
lachian Hardwood Manufacturers (Inc.), show- 
ing operations of 67 band mill units. April 


4 production was almost identical with March, Cadwallader- Gibson Co. Inc., 3628 E. Olympic Bivd. Los Angeles, Calif. 


~ 


i orders were 7 percent less, while shipments 
shrank 10.2 percent. The decline in stocks, 
both sold and unsold, continued, April repre- 























nd senting the sixth successive month to witness 
pr- a move in this direction. os Lee H. Shepherd, President M. C. Shepherd, Vice-President H. Scott Shepherd, Secy.-Treas. ny 
ath April production for this group of mills was 
nod eee ar is oaks: a) LEE H. SHEPHERD & BROS. LUMBER COMPANY 
er sales 17,565,000 feet, against 18,936,000; ship- ? 
ae ments 18,314,000 feet against 20,431,000. Un- McRae, Georgia 
“ts filled orders rose from 17,521,000 feet to E - siden ton sieaahiiiaia E 
nts +966 a ter : e announce completion of our new band mill at McRae, orgia. 
ion ae ap ls od o— Boe vagy A ag Present production 24,000,000 feet. Largely eriginal growth Short Leaf, 
are : - BBI,099, : J ada nt but considerable fine Long Leaf. Timbers, rough or dresed, up to 
od When compared to April, 1938, the figures —] 18x30-40 . . . Plank . . . Dimension . . . Boards . . . Kiln-Dried Finish 
ad show an impressive gain during the twelve- - - » Flooring . . . Ceiling . . . Siding . . . Car Material. 
an months’ period, as is shown by the following 
ur a H SHEPHERD LUMBER COMPANY, Inc H 
. April, April, . e 
ng, 1939 1938 Change 
0r Number of ues ae me) an pa Ft) a FE Montgomery, Alabama E 
ae Production ...... 16.613 14,398 + 15.3 Manufacturers and Wholesalers of Yellow Pine and Hardwoods 
a srerees 18,314 13,557 +35. 3 Daily capacity of our Montgomery mill: 50,000 feet. I 
als, See — 5.582 = . . : : 
ri- Was eee “RS ae Material from both mills grade-marked if desired 
’ Uneslé:@teries 228.458 252.396 9.5 D Address inquiries for either company to Box 1084, Montgomery, Alabama. D 
- ‘ ‘ S..... 228,458 252,35 9. 











Following are the final figures for the first 
quarter as compared with preceding similar 


























periods : 
ion Pro- Ship- 
~jal duction Orders ments 
lal By Quarters— 
ot i | 47,357 53,643 55,885 
ae 1938, Fourth .... 46,490 53,112 53,114 
ese 2 ee 42,034 48,676 49,129 
uch Second ..... 39,870 39,018 40,029 
ind ie WET 43,668 42,814 41,577 
ind Total, Year 1938.. 172,062 183,620 183,849 
ted Order a set of our Planer and Jointer Knives and see 
OW, h . e,° 
ii ow they compare under actual servic ons. 
Sales of retail lumber and building material ¥ mae 2 al - oe oo 
the dealers in 1937 as compared to 1935, showed ‘ end us a paper pattern with dimensions and kind o 
and the following increases: Average increase of SPECIAL: ho oa pad ny ll b gh 8 ag ea ow oe 
in all sales, 43.8 percent; in yards doing $300,000 : 
— volume and over, 44 percent; $100,000 to $300,- {High Speed Steel Knives and Moulding Cutters for the Woodworking Industry) 
bet 000 volume, 42.3 percent; $50,000 to $100,000, : 

43.4 percent; $30,000 to $50,000, 44.6 percent; TAYLOR STILES & COMPANY 
“ $20,000 to $30,000, 41.9 percent; $10,000 to ’ ~ RIEGELSVILLE, N. J. 


$20,000, 43.4 percent; $5,000 to $10,000, 92.6 


saul WESTERN AGENTS: Hall & Brown W. W. Machine Co., St. Louis, Mo. 
nt. , 

















Double-End Trimmed 


Now Smooth and Square 


Uniform Lengths 


At least 
14" full 


SABINE 





Shortleaf 























Dealers like this Sabine Lumber for its 
superior quality and refinements of manu- 
facture. The three Sabine mills, with mod- 
ern precision machines and up-to-date dry- 
ing and manufacturing methods, have every 
facility for top-quality production. 


Common Lumber, Finish, Trim, End-Matched 
Y. P. Flooring and Sheathing, Oak Flooring, etc. 
Careful loading for lumber protection and un- 
loading convenience. 


Mixed Cars our specialty. Consult our near- 
est representative or mail us your inquiries 
and orders. 


Sabine Lumber Co. 


SALES OFFICE: 
A Arcade Bidg., ST.LOUIS, MO. 


MILLS: 
Zwolle, La. 
Trinity, Texas 
New Willard, Texas 


Band Sawn -- 
Own Manufacture -- 


HARDWOODS Gin, Truc 
CYPRESS -- 
PINE = ‘“Suvateois™ 
Yard Items Treated -- 
* MIXED CARS ¢ 


ABERDEEN, 
















MISS. 





Yard Stock Speciatiat 
SOUTHERN 


i= MSS ME 
HARDWOODS 


BAND-SAWED 





rrompt attention to inquiries 
and orders. Write today. 





TEXARKANA, ARK.-TEX. 
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Florida Firm Indicted Under “Hot Goods’ 
Clause of Wage Law 


JACKSONVILLE, FLa., May 29.—The first test 
of the “hot goods” clause of the Wages-and- 
Hours law to be undertaken by the federal 
Government has been initiated in Florida in the 
indictment this week, in the United States dis- 
trict court, of the Tampa Lumber & Export 
Co. and Cleo C. Watson, its president. The in- 
dictment, returned by a Federal grand jury 
in a report to Judge Louie W. Strum, in Jack- 
sonville, charges the company with having 
shipped goods in interstate commerce known 
to have been produced by others in violation of 
the Act. Also in the indictment is an allega- 
tion that the company failed to pay its own 
employees the minimum wage of 25 cents an hour 
for a 44-hour work week and time and a half 
for overtime. Failure to keep proper records, as 
required by the law, also is alleged. District 
Attorney Herbert S. Phillips’ office here said 
that it was the twelfth criminal prosecution in 
the country under the Act, but the first in- 
volving the “hot goods” clause. 

The indictment sets up in its first count that 
the company on Nov. 23, 1938, “did unlawfully 
and wilfully ship and deliver from a point in 
Florida to London, England,” a shipment “con- 
taining goods, to-wit, lumber, which the de- 
fendants purchased from Krusen Land & Tim- 
ber Co., knowing that in production of the 


goods, to wit, said lumber, the Krusen Land & 
limber Co. intended that said lumber would 
be shipped in interstate, or foreign commerce.” 
It is turther alleged that the detendants knew 
that the Krusen Land & Timber Co. “employed 
in the production of said lumber” workers whom 
it failed to pay at a rate not less than 25 
cents an hour, and who received pay below re- 
quired minimum figure. Other specific charges 
of shipments in violation of the Act are con- 
tained in five other counts. Five more counts 
recite specific allegations of failure to pay mini- 
mum wages, and time and half overtime, to one 
Sylvester Connery, employed in the early part 
of this year, and failure to pay the prescribed 
overtime wages to David Musgrove and David 
West, who were also said to have been em- 
ployed this year. 

Florida lumber interests are intensely inter- 
ested in the outcome of the case, since it has 
been reported for some time that the Federal 
Government had special investigators at work 
in the field in an effort to uncover possible vio- 
lations of the law. Government attorneys have 
indicated that the full weight of the Attorney 
General’s office in Washington will be thrown 
behind the prosecution of the Tampa firm, for 
the purpose of testing out the ‘hot goods” clause 
particularly. 


Britain Must Seek Larger Non-European 
Supplies of Lumber 


WasuincrTon, D. C., May 29.—Great Britain 
may be forced to obtain a greater proportion of 
its supply of softwood lumber from sources 
outside of Europe, as a result of the decrease 
in the quantity of this type of lumber available 
from European timber exporting countries, ac- 
cording to the Forest Products Division, De- 
partment of Commerce. The decrease in the 
export supplies of European softwoods is due 
largely to the increased consumption of lumber 
in the timber growing countries of Europe, and 
to the general over-cutting of European forests 
during the past twenty years, according to the 
report. 


British Imports Will Fall Below Needs 


On the basis of Great Britain's consumption 


_ of approximately 3,800,000,000 board feet of 


sawn softwoods in 1938, it is estimated in Great 
Sritain that imports of sawn softwoods from 
European countries and Canada will be over 
200,000,000 feet short of local requirements for 
the year. It is estimated that European timber 
exporting countries will supply Great Britain 
with only about 2,500,000,000 feet of sawn soft- 
woods in the current year, compared with 
3,663,000,000 feet in 1937, and 2,663,000,000 feet 
in 1938. British imports of Canadian sawn soft- 
woods in 1939 are estimated at 1,100,000,000 
feet. Canada supplied Britain with about 
1,000,000,000 feet of softwoods in 1937 and 
slightly less than this amount in 1938, statistics 
show. 


European Resources Being Exhausted 


Many European countries have become increas- 
ingly concerned about the softwood lumber sup- 
ply situation in recent months. It is expected, 
too, that Japan will place its lumber industry 
under war-time control within a few weeks, 
and will also increase the felling of trees, the 
Forest Products Division reported. France has 
issued a decree ordering a study of its lumber 
situation, as well as an inventory of all wood 
supplies available from all sources within the 
country. Timber felling in Germany has been 
increased beyond all limits set by conservation- 
ists and the excessive cutting rate that had 
been maintained for four years was increased 


in 1938. Orders have already been placed for 
more than half of the softwood lumber available 
for export this year from Sweden, Finland, 
Russia and Poland. The supplies of sawn tim- 
ber in Sweden and Finland have been reduced, 
and it is expected that there will be a sub- 
stantial reduction in the lumber production in 
these two countries in 1939. Russia is now con- 
fronted with transportation difficulties in con- 
nection with its lumber industry. The timber 
along the rivers and railroad lines has been 
cut, with the result that the average hauling 
distance to sawmills has been increased more 
than 150 miles. The forest areas now being 
cut by Russia are mostly in the interior of the 
country, so that smaller supplies of lumber are 
available for exports. Russia’s exports of sawn 
softwoods in 1938 were 25 percent smaller than 
in 1937. 





Alabaman Demonstrates Bene- 
fits of Selective Cutting 


CHapMaANn, ALA., May 29.—The Alabama 
legislature’s recess agriculture committee, at its 
hearing held in this lumber town recently, was 
told that, with a proper education program in 
timber conservation, Alabama could double its 
forest income. Julian McGowin, W. T. Smith 
Lumber Co. executive, expressed opinion that 
the State could increase the number of pulp 
mills, and double its fuel wood and lumber out- 
put, but warned that pulp mills would have to 
cut timber selectively or “they would be the 
ruin of the State.” He showed the legislators a 
part of the 115,000 acres owned by the Smith 
company, and said that the tract had “more 
good timber at the end of the year than at the 
beginning,” due to selective cutting. “For 
four reasons, it is easier for the farmers to do 
what we have done,” the lumberman said in ad- 
vocating a continuance of the agricultural ex- 
tension service education program, these being 
that they “have less taxes, less overhead ex- 
pense, have fire protection and can patrol their 
own lands.” 
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HE’S TELLING THE WORLD... 


at 





So are we; and just as enthusiastically 
when we are talking about "“NEAR- 
WHITE." 


The dealers who have bought and sold 
this pine for years are the authors of 
all the nice things you hear about 
“NEARWHITE." They have learned 
there is something different about this 
superior soft textured shortleaf. They 
know that either the Common or upper 
grades will be uniform, one shipment 
with another, month after month and 
year after year. They know they can 
guarantee their customer a known qual- 
ity of stock even before the car arrives, 
because the lumber will be dried right, 
machined right, graded right and loaded 
right. It is the one mill's lumber that 
can be sold with confidence and to the 
more exacting customers without fear 


of “kick back." 


If you want Common items for the bet- 
ter class of construction, or for barns, 


garages and other buildings, or if you 
want a pine Finish or Trim which will 
take treatment with all the modern 
enamels and lacquers without showing 
a blemish, you will depend on “NEAR- 
WHITE." 


Retailers and industrials alike rely on the 
service from Sumter and they have 
found that a promise from this mill of 
a shipping date means the car will be 
loaded and shipped on that date. 


Assured quality and service, together 
with a superior virgin shortleaf pine, are 
the outstanding features found in 
“NEARWHITE." 


Dealers of long standing continue buy- 
ing this pine, knowing that they will be 
satisfied because "it satisfies." If you 
have never handled "“NEARWHITE," 
try a car and see if you will not say as 
many dealers before you have said, "it's 
the best car of pine that ever came into 
this yard." 


“SUMTER LUMBER COMPANY, INC. 


ELECTRIC MILLS, MISSISSIPPI 
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Douglas Fir 
Ponderosa Pine 
White Fir 


1; BILLION FEET 
OF CHOICE 
TIMBER 





Alamogordo, New Mexico, offers 
you best values in highest quality 
products in Fir and Pine. Here 
is a modern mill and 41 years’ 
experience serving lumber deal- 
ers. Fir grown at high altitude, 
especially suitable for construc- 
tion work. Box Shooks and Crates. 
We will greatly appreciate your 
inquiries and orders. Why not 
write us today? 








The Southwest Lumber Company, | 
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100% Dealer Distribution 


We solicit business from lumber 
dealers and supply them with all 


SOUTHERN and WESTERN WOODS 


P. M. BARGER LUMBER CO. 


WASHINGTON. Dc. MOQRESVILLE, N. C. 


418 Colorado Bidg. 














Direct Importers of 


BALSA WOOD 


STOCKS IN PORT FOR 
PROMPT SHIPMENT 


F.C. LUTHI & CO., 247 Balter Bite: 
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Raine and Raine, Inc. 
RAINELLE, W. VA. 


Appalachian Hardwoods 
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Heads “University” in Backwoods 


EscanasBa, Micu., May 29.—Charles_ E. 
Good, vice president of the Bay de Noquet Co. 
at nearby Nahma, is going to carry a role 
that few lumbermen have ever filled this sum- 
mer when he takes charge of the Nahma Vaca- 
tion School, Aug. 13-26. Just what the reac- 
tion of the lumberjacks will be to the novel 
educational experiment of setting up a “back- 
woods university” is unknown, but they will 
provide part of the natural atmosphere which 
is expected to delight the visiting writers, ar- 
tists, photographers and 
school teachers. 

The model village of 
the lumber company 
will offer plenty of col- 
or and activity for the 
“students,” who will 





CHARLES E. GOOD, 
Nahma, Mich.; 


“Prexy” of Novel 
School, Aug. 13-26 





take short courses in 
the novel, short story, 
poetry, radio and sce- 
nario writing, drama, 
painting, photo-journal- 
ism and nature photog- 
raphy. 

“We hope to have the sawmill and woods 
camps running full blast so they will see some 
real old-time lumberjacks in action,” said Mr. 
Good. “Not far away from our woods opera- 
tions they will observe how the Forest Service 
and CCC boys are growing trees on cut-over 
lands. There’s plenty of fine scenery for the 
painters and photographers, and fisherman, who 
have been hankering to write about their ex- 
periences with the rod, actually will catch some 
fish while taking the course in outdoors writ- 
ing. 





The faculty has been carefully selected and 
will include such well known persons as: Stew- 
art H. Holbrook, author of “Holy Old Mack- 
inaw,” who will teach non-fiction writing and 
lecture on “Littlke Known Aspects of American 
History”; Wallace Kirkland, Chicago, photog- 
rapher whose pictures appear in national maga- 
zines; Robert Gessner, author of “Massacre,” 
who will return to his home town to give in- 
struction in scenario writing, and Frank Gru- 
ber, Hollywood, writer of detective, western 
and mystery tales, will conduct a class in 
“Writing for the Pulp Magazines.” 

Mr. Good is well qualified for his position as 
“president” of the school. Born in Oconto, he 
has nearly always had the woods around him. 
He graduated from the University of Michigan 
in 1910, and entered the employ of the Oconto 
( Wis.) Co., which he served as manager from 
1915 to 1917. In the latter year, Mr. Good en- 
listed in the U. S. army, 20th engineers. In 
France, he directed extensive logging opera- 
tions, getting out timbers for the building of 
bridges and wharves to hélp troop movements. 
He later joined the 2nd Engineers with the 
2nd (marines) division at the front. For sev- 
eral months after the war, he was in the army 
of occupation in Germany, and later with the 
U. S. Food Commission in Roumania. Mr. 
Good is now a Lieutenant Colonel in the Re- 
serve Corps. 

Returning from overseas in 1919, Mr. Good 
joined the Chicago office of the Oconto Co., 
and remained there until 1933 when he went 
to Nahma to take charge of the Bay de Noquet 
Co., affiliate of Oconto Co. Besides hunting, 
fishing and golfing, Mr. Good has the hobby 
of writing and reciting poetry in the jargon of 
the French-Canadian and Scandinavian lumber- 
jacks, 

The model village of the Bay de Noquet Co. 
is on the shores of Little Bay de Noquet at the 
mouth of Sturgeon river. The Hiawatha Na- 
tional Forest extends northward from Nahma 
to Lake Superior. The company has developed 
the village into a vacation spot whose recre- 
ational facilities will be available to students 
who attend Charlie Good’s “university.” 


Huge Olympic Stands to Be Tapped 


SEATTLE, WASH., May 27.—Formation of the 
Ozette Timber Co., representing the pooling of 
large private timber holdings on the Olympic 
Peninsula in the Lake Ozette district, with no 
par value capital stock, became known here 
this week. The new company will log one of 
the most important great stands of cedar and 
spruce. None of the timber is within boundaries 
of the Olympic national forest. A 22-mile 
private logging railroad soon to be built from 
Lake Pleasant to Lake Ozette will make ac- 
cessible approximately 1,500,000,000 feet of 
timber. Within the scope of the new company’s 
immediate operations will be portions of the 
timber holdings of the Henry & Larson Lumber 
Co., Polson Logging Co., and Milwaukee Land 
Co. These holdings aggregate about 400,000,000 
feet, or about one-fourth of the timber to be 
made available by the new railroad. Company 
heads state that operations will be carefully 
planned so that the huge cut will not glut 
markets. 


Species Available and Products Planned 


Timber in the area is about 70 percent cedar, 
10 percent spruce, and 20 percent hemlock. 
Shingles and cedar siding will be the principal 
products. Spruce will be shipped to both do- 
mestic and export markets; the United Kingdom 
is expected to be the chief consumer of No. 1 
grade for airplanes, and No. 2 grade will be 
used in manufacture of electric refrigerator 
frames and ladder stock; lower grades will he 
used in manufacture of beer, salmon and other 
cases and boxes. Australia and New Zealand 
are expected to take part of the container stock. 


Unfavorable pulp and hemlock log market will 
cause hemlock logging to be delayed until con- 
ditions improve, the company states. 


Transportation for Logs and Products 


The company is considering establishing 
shingle mills at Lake Pleasant. Mill products 
can be transported over connecting railroads to 
Port Townsend, where operators will enjoy a 
terminal rate based on Lake Pleasant, which 
will put them on an equal transportation-cost 
footing with mills in other parts of the State. 
A 12-machine shingle mill will be the first 
manufacturing unit built, according to present 
plans. It is thought that other plants, which 
now are operating in unprofitable districts, may 
move close to the new logging operation. Man- 
ufactured products from the Ozette Timber 
Co. area will be laid down at tidewater at Port 
Townsend, making the last move over the Port 
Townsend and Southern Railway, owned by 
Joshua Green, Seattle banker and capitalist. 
Logs will be dropped at Port Angeles, thence 
rafted to Puget Sound ports. From Port Town- 
send, mill products will be transported by car 
ferry to rail shipping points. 

Directors of the Ozette Timber Co. are Ar- 
nold Polson, general manager Polson Logging 
Co.; T. Jerome, representative Polson Logging 
Co.; G. C. Morrill, vice president Henry & 
Larson Lumber Co.; Thomas M. Green Jr., of 
the Seattle law firnr of Green & Burnett, and 
C. B. Sanderson, general manager Milwaukee 
Land Co. Messrs. Green and Morrill announced 
company’s plans here. 
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Old Eastern Mill Center Now Imports Lumber 


Bancor, ME., May 29.—There was a time when bringing lumber to 
Bangor was like “carrying coals to Newcastle” but that day is long past, 
and a three-masted schooner has arrived here with 240,000 feet of spruce 
boards from Nova Scotia, discharging them upon a wharf where once 
stood the largest sawmill on the Penobscot River. 

The answer to this is that, since the opening of the Panama Canal, 
most of the long !umber used on the Atlantic coast has come from 
Oregon and Washington—Douglas fir, brought in steamer cargoes rang- 
ing from 1,000,000 to 3,000,000 feet, which can be laid down at eastern 
ports at less than it would cost to produce Maine’s tougher but smaller 
spruce and pine. 

Much short lumber—shingles, clapboards and pickets,—is still sawed 
in Maine, and the recent revival of building in New England has pro- 
vided a market for considerable long lumber, so that one Aroostook 
County firm finds it profitable to saw 34,000,000 feet of spruce and pine 
this year for all-rail shipment to Boston and other cities. 

But as a lumber center, Bangor, which once led the world, is done. 
Lumbering on a big scale no longer is profitable on the Penobscot. Pulp 
and paper have taken lumber’s place, and Bangor has turned to other 
things, being now a railroad center and the marketing and banking 
headquarters of eastern and northern Maine. 





Nail Checks on Durability of Timbers 


San Francisco, Cauir., May 27.—Combined Metals Reduction Co., 
Bauer, Utah, and Pioche, Nev., a consistent user of Port Orford cedar 
for tunnel and shaft timbers, recently adopted the system used by rail- 
roads, and is now identifying each timber as it is placed by marking it 
with a zinc nail. Through the zinc nail, a check on length of the life 
of the timber is obtained when it has to be replaced. The company also 
uses Port Orford cedar for lagging behind shaft and tunnel timbers. 





Describing a Northern Summer Resort 


An attractive booklet, describing the advantages of Grand Island, 
Mich., as a summer resort, has just been issued. As is well known to 
many lumbermen who have enjoyed visits to Hotel Williams on Grand 
Island, this resort is owned and operated by the Cleveland-Cliffs Iron Co. 
under the general supervision of John M. Bush, land agent for that 
company at Negaunee, Mich. This little booklet is profusely illustrated 
with pictures of Hotel Williams, the cottages and scenes of interest 
on the Island, situated on Lake Superior, just opposite Munising, Mich. 
This is an ideal spot for rest and recreation, and the booklet extends this 
invitation: “We invite you to come here to rest, to fish, play tennis, 
ride horseback, go boating or bathing, to hike over our island trails, or 
to enter the general vacation life of the mainland and come back here 
to be refreshed.” One of the attractions of Grand Island to disciples of 
Izaak Walton is the excellent fishing provided in the lakes on the Island. 





Wisconsin Dealers See Factory-Fabricated Panels 


GREEN Bay, Wis., May 23.—More than fifty retail lumbermen, archi- 
tects, contractors and others engaged in the building industry in this 
city and surrounding towns, were guests of the Harnischfeger Corp., 
of Milwaukee, last evening at a dinner followed by a demonstration of 
that firm’s recently developed steel and wood panels for house and 
apartment building construction. Arthur Remmel, works manager of 
the company’s housing division, introduced Walter Harnischfeger, presi- 
dent of the corporation, who described the panels briefly and stated the 
policy of the company was to distribute through lumber and building 
material dealers. 

Following Mr. Harnischfeger’s remarks, an erection crew set up a 
7x10-foot room, using the various types of panel being manufactured. 
The work was done in 34 minutes by an unrehearsed crew making no 
special effort to work against time. Roy Brent, chief engineer, then 
answered questions for more than an hour, then it was announced 
that the Green Bay Planing Mill has been appointed distributor of the 
panels in this locality. It was pointed out that they are available to all 
lumber dealers. After the adjournment of the meeting, the construction 
was examined by those present, and Mr. Brent was kept busy for an- 
other hour asking questions. 





California Assembly Votes Trade, Labor Code 


SACRAMENTO, CALIF., May 27.—The socalled “little NRA” bill, sub- 
mitted by Assemblyman Cecil R. King, Los Angeles. was passed by the 
assembly by a vote of 49 to 7. It provides for the adoption of new 
codes of fair competition and trade practices. Stating that an industrial 
emergency exists, the measure would permit the governor to set up 
codes and establish trade. areas and prescribe wages and minimum hours. 
The author explained that if a third of those engaged in an industry 
or trade were opposed to the plan, the code would not be operative. 
The bill further provides for the recognition of the ight of employees 
to organize and bargain collectively. 














Felled Mahogany (Ivory Coast) 


Plywood Manufacturers! 


Cigar Box Manufacturers! 


Demand and Use OKOUME 
From the French African Colonies. 


Okoumé is a pale salmon pink wood of fibrous but very 
homogeneous texture, without alternating hard veins and 
softer parts. 


Its specific gravity is of about 38 lbs. per cubic foot in 
the green state; its shrinkage is very small, both tangenti- 
ally and radially; the sapwood is narrow and hardly dis- 
tinct from the heartwood. 


It is one of the very few woods that can be peeled in 
thicknesses ranging from 1/128th to 1/6th of an inch and, 
when put through the dryer, present perfectly smooth sur- 
faces free from any cracks or splits. 


Moreover, it can very readily be glued. 


Okoumé is imported in fully cylindrical logs 12 feet to 
36 feet in length and 30 inches and more in diameter. The 
European countries already consume 400,000 tons yearly 
and seek this species for the manufacture of cigar boxes 
and all kinds of plywood either intended to be used as it is 
(wood visible) or covered, by gluing, with veneers of 
figured species, for cabinet-work and decoration.* 


For further particulars and for samples apply either to 
the American importers, or preferably to the Comité 
National des Bois Coloniaux, 16, Rue de la Paix, Paris 
(Information can be supplied by that same Committee 
respecting all French colonial timbers for cabinet-work, 
which are liable to be of interest to the American trade). 


Specimens of Okoumé, mahogany, and various French 
colonial woods are, furthermore, to be seen at the New 
York World’s Fair (Palace of France and Her Overseas 
Empire). 





*That from Libreville is mostly recommended for cigar boxes, while that from 
Port Gentil often yields the finer plywoods. 
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"The Very Best * 
of Zimmerman 
Long Leaf 
goes into 
Bentley 
Timbers and 

= Dimension! 


Only the CREAM of the Long Leaf log is good 
enough for our Timbers and Dimension. That's 
why this is extra value lumber, tough, strong, 
straight and upstanding. “Its quality is en- 
hanced by scientific seasoning and pains- 
taking manufacture. Lignasan-treated, to 
prevent stain and discoloration. Let this 
super-Long Leaf help you win trade and 




















profit. Straight or Mxed Cars. Write us 
today. 
J. A. BENTLEY LUMBER CO. 


ZIMMERMAN, LA. 
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LUMBER ILUMBER CO. Inc. Tite 
ELIZABETH, LOUISIANA 





YELLOW PINE 


Timbers, chemically treated to 
prevent stain. 








Eased Edge Dimension 


Complete line of kiln dried 
Yard and Shed Stock 





CHAPMAN & DEWEY 
LUMBER COMPANY 


* Memphis, Tenn. * 


Manufacturers of high grade 


OAK FLOORING 


AND 


HARDWOOD LUMBER 


from famous St. Francis Basin 


Wire for quotations. 
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Here’s What's New 


Clothes Closet Equipment Catalog 
Available to Dealers 


A new 16-page, file-size catalog has just been 
issued by Knape & Vogt Mfg. Co., Grand Rap- 
ids, Mich., maker of K-Venience clothes closet 
fixtures. The designation of the new booklet 
is catalog 339. Illustrations of all the items 
manufactured by the company for the complete 
equipment of clothes closets together with list 
prices in both nickel and chrome are included. 
The outside of the back cover is devoted to 
tabulated data having to do with the area, 
cubage and proportions of clothes closets as an 
aid to draftsmen and others planning floor lay- 
outs in houses, and should be particularly help- 
ful to lumber dealers who prepare house plans 
for customers. Eight drawings showing de- 
signs for different conditions and spaces are 
shown. In addition to drawings of the items of 
equipment there are several views of typical 
clothes closets showing the application of 
K-Venience equipment. Copies of the catalog 
will be sent to dealers who request it. 


Booklet Describes Use and Proper- 
ties of Structural Insulation 


The Celotex Corp., 919 N. Michigan Ave., 
Chicago, has just issued a new booklet, de- 
scribing Thermax structural insulation, a fire- 
resistive interior finish, possessing structural 
strength, decorative qualities, insulation value, 
and sound quieting properties. Twelve pages 
are devoted to explaining the many ways in 
which Thermax may be used. Sound quieting 
thermal properties are described fully, and a 
table of noise reduction coefficients is given, 
in addition to a table showing the result of 
tests of the material’s light reflection factors. 
Diagrams of various types of construction de- 
tails and illustrations of outstanding installa- 
tions are placed throughout the folder. It is 
available, without cost, upon request to the 
manufacturer. 


Tidewater Red Cypress Windows 
Described in New Folder 


The Southern Cypress Manufacturers Asso- 
ciation, Barnett National Bank Bldg., Jackson- 
ville, Fla., has just issued a detailed 38- 
page booklet, dealing with Tidewater Red Cy- 
press windows. The booklet, prepared by Ben 
R. Ellis, secretary-manager of the association, 
gives exhaustive treatment of the advantages 
of cypress windows, service life, maintenance, 
efficiency, fire safety, and cost. General instruc- 
tions are also included for painting Tidewater 
Red Cypress. A copy of the booklet may be 
obtained on request to the association. There 
is no obligation. 


Booklet Reveals Development and 
Use of Aluminum House Paint 


The Aluminum Co. of America, Pittsburgh, 
Pa., has just issued a new booklet “15 Years 
Behind the Brush,” which relates the story be- 
hind the development and use of Aluminum 
house paint. The booklet graphically illustrates 
the use of aluminum house paint as a primer to 
retain appearance, lengthen the time between 
repainting, increase durability of topcoats and 
retard wood weathering. According to the 
manufacturer, topcoats over Aluminum house 
paint wear away uniformly, providing even 
protection and reducing repainting cost. Com- 
plete directions are given for the use af Al- 
uminum house paint. The booklet also con- 
tains a list of the company’s national-wide sales 
offices. Dealers may secure a copy without 
obligation by writing to the company. 





Catalog Issued on Factory-Fitted 
Douglas Fir Doors 


The Fir Door Institute, Tacoma Bldg., Ta- 
coma, Wash., now has ready for distribution 
its catalog on Tru-Fit Douglas fir entrance 
doors. The doors, shown and described in the 
catalog, are factory-fitted, scuff-stripped, pre- 
cision-made to exact size, individually-packaged, 
and made from selected Fir Door Institute 
A-grade stock. This stock is all heartwood, 
vertical grain, soft, old-growth Douglas fir. 
Sticking and panel details are shown as well 
as the designs and specifications for twenty- 
seven different doors. Dealers may obtain a 
copy of the catalog without obligation by writ- 
ing to the Institute. 


Publication Shows Use of 
Lead and Oil Paint 


Lead Industries Association, 420 Lexington 
Ave., New York, N. Y., in the May issue of 
its publication, “Lead,” offers graphic evidence 
of the value of pure white lead and oil for paint- 
ing homes and farm buildings. A wide geo- 
graphic and climatic range of weathering condi- 
tions is illustrated with views of homes painted 
with pure white lead and oil at Ponte Vedra 
Beach, Fla., farm buildings at Jefferson, Ia., and 
a New England home at Stamford, Conn. The 
use of lead for flashing, paint, and plumbing 
is also illustrated and described. A copy of the 
publication may be obtained without obliga- 
tion from the association. 


Precision-Built Construction 
Explained in 275-Page Book 


“To-Morrow’s Homes” is the name of a new 
book by F. Vaux Wilson, Jr., issued recently 
by the Homasote Co., Trenton, N. J., manutac- 
turer of Homasote and originator of Preci- 
sion-Built Construction. The book, in loose- 
leaf form with an attractive stiff board cover, 
contains approximately 275 pages of text mat- 
ter, tables, photographs and detail drawings 
covering every phase of plan, design, fabrica- 
tion and erection for Precision-Built homes, 





and includes estimating data based on the Bemis 
module system. Aside from being a complete, 
detailed exposition of Precision-Built Construc- 
tion, the book is an unusually clear treatise on 
planning, selling and building homes. Among 
the subjects discussed and illustrated fully are 
the housing problem, the Bemis cubicle module, 
merchandising houses, retail selling, simplified 
method of estimating, and the Precision-Built 
plan sub-headed under design, operation, shop 
fabrication, field erection, interior finish, serv- 
ices and accessories. Shop fabrication and mer- 
chandising of Precision-Built construction are 
being placed in the hands of retail lumber and 
material dealers. 
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Screen Wire Cloth Manufacturer 
Offers Three Selling Helps 


Wickwire Brothers, Cortland, N. Y., manu- 
facturer of screen wire cloth, is now offering 
a set of three selling helps for its products 
consisting of an actual sample book, surface 
tables and retail sales price book, and a screen 
cloth folder. Various Cortland products include 
the following types of screen wire cloth: Dull 
finish galvanized—electro-zinc coated and heav- 
ily enameled; a low priced cloth made from 
open hearth copper-bearing steel; an extra 





heavy type of superior strength, especially 
suited for doors and other hard usage; bronze 
wire cloth, made of special alloy, 90 percent 
copper and 10 percent zinc. Rugged protective 
cartons in which all Cortland screen cloth is 
packaged, facilitate easy handling and provide 
attractive display value. Dealers may ob- 
tain complete information about Cortland prod- 
ucts and the three valuable selling helps with- 
out obligation from the manufacturer. 


Catalog Presents Company's Com- 
plete Line of Frames 


The Malta Manufacturing Co., Malta, Ohio, 
manufacturer of Malta Supreme frames for 
waterproof windows and doors, has just an- 
nounced its catalog No. Ai, which presents the 
company’s complete line in convenient form for 
ready reference and assistance when ordering 
frames. The “Topco” is Malta’s latest im- 
provement in window construction wherever 
narrow trim is used. The new frame has an 
overhead pulley resting on top of the head 
jamb directly over the pulley stile, extending 
down through the head jamb and held in place 
by face plate and one screw. The pulley is in 
exact position when the front plate contacts the 
pulley stile. Longer flat or round weights, 
stock sash or any type weatherstripping can 
be used. To fully demonstrate the advantages 
of the frame, “scaled” models have been made 
up for the use of dealers who stock the Malta 
line. A copy of the catalog will be sent free 
on request to the company. 


Folder Describes Manufacture and 
Properties of Gutter 


The Milcor Steel Co., Milwaukee, Wis., has 
just issued a folder picturing and describing 
a few of the salient features of Kuehn’s half 
round gutter. According to the manufacturer, 
this gutter fulfills all requirements of modern 
building, in that it is adaptable to structural 
needs and has the ability to stand up under 
extreme and varied weather conditions, Stream- 
lined flutings, hemmed inner edge and pre- 
cision manufacture, as well as other features, 
contribute to the- strength and beauty of the 
product. It may be used with all types of 
hangers. A copy of the folder may be obtained 
without obligation from the manufacturer. 


Copper Essential Part of New 
Protective Product 


The Angier Corporation, Framingham, Mass., 
has just issued a folder containing illustrations 
of twenty uses and, diagrams of “Copperskin” 
for damp-, water-, and insect-proofing; flash- 
ing, drop pans, and vapor-sealing, as well as 
protecting insulation on commercial buildings, 
residences and public works. Copperskin is 
composed of one or more layers of “Brown- 
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skin” building paper, bonded with asphalt to a 
continuous layer of electro sheet copper. It is 
easily soldered and may be shaped by hand 
on the job. According to the company, it of- 
fers protection for foundations, spandrel work, 
and sub-grade floorings, as well as for sills, 
built up roofs, parapets and other concealed 
construction requiring water-proofing. A copy 
of the folder may be obtained by writing to 
Dept. A of the manufacturer. There is no 
obligation. 


Bulletin Offers Information on 
Methods of Lumber Seasoning 


The Moore Dry Kiln Co., Jacksonville, Fla., 
oldest and largest manufacturer of dry kilns 
and veneer doors, has just issued its latest 
bulletin “Moore Facts” No. 3904. Moore sales 
and service engineers, who directly con- 
tact and have first-hand knowledge of the prac- 
tical side of lumber seasoning, contribute the 
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information found in each issue of “Moore 
Facts.” The issue, now available, tells how 
seasoning problems are handled in the States 
east of the Rocky Mountains. Operators with 
lumber drying problems are invited to request 
the assistance of the company, which places 
its experience and facilities at their service. A 
copy of the bulletin may be obtained without 
obligation from the company. 


Buyer of Odd Lots Not Respon- 


sible for Severance Tax 


New Or.eans, La., May 29.—When timber 
is bought in odd lots, not under contract, the 
collection of severance tax is the responsibility 
of the State, and not that of the lumber com- 
pany, according to a decision of the Louisiana 
supreme court in a decision freeing the J. W. 
Jefferies Lumber Co. from efforts to enforce 
collection of $931.26. 








ESSCO Southern Pine 





You can be SURE of pleasing your custoners when 
you supply them with ESSCO Precision Lumber. 
Cut from virgin timber, it has every quality feature 
that modern milling can give. Remember, there’s 
an ESSCO product for every lumber need. Let us 
show you how well we can serve you. 


ESSCO Klamath Soft Pine 
ESSCO Oak Flooring ESSCO West Coast Woods 





EXCHANGE SAWMILLS SALES Co. 
1111 R. A. Long Building, 


ESSCO Hardwoods 


KANSAS CITY, MO. 











URRUS 


LUMBER CO., Beaumont, Texas 


Southem PINE 





Here's choice Southern Pine so 
goed and dependable you can 
ck it 100%. Trade-marked., 
grade-marked jumber that takes 
all the guessing out of buying. 
Here are ample timber re- 
dern manufacturing 

facilities and plenty of stock on 
hand. The Burrus mills, with im- 
provements, enlargements. preci- 
sion machines and other up-to- 





date equipment. now can serve 
ou better than ever. All lum- 
er produced under grading 
rules of Southern Pine Associa- 
tion. Properly seasoned in mod- 
ern kilns. Moisture content guar- 
anteed. Depend on us for all 
your needs in Southern Pine. 


Send your orders to Burrus Lum- 
ber Co., Beaumont, Texas. 
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We do not make the Most 
Oak Flooring, but we Do 
make the BEST 





OAK FLOORING 


CAREFULLY SELECTED LUMBER-- 
--PROPERLY KILN DRIED-- 
--PRECISION MACHINED -- 


INSURES BEAUTY, FINISH AND 
UTILITY 


W. R. WRAPE STAVE COMPANY 


Post Office Box 182 
LITTLE ROCK, ARKANSAS 


Dugmuna fect” 
F 





AND BIRCH 
LOORIN G 


Our new flooring plant is equipped 
with the most improved type machines. 
You'll appreciate the better manufacture 
and superior quality of WELLS Flooring. 
Try a car now at low prices. 


IWWELLS 


LUMBER COMPANY 


MAN VFA TYRE R SS 
MENOMINEE a” ~ MICHIGAN. J 








Lumber Company, 
Manufacturers of 
“BILTMORE” 
FLOORING 

“BILTMORE” 
HARD WOODS 
Plain and - 
cored “Onk  Sett 
Yellow Poplar— 
Basswood, Chest- 
aut, etc. 

Pisgah Forest, N.C. 





OF THE LOOP 
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Only "U. S."" West Coast Lum- 
ber for Federal Use 


SEATTLE, WAsH., May 27.—Success for the 
West Coast lumber industry in its effort to 
have the provisions of the Domestic Origins 
Act effectively applied to lumber used in Fed- 
eral construction has been announced by the 
West Coast Lumbermen’s Association, here. 
The Treasury Department has ordered that 
every invitation issued by State procurement 
officers to bid on Government requirements 
for lumber shall stipulate that grade-marked 
lumber contain the phrase, “Made in USA,” in 
the grade-mark. The order also requires that 
all lumber purchased on certificate of inspection 
from any industrial inspection agency or in- 
spector in Government service shall have in- 
cluded a certification that the lumber is “Made 
in USA” or an equivalent identification of do- 
mestic origin. 

“The Treasury Department order _ refers 
specifically to Douglas fir, West Coast hemlock, 
Western red cedar, and spruce lumber,” the 
association said. “The manufacture and trans- 
portation of these woods are the mainstay of 
pay rolls and business activity in the Pacific 
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July, 1938. The company will occupy its orig- 
inal office space at 1118 American National 
Bank Building in Beaumont. The personnel 
will remain the same, and the agency will con- 
tinue to handle the hardwood lumber produc- 
tion of Peavy-Moore Lumber Co. (Inc.), with 
mills at Deweyville, Tex.; Southern Pine Lum- 
ber Co., Diboll, Tex., and Temple Lumber Co., 
Pineland, Tex. For prompt attention after June 
1, all inquiries for hardwood lumber should be 
addressed to Peavy-Temple Hardwood Agency, 
Beaumont, Tex. Inasmuch as all of the mills 
the agency represents are located within two 
hours’ driving time from Beaumont, Mr. Bass 
feels that maintaining his offices in that city 
will greatly expedite his service to the trade. 





B&L Announces First National 
Study Class 


A. J. Bromfield, Denver, president Amer- 
ican Savings & Loan Institute, announces that 
a Graduate Summer School for executives in 
the $6,000,000,000 thrift and home financing 
business will be held at Northwestern Univer- 
sity Aug. 7-21. Faculty will consist of Dr. 





THE BUSINESS MAN'S PRAYER 


Oh Lord, I acknowledge Thy existence and the existence of a lot of other 
things, less godly, which I can overcome only with Thy help and the help 
of my own backbone. I fully realize that on all hands are invisible forces, 
which seek my destruction, and that, if | am to come through unscathed, 
I must fight every inch of the way. 


Give me strength to lightly bear my burden of living, and to smile till my 
burden becomes a joy, for verily this is the secret of all earthly gladness. 





and one-hundred cents one dollar. 


whom I have brought pain. 


belong. 


skirts. 


in their play. 





Teach me that sixty minutes make one hour, sixteen ounces one pound, 


Help me to live so that I can lie down at night with a clear conscience, 
without a gun under my pillow, and unhaunted by the faces of those to 


Grant, I beseech Thee, that I may earn my meal ticket on the square, 
and in the doing thereof that I may not stick the gaff where it does not 


Deafen me to the jingle of tainted money and the rustle of unholy 


Blind me to the faults of the other fellow, but reveal to me mine own. 

Guide me so that each night when I look across the dinner table at the 
wife, who has been to me a blessing, I will have nothing to conceal. 

Keep me young enough to laugh with my children and to lose myself 


And then when there comes the smell of flowers, the tread of soft steps, 
and the crunching of the hearse’s wheels in the gravel out in front of my 
place, make the ceremony short and the epitaph simple—“Here Lies a 
Man.”—Homer McKee in The Friendly Advertiser. 








Northwest. They face extensive foreign com- 
petition in American lumber-consuming centers. 
West Coast lumber has suffered loss in domes- 
tic markets as well as in exports because foreign 
Douglas fir, West Coast hemlock, Western red 
cedar and spruce are produced and shipped at 
much lower costs than ours.” 





Renames Hardwood Agency 
and Moves Offices Nearer Mills 


TEXARKANA, TEx., May 29.—Announcement 
has been made that the name of the Southern 
Pine-Peavy-Moore Hardwood Sales Agency, 
has been changd to Peavy-Temple Hardwood 
Agency. Believing that the trade can be better 
served by keeping in closer personal touch with 
the mills, Percy Bass, manager of the agency, 
has announced that, effective June 1, the office 
will be returned to Beaumont, Tex., where 
it was located prior to moving to Texarkana in 


Henry E. Hoagland, Ohio State University 
professor and former member of the Federal 
Home Loan Bank Board; Horace Russell, Chi- 
cago, general counsel for the United States 
Building and Loan League; C. W. Grove, 
Cleveland, president of the Second Federal 
Savings and Loan Association there; Ralph H. 
Richards, president Federal Home Loan Bank 
of Pittsburgh; Morton Bodfish, executive vice 
president of the United States Building & Loan 
League; C. J. Burns, accounting consultant for 
the League; and John W. Ladd, manager 
League’s advertising and business development 
division. Fred D. Fagg, Jr., dean of the School 
of Commerce of Northwestern University, will 
address the banquet Aug. 19. Holding of the 
school sets a precedent in the savings and loan 
field, since the Institute has hitherto confined 
its activities to sponsoring night schools in the 
separate towns in which these associations oper- 
ate, and to holding an annual conference. 
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Model Home Has "Upward 
Acting" Doors at Entrance 


New York, N. Y., May 29.—Those who 
would like to see the very latest in architectural 
design for modern homes, built with the new- 
est type of materials and equipped with the 
most modern facilities, should visit the Town of 
Model 
2730 “Swing- 


Tomorrow, here at the World’s Fair. 
House No. 21 has Stanley No. 





Model house at the New York World's Fair which 
has "swing-up" garage doors as a part of the 
main entrance 


Up” garage doors, a product of The Stanley 
Works, New Britain, Conn. The upward act- 
ing doors open and close quickly and are a 
part of the main entrance to the house. 





Grays Harbor Pioneer Is 86 


HoguiaM, WASH., May 27.—With his spirit 
undimmed by over four score years, Alex Pol- 
son, Grays Harbor lumberman, observed his 
86th birthday, May 24. He has been ill for 
some time, but sat up on his birthday. Friends 
sent him a large cake, and many flowers and 
other greetings. 

Mr. Polson came to Grays Harbor in 1882, 
and is credited with being the first operator in 
this territory to use the long cross-cut saw in 
logging. Prior to his use of the saw and 
wedges, timber was felled by axemen. Mr. 
Polson and his late brother, Robert, built up 
one of the nation’s largest logging companies. 
He was connected with logging operations by 
which the timber for building the Northern 
Pacific railroad across the Cascade mountains 
was obtained. At one time he was a member 
of the upper house of the Washington legisla- 
ture. 





Pacific Coastwise Rates to Be 
Investigated by U. S. M. C. 


San Francisco, CAuir., May 27.—The U. S. 
Maritime Commission suspended until Sept. 22 
proposed reductions in coastwise lumber rates 
which were to have become effective May 22, 
and ordered hearing here June 16 on lawfulness 
of certain practices of coastwise lumber carriers. 
The lumber rate reduction would have been 
from $6 to $5.50 per one thousand feet, board 
measure, and corresponding reductions on other 
forest products between North Pacific and Cali- 
fornia ports. The reduced rates were proposed 
by the McCormick Steamship Co., as an inde- 
pendent action described as necessary by the 
company when members of the lumber carriers 
groups started the practice of chartering their 
vessels to lumber producers at rates which re- 
sulted in total charges lower than rates filed 
under Section 18 of the Shipping Act, 1916, as 
amended, which governs the trade. 

The hearing will investigate the lawfulness 
under the Shipping Act of 1916, as amended, of 
chartering and charter arrangements, practices, 
rules and regulations, charges and rates, of 
twenty-eight carriers engaged in interstate 
transportation of lumber and other commodities 
between Pacific Coast ports, according to in- 
formation received here. A Maritime Commis- 
sion report stated that “during the past several 
weeks it has become apparent to the commission 
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that controversies between carriers involved in 
the investigation threatened the stability of the 
trade.” Controversies, said the commission, 
were centered around the chartering of vessels 
for full cargoes of southbound lumber. The 
hearing was instituted on the commission’s own 
motion. 





Manufacturer Invites Dealers to 
Visit Rochester, N. Y. 


RocHEster, N. Y., May 29.—The Pullman 
Mfg. Corp., 1190 University Ave., here, manu- 
facturer of unit sash balances, through the me- 
dium of an attractively designed folder is invit- 
ing those retail lumber dealers who attend the 
New York World’s Fair to pay a visit to the 
company’s plant. Rochester is the central point 
of one of the country’s most scenic sections. 
Ninety miles to the west is Niagara Falls, forty 


7I 


miles to the south are the Finger Lakes, and 
150 miles to the northeast are the Thousand 
Islands and the Adirondack Mountains. Ro- 
chester itself is located on the Genesee River at 
the point where it empties into Lake Ontario. 

The Pullman booklet contains pictures of the 
corporation’s executive officers, its modern day- 
light plant, and illustrations of the new Pullman 
adjustable balances. A map shows the principal 
points of interest around Rochester and space 
is devoted to a summary of the World’s Fair 
and its exhibitors. Dealers planning to attend 
the Fair may obtain a copy of the booklet with- 
out obligation, according to Herbert G. Wil- 
liams, Pullman’s president. 





In Arizona, Colorado, Idaho, Montana, Utah 
and Wyoming, 94 independent retail lumber 
dealers had a 1937 sales volume of $7,540,000, 
an increase of 43.9 percent over their 1935 
sales of $5,239,000. 





More Efficient Stain Control 
under ADVERSE CONDITIONS 





* Keep your air-dried stocks bright and avoid costly degrade by dipping 
fresh cut lumber with New Improved LIGNASAN. 


The big “plus” of this excellent anti-stain chemical is its greater persistence 
of effectiveness under adverse seasoning conditions. This assures greater pro- 
tection in the critical part of the drying period. 


Then too — New Improved LIGNASAN is economical... only one pound 
will make fifty gallons of dipping solution. It is easy to use as it mixes easily 


and quickly with hot or cold water. 


It will pay you to try New Improved LIGNASAN. Send in 
the coupon or write for further information — no obligation. 


~ 


Grasselli Chemicals Department 
Wilmington, Delaware 


Name 


REG. U.S. PAT.OFF 


E. I. DU PONT DE NEMOURS & CO., INC. 


Send further information about New Improved LIGNASAN. 





Address City 


State 
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NATIONAL PRODUCTION, SHIPMENTS and ORDERS 


Wasuineton, D. C., May 29.—Following is the National Lumber Manufacturers’ Association’s report for two weeks’ ended May 20, and for 20 
weeks ended that date, covering mills whose statistics for both 1939 and 1938 are available, and percentage comparison with statistics of identical 
mills for the corresponding period of 1938. 















































Av. No. Production Peseent Shipments Percent -Orders Pereent 
TWO WEEKS: Mills 1939 1938 1939 of 1938 1939 of 1938 
Softweoods: 
DD ceceecctcevcescadeesesesessees ERD 68,416,000 108 68,399,000 112 65,850,000 115 
PE chara geaerecnerenseederve ceeecesce 143 195,563,000 127 199,467,000 118 210,722,000 131 
- Sr TerTerrerr 113 161,436,000 133 135,686,000 117 136,073,000 115 
California Redwood .............. ree 13 14,360,000 114 13,572,000 92 15,296,000 109 
eo ceciecedobeseeentnwesedes ° 10 5,447, 000 126 5,375,000 133 5,257,000 134 
Northern Pine ....... Coecccccccccecccece cove 10 5,772,000 146 4,416,000 135 4,799,000 166 
PRGEGRETT TEOUNIOON oc cccccccccccvscoccesecces 18 4,110,000 126 5,559,000 176 3,727,000 1238 
Total Softwoods .......... ENS inns O01 455,104,000 126 432,474,000 117 441,724,000 123 
Hardwoods: 
Southern Hardwoods ............. Kuteeeueae - t73 9,740,000 136 11,280,000 130 11,650,000 143 
Northern Hardwoods ........... ghedenns eeeee 18 2,335,000 50 4,192,000 198 3,444,000 275 
Total Hardwoods .........-. cecccccccece coes 91 12,075,000 102 15,472,000 143 15,094,000 161 
UE GMOOD coveccocoscesecovesees eeecece 510 467,179,000 125 447,946,000 118 456,818,000 124 
Oak Flooring Coc rcreccccccccececececceees 65 14,958,000 110 15,412,000 128 14,838,000 115 
Pn canecsecasaseaesesvdevnnnsece 15 1,867,000 105 2,364,000 136 2,522,000 179 
TWENTY WEEKS: 
Softwoods: 
Pe tvekasewcesscvteeneceseeceeoss ° 130 643,596,000 105 640,562,000 105 658,982,000 109 
PGS GEE ccccccocesevess C068 Ob CORE SECS TOS 143 1,792,569,000 121 1,825,520,000 116 1,863,110,000 120 
DE AE cn é.ncceceseeeeeeunececveesseees 116 1,007,697,000 132 1,218,510,000 111 1,179,308,000 106 
California Redwood ...... S$eeceseeeneceneees 13 135,811,000 119 140,823,000 108 146,589,000 108 
i Se vo cesenadeencetccss eeesees 10 55,037,000 107 50,076,000 105 45,236,000 115 
ES SD. haben es 66.6400065. 6% 645 t0rene ene 10 14,802,000 85 37,907,000 121 40,977,000 127 
POOP EONED GUE ccccctcscccececcesooeeess 18 28,689,000 110 32,958,000 155 33,088,000 131 
CSOD Si esvedevocsccctcsoneesses 440 3,678,201,000 120 3,946,356,000 113 3,967,290,000 118 
Hardwoods: 
PE SEO 6 ove cctkvcccewsecesconns 771 91,143,000 105 119,983,000 137 119,792,000 139 
SOUPS MPO cccceccereeeccceteccses 18 50,173,000 68 39,244,000 154 36,068,000 154 
ED ic tccchvateccemenesenenws 89 141,316,000 88 159,227,000 141 155,860,000 142 “rT 
EE ceeveheennscawasencovenere -- 511 3,819,517,000 118 4,105,583,000 113 4,123,150,000 114 
CE PEE neessedicrsdeserccesvereversse e 65 133,573,000 107 135,978,000 108 138,992,000 105 
Ce SE © vicdcsaneseneeesedaweeenede 14 18,296,000 114 20,082,000 119 21,031,000 12: 
TUnits of production. “T 
- - — es _ r 
Southern Pine Statistics Western Pine Summary West Coast Review : 
—s —_ » Assumes : 3 [Special radiogram to AMERICAN LUMBERMAN] 
eapettel telegram te Amenecan Cowmennan) PortLanp, Ore., May 27.—The Western Pine ; pared 
New Oreans, La., May 31.—Following is a Association reports as follows on operation of . ae Mebane 7 nog West = 
summary of reports from southern pine mills identical Inland Empire and California mills cot 5 oe. Seen sation weno 
es during the two weeks ended May 20. production, shipments and orders during the 
for two weeks ended May 27: : two weeks ended May 27, reported: 
a - . ° niin, a Report of an average 113 mills: 
Average weekly number of mills, 122; Production 197,157,000 
Units, 108 May 20-1959) -  Macai1938 Shipments 213;847,000 8.47% over production 
Total for ' : : Orders 206,245,000 4.61% over production 
Two Weeks Production ...... 161,436,000 120,970,000 
Three-year average production*... 66,682,000 anagem aa cite Hyttygte aeheae ace A group of 143 mills, whose production re- a 
Astual production .......scscccess 64,395,000 ; abe <a hg ports for 1939 to date are complete, reported 
Ee ear 66,208,000 Report of an average of 116 mills: as follows: " 
Orders received ...............005- ,172,000 ; ; 
re See yaad May 20, 1939 May 21,1938 average weekly cut for twenty-one weeks: Pa 
Number of mills, 116; Units,¢ 105 Unfilled orders ..._ 187,625,000 155,082,000 BD seuss ceslaicakutevenseuhats 90,100,000 pe 
On May 13, 1939 Gross stocks ....1,518,589,000 1,535,434,000 1938 73,981,000 lu i 
ate te eng OC ee ee =— I «trae tnn nee nace sn nee essen ee ,981, 
- . : Av t for two weeks ended un 
Unfilled orders ...........4.e0-e0- 73,951,000 Report of 116 identleat mills: 1g grelleadbavenlcnvcnnteeman te ro 
OE IN 0 diss ata ares Wipe tate ed ale 429,491,000 —— for — ‘ P ‘ h Pde F br 
*Octob 935 Octob 38. ; group of 143 mills, whose production tor 1" 
ee : seg sags - _ 1 Production ...... 1,025,914,000 | 778,767,000 the two weeks ended May 27 was 197,157,000 2 
Init is 309, eet of “3-year average” ipments .......1,244,486, ,071, AR : é 
production. WM cossrcccck 1/208;805,000 1/132'715,000 ‘feet, reported distribution as follows : Unaiea the 
Shipments Orders Ord Lu 
| are 86,411,000 83,775,000 98, 693, 000 offi 
Domestic tha 
cargo... 92,106,000 80,953,000 155,372,000 th 
e = Export ... yte ee Hy tiyes 74,044,000 1a 
EOGEE cees 538, x ae  oteens so 
Relation of Unfilled Orders to Stocks : . 
213,847,000 206,245,000 328,109,000 we 
WasHIncTon, D. C., May _29.—Following is statement of nine groups of identical mills and A group of 143 identical mills, whose reports elsi 
two groups of hardwood flooring plants of unfilled orders and gross stock footage on May 20: of production, shipments and orders are com- 
No. of Unfilled Orders Gross Stocks plete for 1938 and 1939 to date, reported as " 
Softwoods— Mills 1939 1938 1939 1938 follows: firs 
Pe trccrnsesedeoe eeu 126 79,986,000 56,564,000 546,272,000 589,672,000 Aver. for 2 dur 
West Coast .............. ° 143 336,612,000 248,753,000 924,139,000 — 949,554,000 wks. ended Aver. for 21 wks. ended the 
Western Pine ....... 116 187,625,000 155.082,000 1,518,589,000 1,535,434,000 May 27, May 27, May 28, | 
California Redwood . 13 32,354,000 31,747,000  °295,298,000  '293,534,000 1939 1939 1938 rat 
Southern Cypress ..........eee0% 10 6,191,000 4,699,000 202,649,000 188,172,000 Production 98,579,000 90,100,000 73,981,000 Cle 
POOUCMOND PUNO ccccccccces eocece e 10 8,237,000 5,476,000 130,322,000 151,629,000 Shipments 106,924,000 92,123,000 78,344,000 Th 
Northern Hemlock® ............. 15 11,244,000 10,340,000 110,592,000 115,666,000 Orders 103,123,000 93,375,000 77,589,000 up 
Total Softwoods ...... beonaes 433 662,249,000 512,661,000 3,727,861,000 3,823,661,000 e7 
. ° . " oak 
Southern Hardwoods ........ ..+ 473 33,250,000 33,849,000 229,788,000 259,105,000 +~——Nimety-five retail lumber yard chains re 7 
Northern Hardwoods® ,.......... 16 13,899,000 14,216,000 134,716,000 145,420,000 ported 1,210 units in 1937, as compared to lo 
— 1,212 units in 1935. Combined chain operations og 
Total Hardwoods ...... eeccece 89 47,149,000 48,065,000 364,504,000 404,525,000 ‘ * ° ter 
Total Lumber ....... pacotees 507 709398000 560,726,000 4,092365,000 4,228,186,000 Of all kinds of businesses reported a 6.5 percent a 
Flooring— increase in units in 1937 compared to 1935. - 
Oak Flooring ......... a 15 45,418,000 34,570.000 86,830,000 86,919,000 Credit sales accounted for at least 25 percent of Ca 
Maple Flooring ........... eee: 14 10,424,000 7,372,000 14,422,000 15,826,000 the total business done by 86.7 percent of the 0. 


*Unfilled orders reported by 15 and 16 mills; stock by 17 mills. Units. chain yards. for 
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FOR 
THE LUMBERMAN POET | weeeveme 
20 
cal T 
Flag Day will be nationally celebrated June it : 
= ’ Take e Song Along 14. Many programs at schools and clubs or LE iz 
When you take the road out-of-doors gatherings will include songs and 
; _ At the dawn of day, poems about Old Glory. The poem reprinted 
5 When you lift your load here entitled “The Flag’ was written by 
% And are on your way, Douglas Malloch twenty-one years ago and 
; Just to keep you glad has taken its place among the classics. A finer 
3 __ And to make you strong tribute to America’s great emblem was never 
~ When the walking’s bad written. 
3 
Take a song along. The Flag e 
. For the song you sing The stars of God have never paled 
; As you trudge along, Since first He bade them shine. e ee w J 4 e 
_ Is a better thing The light of God has never failed . 
; Than the gold you own, In radiance divine. Aristocrat of Structural Woods 
. Is a better boon The skies of God are blue as when 
" When the world goes wrong. He set them round the earth, This L — — 
All the year is June And red the blood in hearts of men is Long Leaf lumber is so tough, 
With a song along. As when He gave us birth. so strong, so enduring, you can rec- 
. ommend and sell it for use in all 
0 There is not a hill So shall it be with this our flag construction where there are bur- 
6 That you cannot climb Of red and white and blue, dens to bear and strains to be re- 
. If you have the thrill As strong as is the mountain crag, sisted. 
7 Of a thought sublime, As fair as Heaven’s hue. Th lity that as 
1 There is not a soul The light eternal is its white, on pyrenscee dieeenasil cana vo — 
=" In the crowding throng Men’s hearts its crimson bars, plus great care in manulacture in- 
: But will find its goal And God, its azure field to light, sures top-quality lumber—the kind 
mn With a song along. Has given it His stars. that rt — orders. ar can 
. 2 romptly su our needs. 
4 POET'S EPIGRAMS re ee 
. The trouble with some of our presi- “An axe will go wrong, no matter how It’s the Fiber That Counts 
5 dential timber is that it has a 2x4 well swung, if it is hung wrong; and 
5 aie’ ” a man will go wrong, no matter how NCTE MRED (1) 
“They say that women buy 85 percent br ps ae head is, if his principles are WI ER LO LU | FAF LUI UP i a 
sail of the goods that are sold in this oe TON a . 
. av . . ~? . + 2 Ye 
country, and sometimes when your “It would be interesting to take a look Hernia 
wife comes back from a shopping inside of the man who always dis- 
tour you decide that she has.” trusts others.” A I Le 
Jest ppalachian 
ring 
the 
NEWS AND he G 
VIEWS OF A 
rion Lumber of distinguished 
a From the AMERICAN LUMBERMAN beauty and serviceabilty 
re- ° pe ° 
Piet We specialize in Oak and Poplar. 
The officials of the Northern] go north. The Burt E. Line-|expected to run a 10-block shin- Soft+ d 
 . Pacific have been making some|han is expected today from /gle mill in the near future. The chi ee high-quality Appel 
5500 — . : ; achian lumber, well-manufactured. 
nee experiments with Douglas fir| Fort Madison with a tow of |Port Blakely people have 3,300 Careful attention to inquiries and 
“i lumber to ascertain beyond a} 600,000 feet of dimension for|horsepower with which to cut orders, Let us hear from you. 
000 doubt its adaptability for| Knapp, Stout & Co. The Alert |300,000 feet, and have not com- y 
7 bridge and other purposes.| came in yesterday from Metro-|plained of having too much, 
000 These experiments were made | polis with 300,000 feet of lum-jeither. * * * As a matter of WI LDERN ESS 
?, at their shops in Tacoma under] ber for various firms.— From |fact the same power that will 
the superintend f Jonas] Mississippi River news items|cut 160,000 feet of eastern 
led perintendence o as pp 7 ), : 
re Lund, H. H. Warner and other] of May 4, 1889. white pine will cut only about LUMBER CO. 
000 officials. The report shows a 65,000 feet of Puget Sound fir. NALLEN, W. VA. 
000 that the fir will rank higher] ‘The band saw at the mill of ag ide a gaa practical- 
ty than almost any other wood , y holds good with respect to 
"000 y er wood,|the St. Paul & T Lum- |) g P 
so far as the breaking strength od Co., - a ‘wT. ps the machinery, which must be SULLIVAN LUMBER Co. 
000 is concerned. Tests of tensile] failed to give the entire satis- much more powerful than that PORTLAND, OREGON 
strength will have to be made | faction that was expected of it. used in the East. 
orts elsewhere. The company will retain it, ba ie a j R 
“pel * # # however, and run it with se-| At Fort Sheridan, situated 
as The J. G. Chapman, on her | lected logs, while a large dotble|in the village of Highwood, TIMBERS STOCK. FACTORY CLEARS 
first trip down this season, is} circular mill will be put in on|suburban to Chicago, Uncle bape . 
ided due at St. Louis by the end of|the other side, with which to|Sam is preparing to erect 30 SPRUCE, HEMLOCK, CEDAR, PINE 
28, the week with the first lumber] cut the regular run, or rather] buildings, as follows: 14 lieu- 27th YEAR 
38 raft of the season, for the Eau | the logs rejected from the band|tenants’ quarters, seven cap- 
wees Claire-St. Louis Lumber Co.) mill. The fact is that the St.|tains’ quarters, two field offi- 
, The Geo. Lyle is on her way} Paul & Tacoma people, who|cers’ quarters, two non-com- ‘a 
0 ’ rig et id ano— 
2a up from the Obion River with] were such strong advocates of|missioned officers’ quarters, a WH ITE PINE a osa 
a tow of 500,000 feet of ash,| the band saw mill and who be-|barracks, a bakery, a guard- eutteaie White 
re- oak and walnut logs. A raft] lieved that the band mill would|house, a _ storehouse and a Also and Sugar Pine 
1 to of 150,000 feet. of hardwood] cut any lumber that any other|stable. The lumber require- 
ions logs came into St., Louis yes-| saw could cut, have practically|ments approximate — 1,600,000 Fir Wallboard $3 West Fn Products 
-cent terday from the Missouri for|confessed that they were|feet of white pine, 225 feet ‘l h c 
— the chair factories. Thé Schu-| wro * * * The company now jof yellow pine and 33,000 feet H 
1935. rong. e pany ; p ’ 
at cs lenburg & Boeckeler Lumber] has about 600 horsepower with|of oak. The Malcolm McDon- William Se uette ompany 
the Co.’s steamers are still waiting| which to cut 125,000 feet _of old Lumber Co. will furnish Pe ltr East 42d St. PITTSBURGH, PA. 
for a better stage of water to} lumber a day, besides its being | the stuff. 
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Eastern Trade News 


[F. J. Caulkins] 


Boston, Mass., May 29.—April building per- 
mits granted in the 39 cities and 15 largest towns 
in the State, not including permits for State and 
Federal buildings, road building and engineering 
contracts, total $3,522,299, 18.4 percent less than 
in March, and 21.6 percent less than in April 
one year ago. The total in the first four 
months of 1939 is $15,243,044, and compares 
with $14,312,132 in the same period last year; 
there was a gain of well over a million dollars 
in the cost of new non-residential structures, and 
a slight loss ($107,985) in new dwellings, and of 
$318,297 in remodeling and repairs. New 
homes accounted for 46.9 percent of the total 
April outlay, and remodelling and repairs, an 
even 32 percent. 

The active spots in the lumber consuming 
sections of New England today are the entire 
length of the Connecticut Valley, from the 
New Hampshire line to Long Island Sound, 
where hundreds of tobacco barns were hurri- 
cane wrecked or carried away by the floods of 
last September; also along the shore front of 
Connecticut, Rhode Island and Massachusetts, 
where thousands of summer cottages or more 
pretentious homes were damaged or destroyed. 
The big job at the moment is the erection of to- 
bacco barns, in which to cure the next crop in 
the late summer. These buildings are usually 
20 to 30 feet in width, and 50 to 100 feet in 
length, with pitched, shingled roofs. The sills, 
corner posts and framing timbers are of spruce 
dimension, and are not difficult to obtain. Much 
of this class of stock is coming from small mills 
in northern Vermont and New Hampshire. The 
real problem is to secure the right type of 
boards for the side walls. Tradition or experi- 
ence has decreed that these boards must be of 
a certain grade of white pine, each piece to be 
1x12 inches and 16 feet long. It is of a grade 
known as “tobacco barn siding,” and the deliv- 
ered price today is close to $33@34. Each board 
is held in place by a swivel device at top and 
bottom, to permit opening and closing on all 
sides in the process of curing these valuable 
tobacco leaves as they are suspended from 
racks. A very small percentage of this size 
and grade comes from the salvaged, second 
growth, “down” logs, and it is reported that 
most shipments are coming from virgin pine 
stands in northern Maine. 

Upon the assumption that the ban against im- 
ports of British Columbia red cedar shingles 
will be lifted well before July 1, British Colum- 
bia mills have dispatched many consignments 
both by rail and water. 

WEST COAST WOODS — Some price 
strength has been added to the market for 
fir dimension and boards, but this is found 
chiefly at the production end, where the mills 
have improved their position by reducing 
output well below current new business. In 
wholesale offices here, the discount to dealers 
for ordinary fir dimension, mill shipment, 
from page 16 of the West Coast list, is usu- 
ally $10, but sales have been made to cash 
customers at $10.50 discount, while buyers 
that required long-term credit have placed 
orders at the $11 discount. Most uppers are 
stronger by at least $1, while all squares and 
thick stock have moved upward $3, due to 
heavy buying for export. Receipts at Boston 
by water in May—to the 29th—reach a total 
of 6,395,684 feet, and the month’s total will 
not be materially larger. This compares with 
4,466,936 feet in April, and with 4,093,049 feet 
in May one year ago. The average in May 
in the previous nine years was 9,193,158 feet. 
There was an additional consignment in May 
of 55 tons of plywood of all thicknesses. 


EASTERN SPRUCE—Demand from Con- 
necticut Valley points for small dimension 
for tobacco barns is of nice volume. It sells 
to dealers mostly at $30, plus $1 over the 
Boston freight charge. Many of the summer 
spruce mills have resumed sawing since May 
15, with fairly full order files. Melting snow 
caused floods for a time at the headwaters 
of the St. John, but it has now disappeared 


and the log drives are moving toward the 
mill booms rapidly. Spruce dimension, ran- 
dom and board prices show no quotable 
changes. They are $3&4 below the 1937 level, 
and the mills are pressing hard for advances. 
The small dimension sizes, 2x3- and 4-inch, 
delivered at Boston rate points are firm at 
$29@31 and up to $36@40 for 2x12- and 
3x12-inch. There has been a persistent call 
for 3x4-inch in 16-foot lengths for use in 
tobacco barns and other types of sheds. This 
size is priced at $32 by the standard mills, 
but sales by small mills have been reported 
as low as $29. 


LATH AND SHINGLES—Spruce lath, 1%- 
inch, sell more freely at $3.50@3.75, with the 
wider size at $4@4.50. There are offerings 
from the smaller mills at 50 cents under these 
prices. The larger mills turn their surplus 
slabs and edgings to the pulp plants. East- 
ern white cedar shingles are active, particu- 
larly in the lower grades, for use in restor- 
ing or rebuilding shore properties damaged 
or destroyed in the September hurricane. Low 
cost summer homes make free use of the 
“Clear Walls” that sell at $2.85@3, and the 
“Extra No. 1” at $2@2.10. The top grade of 
“Extras” is firm at $4.15@4.25 per square. 
The western red cedars are generally quoted 
at 5 to 10 cents lower than they were two 
weeks ago, bringing the delivered prices at 
New England points to: 18-inch Perfections, 





Modern Drying Facilities at 
New Florida Operation 


Port St. Jor, Fra., May 29.—The St. Joe 
Lumber & Export Co., here, has completed 
several months of operation and is showing an 
excellent production record. The company has 
virgin timber holdings of 400,000,000 feet of 
longleaf yellow pine, Tidewater red cypress 
and southern hardwoods on 500,000 acres of 
land. The Putnam Lumber Co., Shamrock, Fla., 
handles all sales. 

In order to produce high quality seasoned 
timber of the proper moisture content, the com- 
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$5 per square; 16-inch 5X No. 1, $4.47; No. 2, 
$3.62; No. 3, $3.07. 


EASTERN HARDWOODS—There have been 
few recent transactions, but most Adiron- 
dack mills have forward bookings that will 
absorb a very limited production as fast as 
the material reaches shipping condition. Inch 
FAS birch is in good demand at the better 
mills at close to $78@80, with birch running 
a close second in order volume, though up 
to the same price level. There are offerings 
from smaller mills at well below these figures. 
The maple heel shops are well supplied with 
the sizes 2% and 9/4 that were popular last 
season, as delayed deliveries have filled stor- 
age space at many shops to capacity. It is 
expected that these sizes will continue in 
general use through the approaching season. 
We hear of no transactions for new-season 
delivery. 


PINE BOXBOARDS—Despite salvage work 
on “down” logs in the hurricane area, there 
appears to be no embarrassing surplus of the 
round-edge box grade, which sells at a range 
of $11@15 f. o. b. the mill yard, though sales 
have been reported, delivered by truck at a 
box shop in the Boston area, at $13. The 
feature of the market is the urgent call for 
1x12-inch, 16-foot boards of the grade known 
as “tobacco barn siding” that sell at $33@34. 


NEW YORK, N. Y. 


In local trade circles the movement of lum- 
ber is spotty, and the most activity appears to 
be in those sections where low-cost housing 
developments backed by Federal mortgage in- 
surance, are the rule. Privately-financed home 
building of the better class, in the price range 
from $6,500 and up, is far below normal, 
though there are several development projects 
of this type in nearby Connecticut and Long 
Island communities that are being carried for- 
ward with some measure of success. While 
the amount of lumber being moved from 
yards to jobs is far below normal, the 
volume of framing lumber and boards being 
moved in bulk by truck direct from the 
terminals and railroad sidings to develop- 
ment sites has been large through May. 
Receipts of fir and hemlock from the West 
Coast by water over a period of six weeks 
have been fairly heavy, but most of these 
lots have been trucked direct to the building 
sites. In many cases, dealers sent their own 





Double-track Moore cross-circulation kilns recently put into operation at St. Joe Lumber & Export Co., 
Port St. Joe, Fla. Note the large loads of southern pine being seasoned 


pany recently completed and put into operation 
two double-track Moore cross-circulation kilns. 
The kilns are 104 feet long and are equipped 
with automatic instruments to control the dry- 
ing elements. The company’s mill is an eight 
foot band and resaw, capable of taking timbers 
up to forty-five feet in length. It has a daily 
production of 70,000 feet or 1,500,000 feet per 
month. 

M. L. Fleishel, president of the Putnam Lum- 
ber Co., is also president of the St. Joe Lumber 
& Export Co. Other officers are: Basil E. Ken- 
ney, Sr., first vice president and general mana- 
ger; C. L. Effinger, second vice president; J. 
E. Crosby, secretary; and Basil E. Kenney, Jr., 
treasurer, 


trucks to pick up lots consigned to them, and 
this procedure has caused considerable fric- 
tion with the drivers of commercial trucks, 
but it is hoped that a new agreement be- 
tween lumber distributors and the truckmen, 
when ratified, will greatly reduce interfer- 
ence with lumber trucking from Port New- 
ark. Prices, to dealers, of West Coast fir 
and hemlock hold to the same discounts from 
page 16 of List 32 that have prevailed 
through May. Most sales of dimension fir, 
mill shipment, take the $10.50 discount, 
though orders have been booked at 50 cents 
above and below~that. Fir and hemlock 
boards are in demand and scarce at $25.75@ 
26 for No. 2 and $23@23.50 for No. 3. There 
are limited offerings of those 50/50 British 
Columbia boards (half 1’s and half 2’s) at 
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$26.50, but fresh consignments will arrive in 
a cargo due next week. 

There have been several sales this week 
of both random and dimension cargoes of 
Provincial spruce, the former at $29@29.50, 
and the latter at $30.50@31. In carlots de- 
livered at Harlem River rate points, the 
dealers are paying $30@32 for the small 
scantling sizes, and up to $39@41 for 2x12- 
and 3x12-inch. The 6- and 7-inch rough and 
dry spruce boards, sell mostly at $34@37, 
with the 4- and 5-inch dressed at $30@33. 
Eastern spruce lath from storage are uni- 
formly priced at $3.50, with mill shipment 
lots in part cars at $3.75 @4. 


Buffalo, N. Y. 


Lumber demand has become a little more 
active, although there is still much room for 
improvement. Building of homes is being 
done to a fair extent in suburban localities, 
but in most cities it is not up to the hopes 
of the lumbermen. Mills are holding prices 
steady, with some advances recorded. 


HARDWOODS demand is ealled spotty, 
with occasional spurts that are encouraging 
to wholesalers. It is being held back to some 
extent by the holding of furniture shows; 
both furniture factories and their customers 
are carrying only small stocks of furniture. 
Hardwood prices are unsettled. 


WESTERN PINES—Advances have oc- 
curred in some scarce items of Ponderosa, 
and the mills are limiting the amount of 
these to be shipped in a carload. Sugar pine 
prices are reported easy. In Idaho pine much 
strength is shown in No. 2 common, and some 
mills have advanced their prices $1 lately. 
Retailers are confining their purchases to im- 
mediate needs. 


NORTHERN PINE—The market is holding 
about steady, with no large stocks offered by 
mills. Industrial concerns, as well as re- 
tailers, have small stocks, and in placing 
orders are insistent upon prompt shipment. 


Baltimore, Md. 


NORTH CAROLINA PINE—Builders are 
calling for supplies on an impressive scale, 
and wooden box manufacturers are getting 
enough orders to run full time. Accumula- 
tions are being avoided, and prices are fairly 
well sustained. 


LONGLEAF PINE Demand continues 
fairly satisfactory, especially for the larger 
sizes. There has been some further slight 
moving up of quotations. 


WEST COAST WOODS—Movement of 
spruce, fir and other stocks is just about 
holding to recent levels. Offerings of Pon- 
derosa are less liberal. 


HARDWOODS—Domestic buyers show no 
eagerness to place orders. Prices appear to 
be holding their own. The export situation 
is still very unsatisfactory. 


Norfolk, Va. 


NORTH CAROLINA PINE demand has been 
somewhat better. Prices are very firm, but 
not sufficiently high to permit a fair profit. 
There has been a much better movement of 
mixed lots of 4/ and 5/4 B&better rough and 
dressed for shipment by trucks or cars, and 
at good prices. Demand for No. 1 common 
has not been so good, but southern yards 
should soon be buying more. Box manufac- 
turers are not buying very much lumber, 
even when offered at very low prices by some 
small mills. Demand for dressed stock box, 
also dressed and resawn stock has improved, 
and this should increase still further before 
long. Orders for mixed cars of dressed boards 
and air dried roofers have been larger, as have 
those for straight cars of air dried roofers. 
Prices of roofers are steady on the basis of 
$15 @15.50 for 6-, 8-, and 10-inch, and $15.50@- 
16 for 12-inch. The Carolina mills are on this 
basis, except that some want 50 cents more 
for 8- than they do for 6- and 10-inch. There 
has been a better movement of mixed cars of 
dressed framing. All orders are wanted for 
quick shipment, and most of them are to 
cover special jobs, as retail yards are carry- 
ing very low stocks. 








RAILWAY TAXES in 1938 totaled $340,779,786 
or 9.6 percent of their gross operating revenues. 
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Ring Joint Machine Price Is 


Lowered 


WASHINGTON, INpD., May 29.—Millwork 
manufacturers, planing mill operators, and va- 
rious woodworking operators will be interested 
in the announcement of the W. L. Evans Co., 
here, of the reduction in price on the ring joint 
machine, manufactured by the company. The 
machine, which has been on the market for a 
number of years, has been greatly improved. 
An accompanying illustration shows the use of 
a typical ring joint. The principal uses include 
assembling interior door and window trim as 
well as other types of interior woodwork. Retail 





lumber dealers engaged in pre-cutting and pre- 
assembling of material at their own plants 
report that the ring joint is particularly effi- 
cient. Window and door trim may be accurately 
and quickly fitted together, saving time on the 
job and affording a neatly fitted permanent job. 

The ring joint machine is the invention of 
W. L. Evans, whose experiments along this 
line started while he was still of teen age. In 
the construction of the ring joint, a ring of 
spring steel, which is corrugated to a smaller 
internal diameter than the groove into which it 





75 


is to be seated, is expanded over the hard steel 
cone. The ring is discharged from the larger 
end of the cone, while in an expanded condi- 
tion, into the circular groove, in such a manner 
that the ring becomes a clamp and holds the 
joint together with all of the force that went 
into expanding it into the groove. It is claimed 
that only a destructive force will open the joint. 
Any slack is taken up by the ring, which also 
moves with any expansion. Approximately 
twenty seconds are required to fasten two pieces 
of wood together. The machine comes equipped 
with motor, necessary sleeves, cones and cutters 
in five sizes. 





Pacific Northwest Loses Mar- 
kets Because of High Costs 


ABERDEEN, WASH., May 27.—Grays Harbor’s 
lumber mills are almost entirely out of com- 
petition for the nation’s markets because their 
costs are too high, according to E. C. Miller, 
head of the E. C. Miller Cedar Lumber Co., 
of this city, who returned here this week from 
a seven-week swing around the nation. Mr. Mil- 
ler said he found that other species of lumber 
from other lumber-producing regions have 
taken over Grays Harbor and other Pacific 
Northwest markets, and he predicts that it will 
be difficult to get these markets back. “British 
Columbia,” he said, “is becoming a stronger 
factor in supplying fir and cedar to the east 
coast and northern States, normally a natural 
market for lumber produced in Washington. 
Canadian shingle manufacturers have assured 
lumber dealers everywhere that there will be 
no restrictions of Canadian shingles into the 
United States after June 1, when the present 
quota restriction expires. Canadian manufac- 
turers are now booking a huge volume of 
shingle business at whatever prices are neces- 
sary to get the business. I saw lots of Canadian 
fir wherever I went.” 
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Get: Your Share of 


LADDER PROFITS 
Sell the BABCOCK Line 


Mr. Lumber Dealer, you'll find it EASY to work up 
some fine, profitable business on this BABCOCK 
Ladder line. Every home and every farm is a pros- 
pect for a ladder sale. Now, with building, modern- 
izing and repairing jobs on every hand, ladders are 
more than ever in demand. These Babcock Ladders 
are famous for quality, safety and strength. Good- 
looking, light in weight, easy to handle, they're 
likewise easy to sell. There’s a Babcock for every 
ladder need. Get them on display and watch your 
sales go up. 


Let us suggest an 
assortment. SEND FOR 
BABCOCK LADDER CAT- 
ALOG, with prices and 
particulars. Write us 
today. 


The W. W. 
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Seattle, Wash. 


WEST COAST WOODS—RAIL—Uppers gen- 
erally are soft. B&better and C flat grain 
flooring and drop siding items have declined 
about 50 cents to $1. Vertical grain flooring 
is scarce and firm. Buying is concentrated 
in the middle West, and particularly in ter- 
ritory east of Chicago. Mill stocks are none 
too large. 

INTERCOASTAL—Eastern buyers are 
marking time. Prices are about the same. 
British Columbia competition has become 
negligible, because the Province finds a large 
outlet in the United Kingdom. Boards are 
firm and scarce. Uppers are soft. Ship space 
is plentiful. C. i. f. and f. a. s. prices are 
getting closer together. 


CALIFORNIA — Buying has fallen off. 
Large quantities of lumber are on the docks. 


EXPORT—United Kingdom is still buying 
large quantities of clears, and British Co- 
lumbia buyers have been inquiring for mer- 
chantable grades on the American side. Clears 
are extremely scarce in British Columbia, 
and it is likely that American mills will par- 
ticipate more largely in United Kingdom 
orders. Few orders come from South Africa, 
and South American demand is limited to 
the east coast. Orders are coming from both 
north and south China. Japan buys very 
little. 

SHINGLES—Demand has lessened, except 
that for 18-inch shingles, which are over- 
sold. Available stocks couldn’t take care of 
all orders on hand. Meantime there have 
been declines of around 5 cents in No. 1 and 
No. 3 XXXXX. Stocks of Royals and XXXXX 
are up, but are below totals of a year ago. 
Production is about the same. 








LOGS—Large importations of hemlock logs 
from British Columbia have been added to 
inventories on Puget Sound. Hemlock is 
firmer, selling at $9.50@10.50. Shingle cedar 
logs are firm at $18@19, with a few sales at 
$20. Cedar lumber logs bring $30. Loggers 
have very little hemlock and fir log inven- 
tory is not excessive. Fir and peeler log 
prices are firm at $10@11, $16@17, and 
$22@23, with peelers bringing $27 @28 and $32. 


San Francisco, Calif. 


COASTWISE MOVEMENT—The Pacific Lum- 
ber Carriers’ Association reports the move- 
ment of 89,131,800 feet of lumber from Pacific 
Northwest ports to California points during 
April, 1939, compared with 82,978,100 feet in 
March, and 92,808,500 feet in April, 1938. 
While the April movement was up 6,153,700 
feet from March, it is regarded as some three 
or four million feet less than what it should 
be for the month. Distribution was as fol- 


lows: 
Feet 

ES on ce eee ne we wewe eee 20,525,600 
DT. weds ecc6 tebe eeekeeweneen 299,600 
i véctuatieteaoeawes 485,600 
ILS i's. if age dh Wiig Waardinae ma wae 60,680,700 
Ee eer er eae ee 4,577,100 
EE ae tie wget a 0 4a ead e 500,000 
sc od Ge amee eae oeeeemee 292,000 
i ee eT 611,000 
ST ES Sevens wxak ee eeGevemeeee 1,160,200 

Seite waddle oe meena wie eae 89,131,800 


The April movement to Los Angeles was 
5,570,000 feet above that of March, while the 
April movement to San Francisco was 1,367,- 
200 feet less than the March. 


LUMBER AND BUILDING MATERIALS 
SALES—Retail lumber and building materials 
sales in CALIFORNIA during April, 1939, 
showed a gain of 11 percent over the same 
month last year; retail furniture sales were 
4.1 percent greater than those of April a year 
ago. WASHINGTON retail lumber and build- 
ing materials sales in Avril of this year were 
6.4 percent greater than for the same month 
last year; Seattle, April, 1939, retail lumber 
and building materials sales were 25.4 per- 
cent above those of a year ago. OREGON 
retail lumber and building materials sales 
in April this year were 24.8 percent above 
those for same month in 1938. 


LUMBER RECEIPTS—Lumber continues to 
be the big item in receipts at Oakland. The 
March total was 23,962,250 feet, compared 
with 18,395,900 feet in February, and 12,527,- 
510 feet in March last year. There was a 
grand total of 58,358,540 feet in the first 
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quarter of the present year, as compared with 
27,279,240 feet in the first three months of 
last year. This represents an increase of 
more than 100 percent, a record never before 
achieved. 

CONFERENCE RATES—The Pacific Coast- 
West Coast of South America Conference an- 
nounced that present rates applying on lum- 
ber shipments from the Pacific Coast to the 
West Coast of South America have been 
extended until July 31. 


REDWOOD—wWhile demand is fair, it is 
not what it should be at this time. Stocks 
are reported in pretty good supply and prices 


= Spokane, Wash. 


INLAND EMPIRE PINES—Demand con- 
tinues at recent level. Stocks are becom- 
ing more broken. No. 2 Idaho and No. 3 
Ponderosa common in all widths are becom- 
ing difficult to secure. Weather has been 
decidedly improved by more or less general 
rains, which have greatly relieved the forest 
fire hazard. Labor conditions are not as 
tranquil as might be desired. 


Portland, Ore. 


WEST COAST WOODS—New business con- 
tinues to top production, the unfilled order 
file is growing and inventories are lower. 
Moderate intercoastal business, at unchanged 
price levels, is reported. California business 
has been draggy this week. Orders are light 
and prices are about even with those of 
earlier in the month. Rail, nearby and local 
business is rather easy and only moderate in 


volume. Straight cars continue the rule, 
however. The export market continues er- 
ratic. The British Isles are taking a limited 


amount of clears, and a little Shanghai busi- 
ness is reported. 


Shreveport, La. 


SOUTHERN PIN E—Demand throughout 
southern territory is fairly heavy, but that 
from the North has fallen off. To northern 
markets lumber is being hauled from the 
South by trucks, as the effect of successive 
advances in rail rates from the South to Chi- 
cago from 29 cents in 1919 to 42 cents at 
present, has resulted in a decline of at least 
50 percent in rail shipments. Rate reduc- 
tions are being sought, and meanwhile the 
mills are trying to maintain prices against 
severe competition. 


SOUTHERN HARDWOODS—Export trade 
has been quite heavy the past thirty days. 


June 38, 1939 


Domestic business is very dull. The furni- 
ture show is set for June this year, and fac- 
tory buyers are holding off. Oak flooring 
manufacturers are selling plenty of stock but 
their prices are too low and they seek corre- 
sponding quotations on rough material. Gum, 
4/4, both plain and quartered, FAS and No. 1, 
are in fair demand and, on account of scarcity 
of these items, prices have advanced a little. 


Tacoma, Wash. 


WEST COAST WOODS—A healthier tone 
has been evident throughout the local mar- 
ket during the last fortnight. Consistent 
gains have been apparent in all fields. Mills 
for the most part believe the improvement 
will continue. Rain and cooler weather has 
reduced the forest fire hazard in adjacent 
areas, so prospects for ample log supplies are 


excellent. 
Cincinnati, Ohio 


HARDWOODS—The coal strike and foreign 
political tension have been deterring buying. 
Interior finish trade was spotty, but more in- 
quiry is being received for character-marked 
solid hardwood paneling. Retail yard buying 
has been light. Prices on scarce items con- 
tinue firm, others were easier. Oak and 
maple flooring sales improved, but prices 
continued unsatisfactory. 


SOFTWOODS—Buying of southern pine 
building lumber has improved, but whole- 
sale prices have continued weak, some con- 
cessions being granted. Sales to millwork 
factories showed seasonal gains, but not as 
large as had been expected. Cypress items 
have been more active, with prices about 
steady. 


Houston, Tex. 


SOUTHERN PINE—The market has been 
rather sluggish, due to many of the yards 
running their stocks down for June 1 in- 
ventory. Prices have remained firm, but some 
special offers are made on surplus items. The 
export market continues strong, volume hav- 
ing increased about 60 percent over last year, 
and prices are very satisfactory. The long- 
leaf mills are able to sell practically all the 
timbers they can make, both short and long, 
small and large. Prime lumber is in good 
demand, with export demand for lower 
grades increasing. 

SOUTHERN HARDWOODS— Demand has 
been so much better that many items are get- 
ting scarce. Prices are firm to strong. The 
flooring market, with stocks a little below 
normal, continues firm. 








Shown above is a "Caterpillar Diesel D2 tractor owned by Harry March, Cascade, Idaho. The tractor 
is used to haul lumber from the sorting chain to the yard. An average load of 3,000 ft. of green pine 


weighs about eight pounds per foot and is hauled an eighth of a mile. 


Working eight hours a day, 


the tractor requires but one and one-fourth gallons of 10 cent fuel per hour 
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SHINGLES AND LATH—Shingle demand 
has been light and not been up to expecta- 
tions; prices remain firm. Pine lath con- 
tinue to move freely, with prices showing 
little fluctuation. 


Birmingham, Ala. 


SOUTHERN PINE—Most yard orders for 
boards and dimension call for lower grades. 
Railroads are showing faint signs of buying. 
Shipments are keeping up with production. 
Price levels are not satisfactory. Small mills 
are quoting the lowest prices in the last 
eighteen months on No. 2 1x6- and 1x8-inch 
boards, and 2x4- to 2x12-inch dimension. 

In new western price lists, some rather 
severe cuts have been noted; fir seems to 
be holding better than other woods. Red 
cedar shingles advanced 10 cents per square. 


Minneapolis, Minn. 


NORTHERN PINE — Increased activity is 
noted, southern Minnesota and Iowa dealers 
entering the market more generally than for 
some time. Orders are nearly all of the 
“rush” variety, for mixed cars. Since stocks 
at mills have been depleted of some items, 
manufacturers are having trouble in supply- 
ing thedemand. Most of the Head of the Lakes 
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erica’s Lumber Centers 


mills are now operating, but have not had 
time to accumulate assortments. Prices are 
firm. 


NORTHERN WHITE CEDAR—There has 
been a gradual increase in sales, but no 
marked upturn. Rural telephone and power 
lines are coming into the market for more 
short poles. Some highway guard rails al- 
ready are being sold. Prices are steady. 


MILLWORK—At sash and door factories 
there is more activity than for months past. 


Memphis, Tenn. 


SOUTHERN HARDWOODS — Demand 
throughout the southern area has improved 
considerably, and for the last week equalled 
75 percent of normal production; for the pre- 
ceding week, 63 percent. Production de- 
clined from 59 to 53 percent, so that a bal- 
ance between production and consumption is 
a step nearer. Manufacturers continue to 
complain that prices are not sufficient to pay 
cost of production. Export trade is showing 
signs of revival, cabled inquiries increasing 
in number. 

HARDWOOD FLOORING sales have been 
stepped up appreciably, and are again far in 
excess of production, which is being cur- 
tailed. 


Southern Lumbermen Will Get 
Rate Reduction 


New Orveans, May 29.—Amicable adjust- 
ment of intraterritorial rail rates whereby 
southern pine lumber manufacturers will enjoy 
reductions ranging from % cent to 4 cents per 
100 pounds from levels set forth in the tariff 
suspended by the Interstate Commerce Com- 
mission in I&S Docket 4432 has been effected 
through negotiation between the Southern Pine 
Association and the Southern and Southeastern 
carriers, according to announcement of A. G. T. 
Moore, SPA traffic manager. The settlement 
of the rate problem culminates negotiations ex- 
tending over several years, with a final con- 
ference in Atlanta, Ga., on May 25 between 
the pine representatives and those of the rail- 
roads. Earl M. McGowin, of W. T. Smith 
Lumber Co., Chapman, Ala., is chairman of 
the special SPA committee handling the matter. 
Discussing the agreement, Mr. Moore said: 


The compromise agreement reached by the 
carriers and shippers represents about the 
best that could have been done by the in- 
dustry under all circumstances and condi- 
tions, and, on the whole, gives us an intra- 
territorial adjustment within the South far 
preferable to that which the industry other- 
wise would for many years have had. 

Manifestly, under the law originally in- 
voked in the so-called Shreveport Case and 
the Thirteenth Section of the Transporta- 
tion Act of 1920. any level of rates deemed 
fair and reasonable for interstate applica- 
tion is ipso*facto reasonable for intrastate 
application, unless some_ special circum- 
stances can be shown where special treat- 
ment is proper. Accordingly, Mr. McGowin 
and his committee request the lumbermen 
east of the Mississippi river to support this 
compromise proposal before the Interstate 
Commerce Commission and the State Com- 
missions, except with respect to Florida. 

Column One of the rate table is the sus- 
pended scale plus 5 percent which otherwise 
would have been in effect. Column two is 
the scale upon which agreement was made 
under the conditions set forth. The excep- 
tion as to the State of Florida was due to 
the fact that the Florida intrastate rates are 
involved in formal procedure before the 
Florida State Commission and the committee 
considered it neither fair nor proper by any 
action taken, to prejudice either the Florida 


lumber shippers or the carriers’ position in 
that proceeding. This case will be settled 
on its merits and at the behest of the car- 
riers and those shippers directly involved. 





Miles **Col.1 *Col. 2 Miles **Col.1 *Col. 2 
20 %4 % 275 21 18 
30 54% 5% 300 22 19 
40 % 6% 325 24 20 
50 7 7 350 25 21 
60 7% 7% 375 25 22 
70 8 8 380 25 23 
80 8% 8% 400 26 24 
90 9 9 420 27 25% 

100 9% 9% 440 28 26% 
110 10% 10 460 29 27% 
120 12 10% 520 29 28 
130 12 11 560 30 29 
140 13 11% 600 32 30 
150 13 12 640 33 31 
160 14 12% 680 34 32 
170 15 13 720 35 33 
180 15 13% 760 36 34 
190 16 14 800 37 35 
200 16 14% 840 38 36 
210 17 15 880 39 37 
225 18 16 | 900 40 38 
250 19 17 





**Scale published by carriers now under 
suspension, including 5 percent increase, and 
which long ago would have been effective 
had the suspension proceedings and nego- 
tiations not been undertaken. 


*Compromise scale, representing net rates, 
agreed upon to be published for application 
interstate and intrastate within the South, 
except intrastate within Florida, which lat- 
ter rates are now involved in formal pro- 
ceedings before the Florida State Commis- 
sion. 





Ten percent of the retail lumber yards in the 
United States, 2,038 yards, doing 12 percent. of 
the total business, reported the following total 
sales: First half 1938, $60,029,000 ; 1937, $146,- 
140,000 ; 1935, $102,071,000. Open account sales 
for this group were reported as follows: First 
half, 1938, $51,330,000—85.5 percent of all sales; 
1937, $125,511,000—85.9 percent of all sales; 
1935, $80,932,000—79.3 percent of all sales. In- 
stallment sales amount to the following: First 
half, 1938, $284,000—0.5 percent of all sales; 
1937, $657,000—10.4 percent of all sales; 1935, 
$304,000—0.3 percent of all sales. Cash and 
C.O.D. sales were given as follows: First half, 
1938, $8,415,000—14 percent; 1937, $19,972,000 
—13.7 .percent; 1935, $20,835,000—20.4 percent. 
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Looking For 
New Customers? 


If you are—and who isn’'t—the 
new, spring edition of the Lumber- 
men's Credit Rating Book will be 
a big help to you. 


It gives you the names, ad- 
dresses and credit ratings of all 
wholesale quantity buyers of lum- 
ber and allied products—retail 
yards, wholesalers, also furniture 
and other woodworking factories 


The mills are listed, for the ben- 
efit of wholesalers and commis- 
sion lumber salesmen. 


Commission lumber salesmen 
also are listed—a sales aid to 
both the mills and wholesalers. 


The information in the book is 
kept up-to-date by means of 
Twice-A-Week Supplements. 
These give you continuous rating 
service on all names in the book. 
They also give you the names of 
the NEW concerns, as they start 
up—new prospective customers. 


Street addresses are given in 
121 cities, making it possible to 
circularize the trade by third class 
mail even in the large cities. 


You Can Use This Book 
For 30 Days On Approval 


Write for rates and Approval 
Order blank to our nearest office. 


{ Use Our Collection Service 
on your delinquent accounts 


Lumbermen’s 


Credit Association Inc. 


608 So. Dearborn St., Chicago 
99 Wali St., New York City 
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Glen G. Davis has assumed the managership 
of the Glen R. Newton retail lumber yard in 
Nevada, lowa. Mr. Davis has been with the 
company since 1919. 


Charles Clark, who for many years was en- 
gaged in the lumber business at Bartow and 
Lake Wales, Fla.; has been named manager for 
the Nobles Lumber Co., Canalpoint, Fla. 


Hal Dixon, vice president and manager of 
the Western Pine Manufacturing Co., Ltd., 
Spokane, Wash., and president of the Spokane 
Hoo-Hoo, has returned home after a month's 
eastern trip. 


R. E. Paul, salesman for the Jennings Lum- 
ber Co. at Safford, Ariz., has been substituting 
for R. L. Jennings as manager of the branch 
yard at Pima, Ariz., while Mr. Jennings visited 
relatives in Texas. 


Frank C. Stebbins has been appointed sales 
manager of the Virden Lumber Co., Greens- 
ville, Miss., after serving the company four- 
teen years. During the past few years, Mr. 
Stebbins has been office manager. 


Joseph J. Linehan, president of the National 
Hardwood Lumber Association and secretary- 
treasurer of Mowbray & Robinson Lumber Co., 
Cincinnati, Ohio, is home from an eastern trip 
combining business and pleasure. 


L. G. Ward, Ashford, England, a director of 
the Edward Chaloner Co., London, visited the 
California Exposition on Treasure Island re- 
cently. Mr. Ward's company imports and dis- 
tributes California redwood tank and vat stock. 


A. S. Kapp, president of William F. Galle & 
Co., Cincinnati, Ohio, reports his hardwood 
business as improved, and said that he had re- 
ceived orders for maple, gum, mahogany and 
walnut from cabinet plants and furniture fac- 
tories. 


Don S. Montgomery, secretary of the Wis- 
consin Retail Lumbermens Association, and his 
wife have returned to Milwaukee from an ex- 
tensive motor trip through the East. They vis- 
ited the New York World’s Fair, and spent a 
week in Washington, D. C. 


The O’Malley Lumber Co., Phoenix, Ariz., 
has sold its branch yard in Gallup, N. M. to 
John Novak, whose son, Albert, will be asso- 
ciated with him in operating the business. Al- 
bert Novak formerly was employed by the 
O’Malley concern in Gallup. 


The Haggard Machinery Co., according to 
its president, W. T. Haggard, recently re- 
moved its executive office from the Investment 
Bldg., Pittsburgh, Pa., to Conneaut Lake, Pa. 
The company offers a complete service in wood- 
working machinery and machine tools. 


Edgar A. Brown, special representative of 
the Port Orford Cedar Lumber Association, re- 
cently returned to his San Francisco office after 
a three-weeks business trip to Washington, 
D. C., where he contacted every governmental 
department in the interest of the Port Orford 
cedar producers. 


Friends of C. M. Thompson, Seattle, Wash., 
of the Thompson & Clark Timber Co., Van- 
couver Island, British Columbia, logger, will 
be glad to learn that he has received relief 
from an attack of arthritis by bathing in the 
Indian Hot Springs at Safford, Ariz. Mr. 
Thompson has extended his stay there for an- 
other month. 


A. K. Arkley has sold his half interest in 
the American Shingle Ce. of Raymond, Wash., 
to George Templeton of Portland, Ore. Mr. 
Arkley has moved to Vancouver, B. C., where 
he will manage the Dominion Mill Co. His 


brother, R. P. Arkley, will continue to manage 
his half interest in the company. 


S. A. Wells, son of A. C. Wells of the J. W. 
Wells Lumber Co., Menominee, Mich., visited 
trade in Baltimore, Md., ten days ago. He 
expressed gratification over the improvement of 
the industry. The Wells company is a well 
known manufacturer of hemlock and hardwood 
flooring and lumber. 


The many friends in the lumber trade of B. 
L. Hendrix, president of the Hendrix Mill & 
Lumber Co., Estill, S. C., will be pleased to 
know that he is recovering from a recent severe 
illness and hopes secon to be back in business 
harness again. Mr. Hendrix recently returned 
home after spending several weeks at the Mayo 
Clinic in Rochester, Minn. 


Sydney G. Finch, who has been manager of 
the Trenton (Neb.) Lumber Co., has resigned 
the position to become manager of the Crook 
(Colo.) Lumber Co., which is a branch of the 





HONORED ON THIRTIETH ANNIVER- 
SARY OF SERVICE WITH MACHINERY 
CONCERN 





Co-workers of Allan E. Hall at Allis-Chalmers Mfg. 
Co., Milwaukee, Wis., surprised him with a beau- 
tiful bouquet of roses in honor of the thirtieth 
anniversary with the company—the last nineteen 
years of which have been as manager of the mill- 
ing machinery department. In this capacity, he is 
head of the company's well known flour mill, saw- 
mill and Texrope divisions, whose products are in 
daily use in all parts of the world 





Sterling Lumber & Investment Co. of Denver. 
Mr. Finch was active in several civic organiza- 
tions at Trenton, and responsible for the or- 
ganization of its Boy Scout troop. 


About two weeks have been spent at the plant 
of the Magazine Lumber Co., Bogalusa, La., by 
M. S. Baer of the hardwood firm of Richard 
P. Baer & Co., Baltimore, °Md., to see what 
progress is being made. The mill is under the 
supervision of his son, M. S. Baer, Jr., who 
has borne much of the responsibility of chang- 
ing the mill from hardwoods to southern pine. 


Roy Taylor has become manager and treas- 
urer of the Edwardsburg (Mich.) Lumber Co., 
succeeding Ray Brown who was killed by a 
passenger train in front of the lumber yard, 
May 4. For the past year and a half Mr. 
Taylor has been assistant manager of the Niles 
(Mich.) Lumber Co. Both of the above yards 
are members of Cavin Lumber Yards, Associ- 
ated, at Sturgis. 


It is welcome news to many lumbermen that 
Claude L. Hardman, who is in charge of the 
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Hardman Lumber Co. interests at Wakeeney, 
Kan., is regaining his health. He suffered a 
stroke seven years ago, and was in a hospital 
for six years. When he was in good health, 
Mr. Hardman was traveling auditor for the 
company in the western division of its line 
yards. 


George W. Dulany, Hoo-Hoo Snark of the 
Universe, plans to visit the Pacific Coast in 
August, at which time an effort will be made 
to arouse interest in the organization in Se- 
attle. George W. Duffy of the Duffy Lumber 
Co., Spokane, Senior Hoo-Hoo, hopes to ar- 
range a meeting to welcome Snark Dulany. The 
Hoo-Hoo annual is scheduled for Sept. 9 at 
Minneapolis. 


A certificate of excellence, the first awarded 
since 1935, has been presented to Fred Wehren- 
berg, head of the Standard Lumber & Supply 
Co., Ft. Wayne, Ind., by the directors of the 
Tuberculosis Association of Allen County for 
his work in the last Christmas Seal Campaign. 
Mr. Wehrenberg was chairman of the cam- 
paign, which netted a per capita gain of nearly 
300 percent over the drive the year before. 


Abbott M. Fox, manager of the Von Platen- 
Fox Lumber Co. at Iron Mountain, Mich., was 
the speaker-instructor at a meeting of the tour- 
ist information class at the Iron Mountain 
Senior High School on May 16. He discussed 
the history of the lumber industry in the Up- 
per Peninsula. The speaker at the previous ses- 
sion was E. G. Kingsford, who described the 
history of the Upper Peninsula. 


Lumbermen of Columbus, Ind., co-operated 
with other retailers of the city recently to aid 
the town officials in learning the amount of a 
weekly retail payroll. Since some employers 
were reticent in releasing payroll data, it was 
decided to secure the desired information by 
paying workers in silver dollars. Columbus 
bankers secured the “cartwheels” for the retail- 
ers, and at the end of the day added together 
the number issued to determine the total. 


The Twin Cities division sales office of The 
Celotex Corp., manufacturer of cane fiber in- 
sulation products and other building materials, 
has moved from 210 S. Ninth St., to larger 
quarters in the Foshay Tower, Minneapolis, 
Minn. T°. D. Casey is division manager. Henry 
W. Collins, vice president in charge of sales, 
said the change was required by the need for 
more office space due to increased business and 
expansion into complete lines of roofing and 
other products. 


A recent outstanding social event in Lake 
Charles, La., was a barbecue at the Prien Lake 
home of former Governor and Mrs. Alvin O. 
King, honoring Mr. and Mrs. Willis P. Weber 
and having as additional guests the sales and 
office force of the Powell Lumber Co. and 
Kelly, Weber & Co. Mr. Weber, president of 
the Powell Lumber Co., is a widely known civic 
and business leader of Lake Charles, and has 
many other extensive business interests, includ- 
ing the wholesale grocery firm of Kelly, Weber 
& Co., of which he is president. 


A party of twenty-four officers, directors and 
executives of the Weyerhaeuser Timber Co. 
from St. Paul, Minn., Tacoma, Wash., and other 
offices of the firm inspected woods operations 
of the company in eastern Cowlitz County, 
May 24. Included in the group were five 
Weyerhaeusers: C. D. and J. P. of Tacoma, 
and F. E., F. K., and R. M. Weyerhaeuser all 
of St. Paul. Also in the party were Charles 
H. Ingram, general manager of the company, 
and his assistant, A. L. Raught, both of 
Tacoma. 


The appointment of Guido Rahr, Manitowoc, 
Wis., to the State Conservation Committee to 
succeed R. B. Goodman, Marinette, as an- 
nounced in the May 20 issue of the AMERICAN 
LUMBERMAN has been voided because of a pro- 
vision in a State statute. According to the rul- 
ing, the governor has to appoint three members 
in the northern half of Wisconsin and an equal 
number from the southern part. Since Mr. Rahr 
lives south of the imaginary line, the conserva- 
tion committee would have been unbalanced so 
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a northern man will have to be named by Gov. 
Julius Heil. 


Norton Clapp, secretary of the Weyerhaeuser 
Timber Co. and president of the Tacoma Cham- 
ber of Commerce, and Axel H. Oxholm, man- 
aging director of the Pacific Forest Industries, 
had prominent parts in Tacoma’s celebration 
honoring the visit of Crown Prince Olav and 
Crown Princess Martha of Norway, May 23 
and 24. Mr. Oxholm was general chairman 
of the welcoming committee of which Mr. 
Clapp was a member, and, also, was toastmaster 
at the civic banquet for the couple. Mr. Ox- 
holm flew to Tacoma from Washington, D. C., 
where he was attending peeler log bill hearings. 


After considering his appointment to the 
Texas Prison Board, Paul T. Sanderson of 
Trinity has finally accepted the office. With his 
many duties in connection with serving as presi- 
dent and general manager of the Texas Long 
Leaf Lumber Co., vice president and general 
manager of the Sabine Lumber Co. of Missouri 
as well as of the Grayburg Timber Co. and his 
many other interests, Mr. Sanderson didn’t see 
at first how he could handle another job. De- 
ciding that everyone owes part of his time to 
public duties, he accepted, and on May 2 was 
confirmed. The prison board met May 27. E. 
L. Kurth, vice president and general manager of 
the Angelina County Lumber Co., Keltys, Tex., 
is another member of the board. 


It is of interest to New York lumbermen 
that Randall J. Goldsmith of Ithaca, N. Y., and 
Frank Saturn of Odessa, N. Y., have purchased 
the retail yard in Ithaca which was formerly 
operated by Cotton & Hanlon, and have re- 
named it Cayuga Lumber Co. This is the last 
retail yard of Cotton & Hanlon who at one time 
had eleven yards, but who have left the retail- 
ing field to manufacture flooring and hardwoods 
and to wholesale lumber. Mr. Goldsmith was 
with Robinson & Carpenter, Inc., of Ithaca for 
thirteen years, and sales manager in the Cot- 
ton & Hanlon yard at Ithaca for the past five 
vears. Mr. Saturn was general manager of 
the retail division of Cotton & Hanlon when 
that concern operated eleven yards, and edited 
four editions of the firm’s retail catalogue. 


W. H. Nelson, chief inspector of the National 
Hardwood Lumber Association, recently re- 
turned to his headquarters in Chicago after a 
4,500-mile trip through the South and South- 
east, during which he called on a large num- 
ber of hardwood manufacturers. From a sta- 
tistical standpoint, he found the industry in 
favorable position, as for some time orders 
and shipments have been in excess of produc- 
tion. However, production has been quite low 
and there is much complaint of the unprofitable 
prices at which lumber is moving. After his 
return -to Chicago, Mr. Nelson made a short 
trip to. Toronto, Canada, and found conditions 
in the hardwood trade up there considerably 
better than they are in the United States. He 
arrived in Toronto too late to participate in the 
greeting to the King and Queen of England, 
but found the city still decorated and beautified 
and everybody still interested in and talking 
about the Royal visit. Lumbermen up there said 
it was quite noticeable that war news and scare 
headlines about the possibility of war had prac- 
tically disappeared from the newspapers during 
the visit of the King and Queen, and this was 
having a favorable effect on business. One re- 
sult of the Royal visit to Canada was a big in- 
crease in the demand for flags and lumbermen 
sold considerable material for flag sticks. 





700 Houses Built by Retailer During 
‘Successful Career 


RAVENNA, Ont10; May 29.—The twenty-fifth 
anniversary of the P. L. Frank Lumber Co. 
was celebrated at the annual stockholders’ meet- 
ing the night of -May 11. Besides marking 
the silver anniversary of the concern, the occa- 
sion likewise was the end of 25 years of con- 
tinuous service by the officers. The manage- 
ment, which is the same as at the time of in- 
corporation, is as follows: P. L. Frank, presi- 
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dent; L. J. Frank, vice president; M. O. Bald- 
win, treasurer, and L. L. Baldwin, secretary. 
_ While the lumber company is 25 years old 
in corporate form, it is the outgrowth of P. L. 
Frank’s contracting business established here 
in 1890. The lumber yard and planing mill 
opened in Ravenna in 1905. Branch yards in 
Kent and Garrettsville were bought in 1925. 
Following the business session, May 11, facts 
were revealed to show how closely the com- 
panies were related to the growth of the com- 
munities. Since coming here, P. L. Frank and 
his construction company have built 700 new 
houses besides doing innumerable repair and 
remodeling jobs. During the past 25 years, 
Mr. Frank’s construction firm has built six 
churches, eight Portage County schools, a hos- 
pital, a library, a theater, and many business 
and factory structures. 





Profitable Roofing Sales, Aim of 
New Executive 


Martin Carl Olson, former advertising man- 
ager for a roofing manufacturing company, 
has been appointed assistant manager of the 
roofing and allied products department of the 
Celotex Corp., Chicago, according to an an- 
nouncement by Henry W. Collins, vice presi- 
dent in charge of merchandising. Mr. Olson 
will center his activities on the development 
of merchandising plans to help retail lumber 
dealers establish profit- 
able roofing departments 
as important divisions of 
their business. Special 
attention will be directed 
toward the formulation 
of ideas which salesmen 
can use in telling a more 





M. C. OLSON, 
Chicago ; 

To Help Dealers 
Sell Roofing 





effective sales story. Well 
qualified for his new re- 
sponsibilities by a  suc- 
cessful background of 
experience, Mr. Olson 
comes to his new position 
with an enviable reputa- 
tion for his ability to 
assist dealers in bettering their roofing sales. 





Statistically, Southern Lumber 
Industry in Fine Shape 


Cuar.otre, N. C., May 29.—J. Alex. McMil- 
len, secretary of John C. Shepherd Lumber 
Corp., who recently returned from a trip 
through several southern States, says that in 
discussing market conditions he found lumber- 
men generally agreed that statistically the lum- 
ber industry is in very fine position. Com- 
menting on the situation, Mr. McMillen said: 


Stocks at the mills are lower; orders are 
exceeding production; retail lumber dealers’ 
stocks are low, and home building has been 
increasing. However, it seems that more 
and more in recent years we have been 
unable statistically to reflect the condition 
of stocks at the mills and shipments be- 
cause there have been so many small outfits 
supplying such a large percentage of the 
lumber that has gone into building within 
this territory. Building in this territory, 
particularly home building, has been better 
than in any other section of the country. 
Nowadays in this section much of the lum- 
ber that goes into homes is never carried 
in stock at the retail lumber yard, nor is it 
carried long at the lumber plant. Much of 
it is green when it goes into the houses, or 
partially dry; so, while the statistics to a 
certain extent are true, in part they are off- 
set by this condition.” ; 


Mr. McMillen believes that business in the 
near future will depend largely on conditions in 
Europe and the outcome of the coal strike. He 
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BUILDING REPORTS SHOW 
OVER 44% INCREASE ... 


ACTUAL CONSTRUCTION PERMITS 
ALSO MORE REMODELING -- MORE SANDING 


NOW! Your Golden Opportunity to 
CASH IN on this BIG MONEY... 


More new construction permits are in 
effect . .. more remodeling work .. . 
more floors to sand. Loads of lumber, 
paint, varnish, oil, seal, filler, wax, 
brushes, tools and other building sup- 
plies can be sold right now to car- 
penters, contractors, handymen, jani- 
tors and others seeking to rent floor 
sanding equipment. 
Imagine! You can get a _ Lincoln 
Speed-O-Lite sanding machine 
- . rent it out at $3 to $5 per 
day and sell more finishing 
supplies than ever before. Own 
Speed-O-Lite on easy terms. 
Use the Lincoln Merchandising 
Plan that pulls new business 
and holds it! 


New Lincoln Dustless Disc Sander 
Attracts Extra Dollars ! 


The very latest in portable 
sanding equipment. - 
tically dustless. Rent it out 
at to $3 per day to- 
gether with Speed-O-Lite, 
for combined rental fees up 
to $8 per day on both Yes! 
We can PROVE your fel- 
low dealers are INCREAS- 
ING their sales and yearly 
income a’plenty with this 
equipment and the Lincoln 
Plan. 













Equipped 
wit 
Floodlight 


16 tbs. 


WRITE TODAY for Full Details of the Lincoln Plan 
| . FREE TRIAL—Time Payment Offer and Circulars! 
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Loose Leaf Tally Books 


TALLY SHEETS with 
Waterproof Lines 
Samples and Catalog 
on Request 

Tally Cards Rules 

Crayon Gauges 

Rule Cases Hammer Stamps 

Pickaroons Marking Sticks 

Car Movers Leather Aprons 

Tally Pencils Load Binders 
Books for Lumbermen 


FRANK R. BUCK & CO. 


2133 Touhy Ave. CHICAGO, ILL. 
Car Door Lumber Rollers Sectional Board Rules 











GILBERT NELSON & CO. 


Public Accountants 


332 S. MICHIGAN AVENUE 
CHICAGO 


TELEPHONE HARRISON 0366 








Builders’ Commercial Agency 


ESTABLISHED 1890 
1321 Builders’ Bldg., 228 N. La Salle St., Chicago 
A rating guide to the Contracting trade of 
Cook County and Cook County dealers 
Telephone Randolph 4893 Collection and Mechanics Liens 


Vest Pocket Ready Reckoner 4, 3%c! ves, 


including a lumber calculator for standard sizes, log rules, 
estimated weights of lumber and miscellaneous useful lumber 
tabulations. . 50 cents. 


AMERICAN LUMBERMAN, Publisher, 431 So. Dearborn St., Chicago 
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finds buyers in the eastern and middle western 
markets holding back all they can, buying only 
for immediate needs, as they do not want to 
commit themselves far ahead under present con- 
ditions in Europe. 

Mr. McMillen, as sales manager for the John 
C. Shepherd Lumber Corp., keeps closely in 
touch with conditions in the lumber trade. 


Official Promoted; Production 
Facilities at Capacity 


New York, N. Y., May 29.—Samuel D. Van 
Vleet, comptroller of The Ruberoid Co., 500 
lifth Ave., here, manufacturer of asphalt and 
asbestos building products, has been elected to 
the additional position of secretary of the cor- 
poration, according to an announcement by 
Herbert Abraham, president. Mr. Van Vleet 
has been connected with the company for 
twenty-eight years. 

Full-time operation with three eight-hour 
shifts was ordered recently at the asbestos mine 
and mill of The Ruberoid Co. at Eden, Vt., en- 
gaged in the production of asbestos fiber used 
in the manufacture of asbestos-cement shingles, 
insulating materials, automotive brake linings 
and various other molded products requiring 
high strength or heat resisting properties. 








Conduct Courtesy Campaign 


SuLLIVAN, INp., May 29.—Lumber dealers 
here are taking an enthusiastic part in a locai 
campaign being conducted for more courtesy 
on the part of employees. The Sullivan Com- 
munity Club thought up the stunt. Each month 
the most courteous employee, exclusive of the 
manager, Owner or proprietor of any Sullivan 
business, will be selected by a committee of 
persons designated as investigators, but un- 
known to each other or to the public. 

These investigators will report at the end 
of each month to a central committee which 





Perfect Window Control 


ULLMAN 


UNIT SASH 
BALANCES 


Every dealer, every millwork 
manufacturer, should know of this most 
important improvement in Spring Sash 
Balances in 50 years. Tension of inside 
coiled spring changed by means of screw 
driver without sash removal. Always 
maintains balanced window. Steel, light 
weight, guaranteed for life of building. 










Today, write for literature, specifications. 


PULLMAN MFG. CORPORATION 
Established 1886 
1190 University Ave. Rochester, N. Y 


Eastman- Gardiner 
HARDWOOD CO. 


Laurel, Mississippi 








Manufacturers ' i 


Yellow Pine * ‘acstity 


Straight or Mixed Cars in both Hardwoods 
and Pine. We solicit inquiries for B and 
better Kiln-dried Finish and No. 3 and 
better Dimension and Boards, 4” to 12”, 
and Small Dense Timbers without heart 
specifications. Lengths up to 24”. 












Eastman-Gardiner 


Amemecanfirmberman 


will in turn announce the winner of a cash 
award. Each investigator will report the name 
of the employee he found most courteous and 
what made him that way. The selection then 
will be made. 

The trade reports already keen interest in 
the campaign and believes it will be of much 
benefit generally. Those in the lumber industry 
are trying to secure several of the prizes. 





Former Hardwood Statistician Gets 
Executive Post 


CINCINNATI, OunIo, May 29.—Many hard- 
wood lumbermen of the country will be inter- 
ested to learn of the appointment of Forrest C. 
Respess, national manager of the solid fuels 
division of Dun & Bradstreet, Inc., to the execu- 
tive staff of the com- 
pany with headquarters 
in New York City after 
June 15. 

For many years Mr. 
Respess was connected 
with the hardwood 
business as a statistical 
expert and efficiency 





F. C. RESPESS, 
Cincinnati, Ohio; 
Promoted by Dun & 

Bradstreet, Inc. 





engineer, and is better 
known in the hardwood 
circles of New York, 
Chicago, Washington, 
Memphis and Nashville 
than he is here, al- 
though Cincinnati is his 
home. His services with the hardwood industry 
included the position of statistician for the 
Hardwood Manufacturers Association at Cin- 
cinnati; a similar post with the American Hard- 
wood Manufacturers Association at Memphis, 
and director of statistics for the Hardwood 
Manufacturers Institute, Chicago and Memphis. 

Following the last connection, Mr. Respess 
was associated for a year with E. O. Robin- 
son, former president of Mowbray & Robinson 
Lumber Co., in statistical work here and at 
Quicksands, Ky. Later his work attracted Dr. 
Wilson Compton, manager of the National 
Lumber Manufacturers Association, who “bor- 
rowed” his services from the Mowbray & Rob- 
inson Co. for a time to aid in rehabilitating 
the N.L.M.A. 


Ohio Lumber Firm Suffers Loss 
of $200,000 as Blaze Razes 
Five Buildings and Stock 


SPRINGFIELD, OunI0, May 29.—One of this 
city’s most spectacular fires occurred in the 
early morning of May 20 with the burning of 
five buildings of the Clark County Lumber Co. 
and their near capacity stock of lumber and 
other building materials. The loss was _ set 
unofficially at $200,000, and was covered by in- 
surance. 

The fire was discovered at 1:30 a. m., but 
four fire companies could not bring it under 
control until 2:45. Realizi:g their inability to 
save the five structures and their contents, the 
firemen concentrated on saving the largest and 
most valuable building—the planing mill, which 
is full of valuable woodworking machinery. The 
office building was badly damaged by the flames, 
but company records remained safe in a vault. 

Plans were started for immediate construc- 
tion of new buildings. “Because our planing 
mill and its contents were not damaged we 
were able to continue business without interrup- 
tion,” said Homer W. Ballinger, vice president, 
treasurer and general manager of the concern. 
“We had several carloads of lumber in transit 
at the time, and immediately placed large or- 
ders for more of it and other materials as 
well.” 
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Observes 6Ist Anniversary of 
Entering Lumber Business 


Totepo, Oxn10, May 29.—Marking the sixty- 
first anniversary of his entrance into the lum- 
ber business, John P. Bartelle, secretary of the 
Kelsey & Freeman Lumber Co., on May 20 
was honored at the monthly luncheon of the 
Bartelle Club in the Willard Hotel. Mr. Bar- 
telle joined the newly formed firm of Barbour 
& Starr in Toledo on May 15, 1878, and since 
that time has been actively engaged in the mer- 
chandising of lumber. Mr. Bartelle also is sec- 
retary and treasurer of the Ohio Association of 
Lumber & Sash & Door Salesmen, which office 
he has held for many years. Mr. Bartelle, who 
is well known to lumbermen all over the United 
States, has spent much of his time in traveling. 
The Bartelle Club, named for him, is com- 
posed of local members of the salesmen’s or- 
ganization and retired lumbermen. Their an- 
nual dinner and get-together always is a feature 
of the annual convention of the Ohio Associa- 
tion of Retail Lumber Dealers. 





Well Known Shingles Again on 
Market as Mill Opens 


SEATTLE, WAsH., May 27.—Of general in- 
terest to the lumber industry is the announce- 
ment that the well known and highly reputable 
Clear Lake brand of shingles is again available 
to the trade after having been virtually off the 
market for a year and a half. The news comes 
to the AMERICAN LUMBERMAN from the Gray 
Lumber & Shingle Co., 445 Henry Building, 
this city, which is sales representative for the 
manufacturer. 

The mill at Clear Lake, Wash., has been 
reorganized, and will have eighteen machines 
cutting all grades, making it among the largest 
shingle mills this side of the line. Dan Giles, 
who was formerly manager of the Merrill & 
Ring mill, is superintendent and manager of the 
mill. The new company will be known as the 
Clear Lake Cedar Corp. The joining of the 
company’s former good -reputation and Mr. 
Giles’ considerable experience is expected to 
form a very satisfactory combination. David 
F. Morris is general manager of Clear Lake 
Cedar Corp. 





Lumberman Active Head in Drive 
for New Hospital Funds 


TEXARKANA, ArRK., May 29.—Arthur Temple, 
one of this city’s leading citizens, is heading 
the campaign to raise funds to provide a new 
memorial hospital to replace the present out- 
moded Michael Meagher Memorial institution. 

The position is one which Mr. Temple is well 
qualified by experience 
to fill. He is a former 
president of the Tex- 
arkana Chamber of 
Commerce, and former 
vice president of the 
East Texas CC. of Cuz 
president of the South- 





ARTHUR TEMPLE, 
Texarkana, Ark.; 


Heads Campaign for 
Hospital Funds 





ern Pine Lumber Co., 
president of the Temple 
Lumber Co., vice presi- 
cent of the Temple 
Cotton Oil Co. vice 
president and director of 
the Southland Paper 
Mills at Lufkin, Tex., 
and a director of the Texas & Pacific railway. 

Mr. Temple’s acceptance of the campaign 
chairmanship was very satisfactory to everyone 
concerned. “Under Mr. Temple’s leadership, 
we feel assured of success,” said W. E. Bann, 
president of the hospital board. “The move- 
ment is now going ahead under his direction.’ 
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It is planned by Mr. Temple to enlist a corps 
of public spirited men and women of the city 
as volunteer workers to achieve the goal. The 
lumberman has expressed himself as_ being 
proud of heading the organized movement for 
a community project which will be so beneficial. 





Texas Association Head Gives 
Impression of Fair in East 


Austin, TEx., May 29.—F. W. Sternenberg, 
of Kuntz-Sternenberg Lumber Co., of this city, 
who recently was elected president of the Lum- 
bermen’s Association of Texas, with Mrs. Stern- 
enberg, has just retirned from a trip to Wash- 
ington, D. C., and to the World’s Fair in New 
York City. Mr. Sternenberg attended the an- 
nual convention of the National Retail Lumber 
Dealers’ Association in Washington and was 
impressed with the fact that that convention 
was devoted strictly to business, and discussions 
and analyses of many national problems that 
confront the lumber dealers, as well as whole- 
salers and manufacturers throughout the coun- 
try. Following the convention, Mr. and Mrs. 
Sternenberg spent a week visiting the World’s 
Fair. Giving his impressions of the Fair, Mr. 
Sternenberg said: 

“Like most fairs, this we found still in- 
complete. Some of the exhibits are not even 
started, while a good many others were go- 
ing at top speed. We found many interesting 
things and, though we did not attempt to 
visit all of the exhibits, we felt that we cov- 
ered most of those that were of particular 
interest to us. Much to my surprise, I found 
the Italian exhibit and building to be the 
best at the Fair. They certainly erected a 
magnificent, artistic building and the entire 
exhibit showed progress in every line of in- 
dustry throughout that country. When com- 
pleted, the Rusisan building probably will be 
the most imposing structure on the Fair 
grounds. This building, however, had not 
been opened up to the time we left. 

“Various building materials of every 
known description were well represented. 
One could learn everything about the many 
substitutes now being used in place of lum- 
ber, and, of course, there were many new 
scientific ventures illustrated which we found 
quite interesting. One trouble we encoun- 
tered at the fair was that even though the 
guides were equipped with information 
wands, they were very poorly informed, and 
it was extremely hard to get correct and sub- 
stantial information. 

“The transportation system is the best I 
have ever known at any fair, and I have 
seen every world’s fair in this country for 
the past thirty-six years. One can go from 
any uptown hotel to the fair ground gates 
in fifteen to twenty minutes. The Pennsyl- 
vania railroad operates a train from the 
Pennsylvania station to the fair grounds 
every ten minutes. The crowds are handled 
with all the speed necessary, both entering 
and coming out. In addition to the railroads, 
subway, buses and other motor transporta- 
tion are being used.” 


Mr. Sternenberg had the privilege of intro- 
ducing to the National convention Jesse H. 
Jones, head of the Reconstruction Finance Cor- 
poration, whose address was one of the fea- 
tures of that meeting. 





Dealer Installs Modern Paint 
Conditioner 


Union Prer, Micu., May 29.—The Union 
Pier Lumber & Supply Co., retail lumber firm, 
here, has just installed a Red Devil paint con- 
ditioner in its paint department. The condi- 
tioner, readily adjustable to handle all sizes 
of cans, from the smallest to the one-gallon 
size, agitates the paint thoroughly and pro- 
vides the customer promptly with paint suit- 
able for immediate use. The conditioner is a 
product of Landon P. Smith, (Inc.), Irving- 
ton, N. J., manufacturer of Red Devil paint 
and glazing tools. , 





The State Forest Service, Mississippi, is dis- 
tributing educational kits to the schools show- 
ing the manufacturing stages of forest products 
industries in the State. 


Amemcanfiumberman 
The Built-Up Roof 


A valuable little book with the above title, 
edited by Bernard Sachs, and comprising ma- 
terial which has been tested and passed upon by 
the industry as a whole, having appeared over 
a period of years in the American Roofer, has 
just been issued and may be obtained for $1. 
The booklet has 80 pages and 80 illustrations, 
and is the only volume devoted solely to the 
application of built-up roofing. It contains com- 
plete details of necessary equipment and ma- 
terials, the roof crew, hotstuff and heating, pre- 
paring, applying, flashing, insulation, and re- 
pairs of roofs, with a chapter on estimating 
costs and one on prevention of accidents. 





Hymeneal 


LUDER-BOEHM—tThe marriage of Miss 
Ruth Christine Boehm, Marshfield, Wis., to 
Carl Otto Luder, associated with his father, 
O. C. Luder in the O. C. Luder Lumber Yards, 
Marshfield, took place in that city on May 15. 
Following an extensive wedding trip into 
Canada, the young couple will make their 
home in Marshfield. 


BISHOP-HOPPER — Announcement was 
made at a tea given by her mother, Mrs. Cora 
Hopper, at the Little Grey House, Columbus, 
Ohio, recently ,of the coming marriage of 
Miss Roberta Hopper, Johnstown, to Doyle F. 
Bishop, of Centerburg, Ohio. The marriage 
will take place June 24 in the Methodist 
Church in Johnstown. Mr. Bishop is asso- 
ciated with the Bishop Lumber Co. in Center- 
—- where the young couple will make their 

ome. 


FRANK-KLEIN—The engagement was an- 
nounced on May 20 at Boston, Mass., of Miss 
Helen Bernd Klein, of Macon, Ga., to Abbott 
Frank, of Brookline, Mass. The marriage 
will take place in July. Miss Klein studied 
at Boston University and was graduated 
from the Georgia-Alabama Business College. 
The prospective groom is purchasing di- 
rector for L. Grossman’s Sons, retail lumber 
firm at Quincy, Mass., also operating a num- 
ber of branch yards in other sections of that 
State. Mr. Frank is a graduate of Harvard 
College, class of 1931, and of the Harvard 
School of Business Administration in 1933. 





Residence Construction Costs 


Following are index numbers of construction 
costs (based on 1926-29 average as 100), com- 
piled by E. H. Boeckh & Associates (Inc.), 


Cincinnati, Ohio, covering residences, frame 
and brick: 1926- 

1929 1937 1938 May 

AREA— Ave. Avg. Avge. 1939 


Atlanta ........ Frame 82.7 79.0 81.6 82.8 
Brick 87.0 85.1 85.0 86.1 


Baltimore ..... Frame 107.2 88.8 91.9 93.2 
Brick 112.0 93.2 94.8 95.0 

Birmingham ....Frame 91.7 80.5 86.3 87.8 
Brick 96.7 86.4 89.5 90.9 
ee Frame 116.3 103.3 104.1 105.7 
Brick 120.3 110.5 109.4 110.0 
oO ee Frame 109.2 104.8 107.9 110.6 
Brick 114.2 110.7 110.6 112.2 
Cincinnati ..... Frame 100.5 98.8 100.4 102.6 
Brick 105.0 106.1 105.1 105.6 
Cleveland ...... Frame 107.2 105.1 105.8 106.8 
Brick 113.4 112.3 109.8 110.1 
DAURS <.ccvvces Frame 103.1 89.9 91.2 96.3 
Brick 107.3 95.2 92.6 96.5 
Denver .. .... .-Frame 95.0 111.9 109.0 111.0 
Brick 99.7 112.7 109.4 a 

DSC. ...0 esis Frame 103.3 93.9 97.1 : 
. Brick 108.4 100.7 101.8 beni 

K as City ...Frame 100.3 95.8 102.5 A 
eins - Brick 106.5 104.4 107.8 te 
Los Angeles....Frame 92.7 93.4 89.7 . 
. Brick 97.9 97.3 95.6 Bey 

Mi apolis ....Frame 92.8 101.6 101.2 < 
seiieneaiiihid Brick 98.2 107.6 105.5 104.8 
Ne Orleans...Frame 93.3 83.4 86.3 88.6 
- Brick 96.3 87.0 87.5 90.4 
York City.Frame 133.3 110.5 118.9 121.9 

en . Brick 138.4 115.8 121.4 123.1 
hi:adelphia ...Frame 100.3 91.4 93.8 98.0 
7 s Brick 106.3 98.0 98.5 101.5 
Pittsburgh .....Frame 113.3 109.8 112.7 113.8 
. Brick 118.8 117.5 116.4 117.3 

St. Louis ......Frame-:118.6 98.2 104.1 107.2 
Brick 121.1 106.5 108.5 110.3 


San Francisco..Frame 87.7 96.7 97.7 98.7 

Brick 93.7 104.3 105.3 104.7 
84.5 92.6 96.5 96.3 
92.2 103.5 104.3 104.1 


Seattle ......... e 


Fram 
Brick 
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FRANTZ ANNOUNCES 
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On 









Here is big news! ‘‘Over-the-Top’’ Door Equipment has 
a baby brother! Yes, the device that startled the build- 
ing field back in 1930 with its radically new principle 
and amazing simplicity has an ‘‘understudy.’”’ Frantz 
introduces JUNIOR ‘‘Over-the-Top’’ Light Door Equip- 
ment . . . a lighter, inexpensive, yet none the less 
efficient model . . . especially designed for doors weigh- 
ing up to 150 lbs. and within the limits of 6’-6” to 7’ 
high and up to 8’ wide. It sweeps away the last vestige 
of overhead door sales resistance of the mass market. 
Strike while the iron is hot. Write today! 


FRANTZ MANUFACTURING COMPANY 
Sterling, illinois 


FRANTZ 
Geuarareteed BUILDWARE 











—the perfect mater- 
ial for glazing wood 
or steel sash and 
general patching 
purposes instead of 
ordinary putty. Does 
not dry out, crack 
or peel away. Sets 
to rubber-like con- 
sistency. Dept. G 


MACKLANBURG-DUNCAN CO Oklahoma City, Ui.la. 
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Richard Shipping Corp. 


44 Beaver Street, NEW YORK 


Ocean Freight Brokers 
and Contractors 


Foreign Forwarders, Customs Bro- 
kers. We handle all classes of cargo 
and attend to collectior of invoices. 


Special department handling export lumber shipments 








LEMIEUX BROS.,INC. 


FORESTERS — TIMBER ESTIMATORS 
APPRAISERS — CIVIL ENGINEERS 
410-11 Maritime Bg. NEW ORLEANS, LA. 








FRED C. KNAPP, Portland, Or. 
BUYS AND SELLS 


WESTERN TIMBER LANDS 
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THIS WEEK’S LUMBER PRICES 


SOUTHERN PINE 


East and west side mills have reported the following average f. 0. b. 
on southern pine to the Southern Pine Lumber Exchange, 


made in the period May 





19-25, 


but, 


L where prices 
prices for the month to date have been 


mill sales prices 
New Orleans, La., for sales 


for this period were not available, 


inserted and starred (*): 














West East West East West East West East 
Bide Side Side Side i. 2 Side Side Side Side 
Flooring, Standard Surfaced Finish o. 2 Fencing & CM . 
Lanagehe 10-20’ ‘ Standard Lengths wig tA ~ pee 
1x3 rift— Bé&better Se eninks 16.70 16.38 2x4 
B&btr Sht. 56.76 57.75}/Inch thick— EEG cwcess 19.31 19.17 = & 14 apt sae 
No. 1, Sht. 47.25 ret 6 ween ees 5 9. 
No. 2’..... 35.50 *38.60/¢ <1'°°'"" 51.07 47.90) No. 2 Shiplap and [18 & 20... 25.39 21.78 
1x3 flat ay oo ee 50.48 46 44 q, Boards, Std. Leth. (22 & 24...*26.00 .... 
grain— 1x10 32212 55.03 54.99! Shortieatf— 2x6 
Bé&better.. 39.54 38.8511x5 52.82 52.63 1X8 «+--+: 21.93 20.07 
et ee | D> é 1x10 9 12 & 14 18.30 17.10 
No.1 ..... 35.82 35.46/12 02222! eT a eee: SEOEEOS .....-- 2081 3008 
eden mar ren EN ements | SEES tu? ita 
B&btr Sht. 55.25 59.13]5¢10 .:°"* 66. ‘1 No. 3 Fencing: 22 & 24." . a 
No. i, Sht. 48.50 *49.25 5&10 ..... 66.53 70.13) standard Lengthe mS 24... 24.88 27.75 
Tt eee 34.00 cece cet ’ 7 
sme EF C— a ei foes lPersss & 34... S090 18.98 
grain— Inch thick— int Gil" GEES akaete c-::--- 3256 280 
B&better.. 40.83 39.65/4 ........ 48.00 41.75 mu S118 & 20... 22.69 20.81 
NO. 1... 2465 25-44)6 000.02, 44.50 *42.30| Ne. 8 Shiplap ana |22 & 24...°24.25 27.75 
(eee 19.72 18.8615 ..ccccee 44.43 *43.55 2x10 
1x5&10 48.86 51.75 ae ee «413 & 14... 23.05 20.75 
Ceiling, Standard ae sae water 63.56 *66.03 ae 17.42 16.95 ee 20.63 20.93 
——_. Rough Finish 1x10 “222. ee Same © Sc’ “esges 
B&better.. 34.80 34.25 meee” acral ar —— ee 
og 1 wiaecwese 31.75 1.60]! Inch thick— No. 1 Shortleaf be & 14 3° ape 
.y .« eee eee ei. AR Q4 AGDRHL . £a-DPmensiom 44% ««#e##e#e.8 . Oo. 
%x4— B crccsree Bae gee 2 — a  Bagete = 22.43 26.81 
ener... 35.18 34.00ig °° -- 42.88 *46.57|12 & 14 94.81 22.151)20 ....... 27.72 %23.50 
_& pee 34.31 32.6011 x5&10 ... 49.00 952.06]16 ....... 25.02 23.1322 & 24... 34.00 °28.00 
No D aeeus 20.21 20.35112 ....... 67.75 *73.00 . S a sree 25.29 
5&6/4 22 & 24 37.00... No. 3 Dimension, 
a ee thick— 2x6 Random Length 
s S gerapesaial 4.75 *59.65|12 & 14... 20.18 19.94], 
B&better..*46.63 46.33112 ..°°°°°977'50 74.75]18 ------- 22.60 19.98 leaf 16.43 14.15 
22 & 24 34.36 *28.73 Shortl’f & Long!l’t— 
Drop Siding, Standard | Casing, — & Jamb | 2x8 . : 
Lengths, 1x6” 0-20’ 12 & 14 22.08 20.73)2x6 ...-... 13.96 13.88 
No. 117— pa&better—  Babaaas os oeas ae tees cites 
Bé&better.. 37. Li. 0.25 *57.00)18 ------- 2 4.81 25.00) 2424 <---> . -S9 
Be et of. $7 34 037-78 )55 a eai mre = = ann ae 22 & 24 —BR EQ 627.63) 2X12 ..... 16.95 *15.50 
No. 116—" “| 1x5&10'.). 60.88 *60.97| 210 
B&better..*43.57 *40.00 } Sone 31.92 28.56]/Timbers, 20 & Under, 
ae 43.12 *38.36| No. 1 Fencing, 10-20’ es aa ae aca 31.89 29.25 No. 1 
Assorted patterns— —_...... 39.60 38.72 ae 30.96 29.48 Longleaf— 
B&better.. 44.00 39.98| 126 37 og sage [18 & 20... 32.67 31.41/3x4 & 4x4. 56.00 
No. 1 ae ae ft ‘96 39.36)22 & 24... 41.50 32.50] Shortleat— 
5 eee arate No. 1 Shiplap and 1 i me ac = os pga 24.00 
PI 4 2 35.23 30.94)4x6—8x§ 26.34 21.92 
water Lath Boards, 10-20’ OR ceanaes 35.40 31.13]3&4x10 ... 31.00 24.00 
rex1% ee _ ee 39.98 36.79]18 ....... 37.69 34.03]5x10-10x10 30.00 24.00 
a ee -2e 4.34 1x5&10 41.78 45.61 OP i kswees 38.50 *34.2913&4x12 ... 37.00 *30.00 
Ms OS é%a4% 3.16 ae SAE weecc 52.59 59.33]22 & 24... 45.20 *40.00]5x12-12x12 36.82 28.00 
WESTERN RED CEDAR WESTERN PINES 
Following f. o. b. mill ric na 
Seattle, Wash., May 27.—Prices for red | sales were reported to the Sete tee ae 
cedar siding in mixed cars, new bundling, | Sociation by members during the period from 
8 to 18 foot. f.0 ‘ P May 15-20, inclusive. Averages include both 
» f.0.b. mills are: direct and wholesale sales, and are based on 
Beveled Siding, 44-inch specified items only. Quotations follow: 
a Ponderosa Pine 
Clear “A —" SELEcTs, S2 or 4S— 5/4x8 6/4x8 
4-inch ............. $26.00 $23.00 $20.00 1x8 &wdr. & war. 
PE” iccuneawhericg 30.00 25.00 23.00 2 Se eee $58.94 $69.50 $68.25 
SES: 33.00 29.00 27.00 DRL ... eee ee eee 39.61 47.67 47.00 
Clear Bungalow Siding, %-inch SH; spin Ae ee $38.58 320.45 
SFR Eee EAE $52.00 G/4 wreceeeeececcereccereecs 33.48 22.69 
POENER covscceccccareccsgecccsscusescs 58.00 | Commons, S2 or 4— No. 2 No. 3 
SON KUAWaeN hi eeob ask Secbcdoeeeahees 68.00 I: ae eee e reece ces c ees es 3-6 
ws Ld cece erecccesesceeesens e 18.86 
Finish, B&better, S2 or 4S, 6-16’ oe ee ee Pre eer $12.09 
Idaho White Pine 
S2S or S4S 5-6/4x8 
1x 8” or Rough SELEcTs, S2 or 4S— 1x8 & wdr. 
ede KSPR e se res vere scweesbetesees $ kL ere $71.92 $91.12 
Behe taalktreaadedtee aad deta neaheanaoe 85°00 GEUBEIEY GO) Fibs. soe ce ceecs 43.13 67.67 
axa” 222222, 98:00 | Commons, 82 or 48— 
re | Serer 100.00 Gee reciting ee) 
SE i fa ul s te, Ws sds: Se dnc as ee ee a oc — 
ROO ooo cccccccsiissssececceceeccccce EEEOS | BEAR coeeeseseeees $34.19 $29.88 $22.05 
hap ceuitndGekns saa beth ted 120.00 tt 68.87 38.63 24.54 
ereesacy (ICO. 9) @76 FEW Mike. 6 cece ccwss $15.99 
Ceiling or Foloring, B&beter, 4-16’ ‘ Sugar Pine 
_ SELEctTs, S2 or 4S— 1x8 5/4x8 6/4x8 
Gaga *t0Stssreererereccresconcveroarses $33.00 & war. & war. & war. 
CF OCCERECEOCHO 640006660 COV COORD EES 38.00 ae a *$69'66 eye) 5 mate 
, SE sawed ioe een 2. 8.00 67.00 
Discount on Mouldings 6-20’, Odd Lengths D RL 4 cccvccccoes 52.50 51.81 53.50 
Series 8000— SHop, S2S No. 1 No. 2 No. 3 
Edeting wnder_$6........cccccvccsvcese S&S ye $39.33 = $26.11 $21.48 
EACINE G6 GRE CUO vec c ccc cccccvcesei 50% io ete e eee e eens ye aces et: 
Tre eee d ‘ 1.07 
Clear Lattice, 5/16”, 4 to 10’ Larch-Douglas Fir 
100 lin.ft. Di si 2 
0 Er. (0.33 | Dimension; No. 1) 2x6@8 000220222222212 58°38 
19. Rc hklt a aie hacndairies eee ke eacaeems rate 137 moerdaae Wo. 3, GEOvVER., 128.00 cc ccccccacvse 19.19 
Me” “wessle wes oeabuaeseee dud be cetenstels -50 Flooring vert. gr., C&Btr., 


ieee ences 31.77 





DOUGLAS FIR 


Seattle, Wash., May 27.—Current quotations 
f. o. b. mill on Douglas fir items in mixed 
ears for rail shipments direct to the trade 
appear below: 


Vertical ae Neue 

B&B Cc D 

ere errr $35. 00 $32.00 $22.00 
Flat Grain Flooring 
PER. cis cadlnsteg nomen $24.50 $22.50 $20.00 
BE -csinccte nase eens 29.50 27.50 22.00 
Drop Siding 
1x6 Pat. No. 106....$29.50 $26.50 $21.00 
1x6 Pat. No. 116.... 29.50 27.50 21.00 
Ceilin: 
er $24.00 $22.00 $16.00 
BE. ta -20bbetacwnamen 24.50 22.00 16.00 
Common Boards and Shiplap 

1x ix8 1x10 1x1 
Ie & ccces $18.50 $18.00 $18.00 $22.00 
Re cee 15.00 15.00 15.00 15.00 
Os SB vives 10.00 10.00 10.00 10.00 

No. 1 her — 

20 
BEE vcicvcces $19. 30 $19. 50 $21. 00 $22.00 $21.00 
Be GS ccces ° 8.50 8.50 9.00 20. 00 20.00 
BS veeevess 18.50 19.00 19°50 20.50 20.00 
eae 20.50 20.50 21.00 21.60 21.50 
2x12 ..2..... 22.00 22.00 23.00 23.00 23.00 


No 1 Common Rough and/or Surfaced 
T 


bers 
4x10 planks 20 feet and shorter and 
EE nc ohasaane voor tepencen ee eewieae 
12x12 20 ft. ‘ana shorter. a aineee kid ‘Kae 


6.5 
12x12 32 to 80 feet... cccccccccccccees inee 





NORTHERN HARDWOOD 


Following are prevailing quotations f, o. b. 
Wausau, Wis., on northern hardwoods: 


No.1 No.2 No.3 

Brown Ash— FAS Com. Com. Com. 
aE weeees - - $57.00 $47. 60 ty 00 ty 00 $18.00 
OS ve .- 62.00 62.00 41.00 28.00 19.00 
6/4 .e-- 67.00 67.00 48.00 32.00 19.00 
ee 72.00 62.00 651.00 384.00 20.00 
No.1 No.2 No.3 

Basswood— FAS Sel. Com. Com. Com 
gg eee $78.00 $68.00 $50.00 $26.00 $19.00 
are ( weeenee . 83.00 73.00 55.00 29.00 21.00 
SFE nceves ..- 86.00 76.00 66.00 31.00 23.00 
, eee 93.00 83.00 66.00 33.00 23.00 
Tre seteenen 103.00 93.00 73.00 45.00 .... 
12/4 ~e---108.00 98.00 78.00 50.00 .... 
3/4 .eeeeeee 70.00 60.00 41.00 24.00 .... 
Key stock, 4/4 . 1 ang pothee. Og or on 
grades, FAS, $88; 1, $68; 5/4, No. 1 and 
betters, $83, x, on R.S} Pas, $93; No. 1, $78. 


No.1 No.2 No. 3 


Hard Maple— FAS Sel. Com. Com. Com. 
eer .-$68.00 $53.00 $45.00 $28.00 $14.00 
Sear - 73.00 68.00 50.00 32.00 16.00 
6/4 . . 78.00 63.00 53.00 384.00 16.00 
WPE siccesee 83.00 68.00 68.00 34.00 17.00 
eee -- 83.00 68.00 68.00 85.00 17.00 
ae 98.00 83.00 66.00 40.00 .... 

a 98.00 83.00 69.00 40.00 .. 

ee 118.00 103.00 81.00 43.00 .. 

eee 118.00 103.00 81.00 43.00 .. 
ae 158.00 143.00 121.00 .... .. 
No.1Com. No. 2 No. 3 

Soft Elm— FAS & Sel. Com. Com 
BFE oc «+» $47.00 $37.00 $26.00 $18.00 
ae sceveneae 42.00 28.00 19.00 
OO cctcovses 52.00 42.00 28.00 19.00 
, ae - 55.00 45.00 1.00 19.00 

10/4 -- 58.00 48.00 $3.00 ene 

BBE icacccucs 3.00 53.00 38.00 nee: 

No.1 No. 2 No. 3 

Rock ae FAS Com. Com om. 
BSE ncccvccccsee $32.00 $20.00 $17.00 
5/4 .. $e 55.00 37.00 22.00 19.00 
| err 65.00 5.00 24.00 19.00 
BIE cosccceecs. Ee 55.00 29.00 22.00 

1O/4 ccc -- 80.00 65.00 1.00 ae a 

BB/E cc cevcoce 90.00 75.00 46.00 27.00 

No.1 No.2 No.3 

Birch— F el. Com. Com. Com 
eS $76.00 $64.00 $45.00 $26.00 $16.00 
BEE csese : 81.00 69.00 50.00 32.00 17.00 
ere 86.00 74.00 65.00 37.00 17.00 
BPE cécs-enes 91.00 81.00 65.00 40.00 18.00 

BG s¢eecewe 96.00 86.00 74.00 45.00 .... 

eee 101.00 91.00 79.00 60.00... 

Me: excess 2156.00 146.00 122.00 .... «e. 
Ble cccecens 68.00 58.00 40.00 23.00 ... 
ee 70.00 60.00 438.00 24.00... 

No.1 No.2 No.3 

Soft Maple— FAS Com. Co Com. 
DE hnweasewsé eeue $61.00 $43.00 $25.00 $16.00 
DE sadherncia dee 66.00 46.00 29.00 17.00 
| ee 76.00 651.00 34.00 17.00 
Seer ee 81.00 656.00 84.00 18.00 
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June 3, 1939 


Current Market Review 


Softwood bookings in the two weeks 
ended May 20 exceeded by 23 percent 
those in the corresponding period last 
vear, but fell behind current production, 
which was 26 percent ahead of last year’s. 
Mill stocks continued appreciably below 
last year’s, and unfilled orders above. 
Building contract and loan figures fore- 
cast a more active demand on the mills, 
and in fact yards in practically all sections 
report increases in sales that necessitate 
their coming into the market. In the East, 
trade is still draggy, but numerous large 
projects are going ahead in Middle At- 
lantic States, and the Northeast is start- 
ing on a large program of repairing last 
year’s hurricane damage to structures. 
Middle West demand, especially for sub- 
urban home and farm building, has be- 
come more active. While consumption is 
large in California, the market seems to 
be temporarily oversupplied. Southern 
demand has recently increased. Orders 
from all sections are being held close to 
immediate requirements, for with larger 
imports from Canada possible, and also 
larger supplies from Northeast down 
timber, there is no expectation of a short- 
age. There is also to be considered the 


possibility of lower rail rates from the 
South. Prices generally are reported 
steady, but commons, because they are 
required in larger proportion at the be- 
ginning of the building season, are 
stronger than uppers. The mills seem to 
be producing on well-founded hopes for a 
larger sales volume in the second half of 
the year, but the fact that supply of nearly 
all items continues easy, prevents any 
firming of prices except on items in which 
shortages are disclosed. 

Hardwood sales in the two weeks 
ended May 20 was 60 percent above last 
year’s for the same period, while, on ac- 
count of the low level of prices, produc- 
tion was held to 2 percent above last 
year’s. The trade has been encouraged 
by an increase in flooring sales, and by 
heavier foreign orders and _ inquiries, 
while it expects that the furniture fac- 
tories will release a good volume of or- 
ders after the June shows. Offerings 
from mills not complying with the Wage- 
Hour law tend to cause market unsettle- 
ment, but the statistical position of the 
industry is giving a somewhat firmer tone 
to prices. 





OAK FLOORING 


Following are current quotations on oak 





flooring in carlots, f.o.b. Memphis and John- 
son City, Tenn., and Alexandria, La., as points 


of origin. 
}8x2%" 3x1” %x2” %x1%” 
Clr. qtd. wht....$84.00 $68.00 62.00 $61.00 
Clr. qtd red..... 67.00 63.00 56.00 56.00 
Sel. qtd. wht.... 62.00 50.00 51.00 45.00 
Sel. qtd. red... 59.00 51.00 50.00 45.00 
Clr. pln. wht.. 61.00 49.00 54.00 46.00 
Clr. pln. red.. 59.00 51.00 47.00 47.00 
Sel. pln. wht.... 57.00 46.00 44.00 39.00 
Sel. pln. red.... 57.00 50.00 40.00 40.00 
No. 1 com. wht.. 49.00 42.00 36.00 31.00 
No. 1 com. red... 49.00 44.00 34.00 33.00 
No. 2 common... 33.00 31.00 25.00 20.00 
x2” 47 - ae 
Cit. GH. Sie ssacciewenad $74.00 72.0 eae 
Cle. Me Wes cvccicsevs 70.00 68.00 seeks 
se eee ee 62.00 60.00 mere 
Beks GHG; DORs os ccdeess 0% 62.00 60.00 a 
OE EE EE 60.00 58.00 63.00 
Cle. Bee wines cccncas 60.00 58.00 58.00 
ee ere 55.00 52.00 55.00 
MO: Selly Dera ssccese cee 54.00 52.00 53.00 
MO. | GO. Webs ccvccces 46.00 47.00 44.00 
WO. 2 GORE. FO. ccscicce 45.00 42.00 42.00 
No. 2 GOMMOM. ..cccccces 32.00 27.00 : 


New York delivered prices may be obtained 
by adding to the above the following differ- 
entials figured on Johnson City origin: For 
t?-inch stock, $8; for %-inch, $4; for %- and 


ts-inch, $4.50. 


Chicago delivered prices may be obtained 
by adding to the above the following differ- 


entials figured on Memphis origin: 


For 


t#-inch stock, $6; for %-inch, $3; for %- and 


ts-inch, $3.50. 


WEST COAST LOGS 


Seattle, Wash., May 27.—Average prices of 
logs are as follows: 

Fir: No. 1, $22-23; No. 2, $16-17; No. 3, 
$10-11. Peelers, No. 1, $32; No. 2, $27-28. 

Cedar Shingle logs $18-19; lumber logs, $30. 

Hemlock: No. 2&3, $9.50-10.50. 


RED CEDAR SHINGLES 


Seattle, Wash., May 27.—Below are listed 
average prices received for Certigrade red 
cedar shingles sold direct to the trade: 





Royals: 
PRESEN 4 ciowusstoas posited so etas bates $4.40-4.50 
ET EU <a yalca 0 Sienersierhcasacerad a weak mnarante 3.00-3.20 
BN hea Cia Siew wine 0 maaoudceiansaveentatn ee 2.00-2.10 
Perfections: 
Sf ce re re $3.50-3.60 
2 . . S er 2.40-2.50 
OE ED oid vias. bao a 0ae ed seeue gees 1.90-2.00 
XXXXX: 
ee ED 15.0 :n'w 0 0:5 4 410s ols. 00 eRe de weinS $3.10-3.20 
Se ee ee or rr ee eer 2.30-2.40 
SOME GEO Sis caw cd ore) CER 1.65-1.75 





MAPLE FLOORING 


Michigan and Wisconsin flooring mills re- 
port the following prices realized f. 0. b. 
flooring mill basis, during the week ended 


May 27: “ 
Third 
$40.20 


Second 
$55.28 


First 
ec eRe $69.55 





§2x2%4 





TIDEWATER RED CYPRESS 








Jacksonville, Fla., May 27.—Following is a list of wholesale prices on tidewater red cypress, 
f.o.b. Jacksonville: 

Grades 4/4 5/4 6/4 8/4 10/4 12/4 16/4 
Tank, RW&L, rough..... re ; $104.50 $115.75 $137.00 $137.00 $144.00 
FAS, RW&L, rough...... $69.50 $81.50 90.50 104.75 118.00 118.00 124.50 
Select, RW&L, rough.... 62.56 74.50 74.50 79.75 91.50 91.50 100.50 
No. 1 Shop, RW&L, rough 47.50 58.50 66.50 71.25 79.50 79.50 87.50 
Box, RW&L, rough...... 26.75 28.75 28.75 27.75 
Peck, RWL, rough...... . 26.00 28.00 28.00 29.25 OFPRESS SHINGLES 
“A” Finish, RW&L, S48... 78.25 90.25 93.25 108.25 in $6.55 $7.80 
“B” Finish, RW&L,-S4S.. 71.75 83.75 83.75 91.75 Primes 18”.... 4.80 5.60 
“C” Finish, RW&L, S4S.. 68.75 80.75 80.75 88.75 ey were eee ee 
“D” Finish, RW&L, S4S.. 65.75 77.75 77.75 80.75 CYPRESS LATH 
No. 1 Com. RW&L, S4S.. 61.00 66.00 66.00 67.00 %xX1% x82" ... 3.00... 

, No.1 No. 2 
No, 2 Com. RW&L, S4S.. 40.50 42.50 42.50 41.50 %x1%x48” ...$4.95 $3.95 





83 
CAROLINA PINE 


Following are prices realized Norfolk rate 
of freight on sales made during the week 
ended May 23: 


Flooring 
No. 1 No. 2 
Bé&btr. Com. Com. 
errr ee re $43.25 $39.90 $23.75 
BO aie a adcatiaiaey aioe 41.30 38.95 23.40 
Ceiling 
WO  cions Wisk eae $24.70 $22.30 $14.20 
Finish, Dressed, B&btr. 
NE ierlereia:o sraiefeate $46.90 MD. iv o0% ore 04 $58.80 
SUR exams aids aie ee 46.85 >) Saris 71.90 
Lo Dee ePaper: 47.65 Ta | ae 68.10 
BE are susie 4 hale 49.50 GUSRES 566k ae 76.20 
Boards, Dressed 

No. 1 No. 2 No. 3 
Com Com. Com 
We is Bh athe balewsaee $42.10 $21.05 $15.85 
BM a We pets Shins SRS 39.05 19.25 16.40 
| ASPs at Sree 39.20 20.95 16.70 
OE Le Pee ae ee 38.70 21.30 16.65 
DOE aids wee Ao wea 47.80 22.50 sts 

UU Nara Sie-eisiee bist 58.05 25.25 ae 

Boards, Air Dried or Roofer Grade, 
No. 2 Common Dressed 

Geer re ee $16.35 Ea rer es oer $21.90 
RE Se ee te aseats et a eee nee 21.40 
BAN sci Avets Raima wie 20.00 i) ar Le. Te 22.05 
Shortleaf Dimension No. 2 Common, Dressed 
8 to16 18 & 20 
MN ictca che comin nad enw eienicn ete $20.10 $26.00 
BN slo nx ola Ces giase eae eae 20.10 23.80 
A Se ee ee ah ne ese 21.35 24.05 
I or hie fe ctatere aug sibtlgcs tinscroueoe hee 23.05 28.45 
BEE 355. a diode enw as been eect 23.10 28.45 





F. O. B. MILL PRICES OF 
SOUTHERN HARDWOODS 


Following are ranges of f. o. b. mill prices 
on rough, air dried southern hardwoods, 
from reports of sales made during the week 
ended May 29: 








ne Red Gum | Mixed Oak | 
M/A anes 74.00@ 75.50 > Bethy dete cane 
ee ible’ 50 “4s TC ese gictyt 
| ee 13.00@7635 | ee ee 
No. 1 & Sel.— Dunnage— 
ET ee 27.50@29.00 | 474... 8.75 
Plain Red Gum 
No. 1 & Sel.— Plain Poplar 
SF8- now cs 29.00 ey & Sel.— ~— 
regalia atin eae, Be 43.00 
SOE i sake sc.c0geese | ae ida 
$/ seteee poy TS gree 50 
No. i & ae1— . “ eee 24.50@ 33.50 
Re 22.00@26.00 | gq ‘°° '" 33.50 
>, eee -24.00@25.00 | No. 3°B Com— ~~ 
ie ee 24.00 @27.00 afaik 14.00 
oS Sees 26.50@31.00 ee . 
sh 
Plain Sap Gum No. 1 & Sel— 
+ re eee 39.00 
4/4 ......29.75@31.00 Soft Maple 
No. 1 Sel.— FAS— 
hy aes 19.00@21.75 | 4/4 WHAD47.75 @55.50 
= i, 26.00 | No. 1 & Sel.— 
tia 24.50 | 4/4 WHAD 37.75 
No. 2 Com.— Log Run— 
le 15.00 | 10/4 WHND 29.00 
ae 11.50 Beech 
Qrtd. Black Gum FAS— 
——_ «=~ A ie 34.50 
No. 1 & Sel.— 
ETS 27.00 24.60 
No.1.@S8el.— = | 97% ---0,. . 
cane’ 22.00 Hickory 
Plain Tupelo Mo. 2 & Oa 
FAS rE ET ee ; 50.00 
gee 32.50 Elm 
No. 1 & Sel.— No. 1 & Sel.— 
Pee ie 24.50 | 4/4 ......22.00@22.75 
No. 2 Com.— , Sage 24.00 @ 24.75 
Ree 15.50 8/4 ......25.00@ 25.75 
Plain White Oak Cottonwood 
— No. 1 & Sel.— 
Se 49.00@60.50 | 4/4 ...... 23.75 
5/4 ...06- ae een 25.25 
6/4 ...... 85.00 | 6/4 ...... 25.25 
No. 1 & Sel.— No. 2 Com.— 
steeee 30.00 be 17.75 
Plain Red Oak Qrtd, Sycamore 
FAS— Log wane 
5/8 ...e 9:00 1 APE ass 28.75 @30.00 
ee a ie ne 32. 
No. 1 & Sel.— Willow 
i, a ee 25.75@29.25 | FA 
8/4 ...... 40. RRS 38.00 
No. 2 Com.— “ager 46.00 
Ye eet ai) & Sob 50@27.25 
he 30:50 | Ne. 8 fain: : 
Magnolia RTO wavcak 13.25 
FA ecan 
4/4 ......51.00@53.50 | FAS— 
Bah ai-584 Ty Sk! ee 33.75 @ 43.00 
3 = 50.50 No. 1 & Sel.— 
1 SER Se Fs See 23.00 











OBITUARY RECORD 








RAYMOND T. JONES, 74, president of the 
R. T. Jones Lumber Co. (Inc.), North Tona- 
wanda, N. Y., died May 26 of a heart attack. 
He was born in Southport, near Elmira, N. Y., 
and after attending public and _ private 
schools entered his father’s lumber business 
at 15. A year later his father died and he 
continued in the lumber business with his 
brother, C. M. Jones. They opened a retail 
yard in Elmira, where he remained until 
1901, when he established a wholesale lum- 
ber company in North Tonawanda in co-part- 
nership with Robert Laidlaw and Allen Mc- 
Pherson of Toronto. The partnership con- 
tinued until 1920, when the company was 
incorporated under its present name, with 
Mr. Jones as president. He was a founder 
and one of the principal stockholders in the 
L. N. Whissel Lumber Co., Buffalo, and organ- 
ized and started the Georgian Bay Lumber 
Co. (Inc.). He had also served as president 
of the Jones Navigation Co. and the Buffalo 
Copper and Brass Rolling Mills, and had 
other interests. He was active in the Buffalo 
Lumber Exchange. Surviving are three sons, 
H. Morton Jones, Raymond T. Jones, Jr. 
and Charles D. Jones, all officers and directors 
of the R. T. Jones Lumber Co. A fourth son, 
Walter S. Jones, served as first lieutenant 
with the 78th Division, and was killed in 
action at the battle of St. Mihiel, France. 


PETER D. RYAN, 63, inspector and super- 
visor for the West Coast Lumbermen’s Asso- 
ciation for the last eight years, died in De- 
troit, May 17. He had been sent there May 7 
with the expectation of remaining six months. 
He contracted pneumonia shortly after his 
arrival. Mrs. Ryan and son, Jack, left Seattle 
by airplane on learning of Mr. Ryan’s illness 
and arrived a few moments before his pass- 
ing. A daughter, also, survives. Mr. Ryan 
came to the United States from England with 
his parents as a child. His youth was spent 
in Michigan, where he entered the lumber 
industry. He went West some thirty years 





ENGELMANN SPRUCE 


Prices in American funds f. 0. b. Chicago 
or 72 cent rate, effective Oct. 20, on air 
dried Engelmann white spruce boards, D&M, 
shiplap, drop siding and ceiling: 

Inch— 4” 6” 8” 10” 12” 

Dé&btr., 6-16’.$54.00 $55.00 $57.00 $65.00 $84.00 
No. 1, 6-16’.. 48.25 46.75 46.75 58.75 179.75 
No. 2, 6-16’.. 43.00 40.25 40.25 42.35 50.50 
No. 3, 6-20’.. 34.75 35.75 34.75 34.75 36.75 
No. 4, 6-20’.. 29.50 29.50 29.75 29.75 29.75 


No. 4 Common, 1x4 inch and wider, 4 to 20 
feet, which may contain 20 percent of 4 to 8 
foot, is $29.00. 


5&6/4, 6-16'— 
4"&wdr. 4” 6” 8” 10” 23° 

D&btr.$80.00 $80.00 $82.00 $86.00 $90.00 $93.00 

No. 1.. 67.75 57.75 57.75 57.75 70.50 88.75 

No. 2.. 52.50 49.50 48.50 48.50 51.50 59.25 

No. 3.. 40.00 38.75 40.50 40.50 39.50 41.00 

No. 4.. 40.00 38.75 40.50 40.50 39.50 41.00 
Specified lengths—In Dé&better, for 16-foot, 

add $5; 18- and 20-foot, add $10; other 

lengths, add $2. 

In Nos. 1, 2 and 3 common, for 4- and 6- 
inch, 16-, 18- and 20-foot, add $2; 8-inch&wadr., 
10-, 12-, 18- and 20-foot, add $2. 

No. 4 common, add $2. 

6-foot D&btr., Nos. 1, 2 or 3 common, de- 
duct $3. 

Bevel Siding, % inch, odd lengths, 3- to 20- 
foot, but not over 20 percent shorter than 
10-foot. 

“C” 4°.$31.75 “D” 4”.$24.75 “BE” 4”.$15.50 

6”. 35.75 6”. 26.75 6”. 17.50 

Lath, spruce and pine, 4-foot; No. 1, $6.90; 

No. 2, $6.65; 32-inch, Nos. 1 and 2, mixed, 


$4.10 

8° 10, 12414’ 16’ 
OE ee ca . .$30.50 $31.50 $33.50 
BE gece eae wee 31.00 32.00 33.50 
ae Rta rene. * 0 33.00 34.50 
SY nn cadens iad . 33.50 34.50 36.00 
ass -senen wee . 34.50 35.50 37.00 


For D&M, plain shiplap, or S4S add 25 
cents; for drop siding, ceiling, faney shiplap 
grooved roofing or partition, add $2.75. 


No. 1 Hemlock Dimension, S1S1E or 84S: 
8” 10, 12&14’ 16’ 
$32.5 


MM seccestuseds - -$32.50 32.50 $33.50 
MD secceesecevene 31.50 31.50 32.50 
Sk ea 32.50 32.50 33.50 
DEE veeucctescvce - 33.50 34.50 35.50 
Sz13" ....- oseees -++ 34,60 35.50 36.50 


ago. Prior to his association with the West 
Coast Lumbermen’s Association, Mr. Ryan 
performed similar duties for seventeen years 
with the Pacific Lumber & Inspection Bureau. 


FRANK A. CHASE, equally well known in 
lumber and in building and loan circles, 
passed away April 8, after a short illness, 
at age of 73. He was at time of death, and 
for some years previous thereto, president 
of the Chase Federal Savings and Loan As- 
sociation at Miami 
Beach, Fla. His con- 
nection with the lum- 
ber business dates 
back to 1921, or earlier, 
when with the spon- 
sorship of some of the 
leading lumber asso- 
ciations he was instru- 
mental in forming 
the American Savings, 
Building and Loan In- 
stitute, devoted to edu- 
cational and promo- 
tional work in the 
building and loan field. 
Chief among the as- 
sociations sponsoring 
this movement was the 
Southwestern Lumber- 
men’s Association, Na- 
tional Retail Lumber 
Dealers’ Association, 
Northeastern Retail 
Lumbermen’s Associa- 
tion, National Lumber 
Manufacturers’ Asso- 
ciation, Southern Pine 
Association and others. 
With Dr. Horace F. 
Clark of Iowa State 
College, he was co-author of a text-book on 
building and loan methods which is still 
standard in its field. Possessing a wealth 
of information and broad experience along 
building and loan, and home building, lines, 
Mr. Chase was an exceptionally effective 
platform speaker, and thousands of lumber- 
men all over the country will recall his in- 
spiring messages on these subjects delivered 
at retailers’ conventions over a period of 
years. 

Frank A. Chase was born at Sun Prairie, 
Wis., March 24, 1866, and in his younger years 
migrated to the Pacific Northwest, where he 
was for some years identified with mining 
and lumber interests. He served as a mem- 
ber of the Washington State Senate, and had 
held important positions in the United States 
Building & Loan League, and in the FHA. 
He is survived by Mrs. Chase, and children. 


IRVING A. COLLINS, 74, head of the far- 
flung retail yard interests of J. S. Collins & 
Son (Inc.), died suddenly of a heart attack 
at his home in Moorestown, N. J., May 22. 
Following the death of his father he became 
the executive head of the business which in 
addition to the main yard in Moorestown in- 
cluded branch yards in many other sections 
of the State. He was heavily interested in 
real estate and in a number of important 
hotels at Miami Beach, Fla. Mr. Collins was 
an active member of the Lumber Trade Golf 
Association whose annual tournament is to be 
held at Rye, N. Y, June 5 to 8. Surviving are 
his widow, three daughters and one son, the 
latter being active in the management of the 
lumber business. 


JOHN HENRY KAISER, 87, veteran Eau 
Claire, Wis., lumberman, and for many vears 
operator of the John H. Kaiser Co., died May 
18. He went to Eau Claire in 1908 and 
erected a mill and box factory in order to be 
near his large timber holdings. From that 
year until 1924 he operated his lumber firm, 
and when the company closed became inter- 
ested in the O’Claire Box & Crating Co., and 
the Guardian Box Co., which interests he 
maintained until 1931. Since then he had been 
actively running the John H. Kaiser Co. Two 
sons survive. 


CHARLES A. RATNER, 46, president and 
treasurer of the Miami (Fla.) Millwork & 
Lumber Co., died recently. Death resulted 
from a stomach ailment, from which he had 
suffered for several weeks. Mr. Ratner estab- 
lished a home at Miami Beach about ten 
years ago, after going South from Cleve- 
land, where he had retired from the lumber 
business. He was in the United States army 
for 14 years, having been stationed in the 
Panama Canal Zone. His widow, two sons, 
and three brothers survive. 


GEORGE D. GRIFFITH, 75, former prom- 
inent lumberman of Chicago, died May 23 at 
Bradenton, Fla., where he had lived since re- 
tiring in 1931. He was a partner in the firm 








June 3, 1939 


of Griffith-Hubbard Lumber Co. for several 
years. Funeral services were held at Braden- 
ton, May 27, and the body was interred, May 
31, at Richmond, Ind., where his wife was 
buried three years ago. Mr. Griffith is sur- 
vived by a daughter whose home is in Mans- 
field, Ohio. 


DANIEL VAN WINKLE, 65, president of 
the Van Winkle-Bromley Lumber Co., Pater- 
son, N. J., which he and the late John Brom- 
ley established in 1903, died May 24 in a 
Boston, Mass., hospital where he had under- 
gone an operation. The Paterson lumber 
dealer was president of the Provident Build- 
ing & Loan Association for the last 20 years, 
having been a member of the organization 40 
years. Surviving are his widow, a _ son, 
Daniel, associated with his father’s lumber 
company, a grandson, and a sister. 


JESSE P. DUNCAN, 50, died May 12 in Lit- 
tle Rock, Ark. He was owner and operator of 
the lumber company bearing his name. Mr. 
Duncan entered the lumber business at 18 in 
Clinton, operating the Duncan Bros. Lumber 
Co. until 1919. After conducting concerns in 
Harrison, Shirley, Perry, Morrilton, and 
Mabelvale, he established a company in Little 
Rock in 1932. He is survived by his widow, 
three sons, a daughter, a sister and a brother. 


MRS. ELLA L. MILWARD, 56, wife of 
Frank L. Milward, superintendent of the 
Aloha (Wash.) Lumber Co., died May 25 ina 
Hoquiam, Wash., hospital following a long 
illness. She received a medal from the United 
States Government for distinguished service 
in the American Red Cross during the World 
War. She was active in civic and fraternal 
circles as well as charitable and welfare 
work. Besides her husband, she is survived 
by a son, a daughter, her mother and a sister. 


MRS. ELECTRA COERPER, 73, wife of 
George C. Coerper, founder of the Coerper 
Brothers Lumber Co., Milwaukee, Wis., died 
at her home May 21. Besides her husband she 
is survived by a son, Stanley, president of the 
lumber firm, a brother, two sisters, and five 
grandchildren. Another son, Milo, vice presi- 
dent of the lumber firm, passed away in 
February. 


T. H. MAIR, 71, retail lumberman of Mor- 
risonville, Wis., died May 6, following a brief 
illness. He was a life long resident of the 
community, and had engaged in the lumber 
business 46 years. Survivors are his widow, 
a son, two sisters and three brothers. 


COURTLAND L. TRENT, 62, senior partner 
of the retail lumber firm of Trent & Board, 
Irvington, Ky., died May 9 at a hospital in 
Louisville, after poor health for nine years. 
Survivors are his widow, a daughter, two 
grandchildren, three brothers and a sister. 


HENRY E. SHELDON, 72, vice president of 
E. H. Sheldon & Co., Inc., Muskegon, Mich., 
since 1909, died May 6, at Muskegon. 


FRANK W. TUFTS, sales promotional man- 
ager for the Continental Steel Corp., Kokomo, 
Ind., passed away May 24. 











Attractive Booklet Describes 
Solid Hardwood Paneling 


One of the latest and most attractive con- 
tributions to lumber literature is a booklet en- 
titled “Solid Hardwood Paneling,” issued by 
the Bradley Lumber Co. of Arkansas, Warren, 
Ark. This interesting booklet, prepared under 
the direction of Robert H. Brooks of Little 
Rock, is handsomely illustrated with photo- 
graphs showing installations of solid hardwood 
paneling, and also shows numerous designs 
indicating how this paneling may be most effec- 
tively used. Attention is directed to the fact 
that American home owners are definitely in- 
terested in wood paneling for interior walls and 
that within the past few years several million 
board feet of various woods have been used 
for this type of decorative treatment. Indi- 
cating the possibilities for the dealer in this 
connection, the statement is made: “When we 
consider that such an impressive consumption 
has occurred during a period of only nominal 
building and remodeling activity, the potential 
market for wood paneling reflected in the cur- 
rent outlook for increased residential construc- 
tion alone, could easily absorb double the 
amount within a similar period. Therefore it 
is evident that wood paneling offers the retail 
dealer a commodity for which there is an active 
demand and upon which he can realize a sub- 
stantial profit.” To best realize that profit it is 
suggested that the dealer should stock wood 
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paneling as an item of inventory, ready for de- 
livery, rather than depend on special fabrication 
of each order at his local planing mill. When 
he can do so with a product of established 
quality and reasonable assurance of rapid turn- 
over, he protects his markup by knowing in 
advance the exact cost and character of the 
finished paneling on which he quotes his cus- 
tomer. 

This booklet, which will be a valuable addi- 
tion to every dealer’s working library, may be 
obtained without charge from the Bradley 
Lumber Co. of Arkansas. 





Marketing Survey of American 
Industry 


Secretary of Commerce Hopkins has an- 
nounced a new business service to be available 
about July 1 in the form of an industrial market 
survey covering vital information of interest to 
business men in every county of the United 
States. The study which was originally re- 
quested by the National Industrial Advertisers’ 
Association, was made jointly by the Bureau of 
Foreign and Domestic Commerce, Bureau of 
the Census and the Bureau of Mines. It will 
be known as the “Industrial Market Data Hand- 
book” and will comprise 1,000 pages. 

The handbook is the first marketing survey 
of American industry to be presented in this 
form. It contains complete figures on industrial 
production, employment, value of products, cost 
of materials for fuel and power for the more 
than 3,000 counties in the United States, similar 
data for cities of more than 10,000 and like in- 
formation on each of 280 industries on a national 
basis. Tables on methods of distribution of 
industrial goods are included. 

The industrial market survey is of value espe- 
cially to manufacturers, industrial marketing 
men, sales executives, financial companies, pur- 
chasing agents, advertising agencies, economists 
and other research groups. The information 
may be used for the establishment or re-ap- 
praisal of sales territories, setting of sales and 
production quotas and market analyses for 
advertising and sales campaigns etc. Those 
interested should write the Bureau of Foreign 
and Domestic Commerce, Washington, D. C., 
or any of its district offices and they will be 
advised promptly upon publication. 


Unions Restrained by Court 


Racine, Wis., May 29.—A temporary order 
restraining five local AFL unions from inter- 
fering with the business of Garrett Veenstra, 
head of the Veenstra Lumber & Supply Co., 
has been continued “in full force and effect” 
until June 22, when permanent disposition of the 
case is scheduled to be made. The unions have 
been ordered to file their answers to the Veen- 
stra complaint not later than June 15. At the 
hearing June 22, they will be asked to show 
cause why the injunction should not be made 
permanent. 
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THE BUSINESS RECORD 





Incorporations 


ILLINOIS. Chicago—Liberty Lumber & Wreck- 
ing Co., 7337 Stoney Island Avenue. 


INDIANA. Terre Haute—Wabash Valley Lum- 
ber & Supply Co. (Inc.), 1252 Maple Avenue; to 
deal in lumber and building materials. 


NEW JERSEY. Newark—Hillside Lumber & 
Supply Co. 


NEW YORK. Monticello—Wyde Lumber & Sup- 
ply Corp.; $10,000. Lumber and supplies. 

New York City—D. R. Meredith Lumber (Inc.), 
205 East 42nd Street; wholesale. 

New York City—West Farms Lumber Corp., 1011 
East 180th Street (Bronx); $10,000; retail. 

Troy—tTri-City Lumber Corp.; lumber and mill- 
work, 

NORTH CAROLINA. Durham—McConnell Sup- 
Ply Co.; to manufacture and deal in lumber and 
its products, 


~ OHIO. Athens—Tri-State Lumber & Creosoting 
o. 


VERMONT. Shelburne—Rice Lumber Co. (Inc.); 
$5,000. Logging; to operate mills for the manu- 
facture of wood products; deal in building supplies 
and hardware. 

WEST VIRGINIA. 
Lumber Co.; $5,000. 


Business Changes 


ARKANSAS, Malvern—O. L. Payne Lumber Co. 
and R. L. Payne & Sons succeeded by Payne Lum- 
ber Manufacturing Co. (Inc.). 


COLORADO. Glenwood Springs, New Castle Rifle 
and Silt—United Lumber & Mercantile Co. suc- 
ceeded by Independent Lumber Co. 


ILLINOIS. Chicago—Mount Greenwood Lumber 
Co. succeedel by Liberty Lumber & Wrecking Co., 
7337 Stoney Island Avenue. 

Benson—Benson Lumber Co. has been sold by 
pk gg H. Brubaker to S. S. Ferguson of Bloom- 
ngton. 


KANSAS. 


Charleston—Elk Hardwood 


Wichita—Wichita Sash & Door Co. 
succeeded by Wichita Sash, Door & Glass Co., 313 
North Water Street. 


LOUISIANA. Kaplan—Peoples Lumber Co. suc- 
ceeded by Abbeville Lumber Co. 

MARYLAND. Frederick—Miller & Fry suc- 
ceeded by Fry Lumber Co. 

MICHIGAN. Climax—Wirt M. Hazen (Inc.) suc- 
ceeded by Taylor Lumber Co. 

Flint—Currier Lumber Co. succeeded by Service 
Lumber Co., 1523 Industrial Street. 

MISSISSIPPI. Biloxi—Eagle Lumber & Supply 
Co, succeeded by Walter H. Latimer. 

Gulfport—Barnes & Davis Lumber Co. has dis- 
solved co-partnership, W. A. Davis purchasing in- 
terest of H. C. Barnes and continuing under the 
name of Davis Lumber Co. 

MISSOURI. Hardin—Harrison & Robinson Lum- 
pon Co. succeeded by Harrison’s Hardin Lumber 

0. 

NEBRASKA. Benedict—Benedict Lumber & 
Fuel Co. succeeded by Benedict Lumber & Coal Co., 
having been sold to Charles Brittan of Alliance 
and R,. A. Murray of Lincoln. 

Crofton—Weller Bros. (Inc.) local yard sold to 
Loonan Lumber Co. 

NEW YORK. Painted Post—Pierce & Hostran- 
der succeeded by the new firm of Hostrander & 
Burd Bros. 

Ithaca—Cotton & Hanlon Lumber Co. local 
branch at 801 West State Street succeeded by Ca- 
yuga Lumber Co. 

TEXAS. Palestine—G. T. Scott & Son succeeded 
by W. F. Scott & Son. 

Texarkana—Southern Pine-Peavy-Moore Hard- 
wood Sales Agency has changed its name to Peavy- 





Temple Hardwood Agency and returned to 1118 
American National Bank Building, Beaumont, Tex., 
where it was located prior to moving to Texarkana 
in July, 1938. 


WASHINGTON. Seattle—Peter Thomas Body 
Works (Inc.) succeeded by Peter Thomas & Co., 
1320 Main Street. 

CANADA. BRITISH COLUMBIA. Vancouver— 
M. B. Y. Lumber Co. (Ltd.) has made application 
to change name to George F. & T. I. Gibson, 215- 
602 West Hastings Street. 


MANITOBA. Elkhorn—Beaver Dodge 
succeeded by Beaver Lumber Co. (Ltd.). 


SASKATCHEWAN. Gainsborough — Gainsbor- 
ough Lumber Co. (Ltd.) succeeded by Beaver 
Lumber Co. (Ltd.). 

Govan—Maguire Lumber Co. (Ltd.) succeeded by 
Beaver Lumber Co. (Ltd.). 

Meadow Lake—Beaver Cameron (Ltd.) succeeded 
by Beaver Lumber Co, (Ltd.). 

Unity—Moffatt Lumber (Ltd.) succeeded by 
Beaver Lumber Co. (Ltd.). 


Casualties 


CALIFORNIA. Napa—Jaekle Bros. planing mill 
destroyed by fire, with loss to stock and machin- 
ery estimated at $100,000, about 75 percent of 
which is covered by insurance. Plan to rebuild. 


KENTUCKY. Mayfield—Mayfield Planing Mills 
(inc.) suffered fire loss estimated at $22,000, cov- 
ered by insurance. Business will continue unin- 
terrupted, as the stock of lumber on the yard was 
saved. 

LOUISIANA. Ringgold—Acorn Lumber Co. 
sawmill destroyed by fire, with loss estimated at 
$10,000 and no insurance. It is reported the mill 
will be rebuilt. Planing mill and lumber yards 
were saved, 


MICHIGAN. Wells—I. Stephenson Lumber Co. 
retail warehouse destroyed by fire, with an esti- 
mated loss of $50,000, fully covered by insurance. 


NEW JERSEY. Bayonne—Woodward Lumber & 
Coal Co. at Orient and Oak streets destroyed by 
fire. 


NEW YORK. Brooklyn—Okum Lumber & Trim 
Co., 4915 Avenue N. suffered $10.000 loss by fire. 


NORTH CAROLINA. Lumberton—Lumber River 
Pine Corp. sheds swept by fire. It is believed the 
machinery and between 500,000 and 600,000 feet 
of high-priced timber would be included in the 
loss, which is estimated at $50,000, partly covered 
by insurance. Some of the lumber in the yards 
was saved. 


OHIO. Springfield—The Clark County Lumber 
Co., 1610-1734 West Main Street, had office and 
four warehouses and a lumber shed destroyed by 
fire, with loss estimated at $200,000, covered by 
insurance. Will rebuild at once. The planing mill 
was saved. 


OREGON. Lakeview—Peterson & Johnson Bros. 
Lumber Co. single band mill destroyed by fire, 
with loss estimated between $75,000 and $80,000. 
Considerable of the lumber stacked in the yard was 
saved. 


SOUTH DAKOTA. Parkston—Thompson Yards 
(Ine.) destroyed by fire, with loss estimated at 


$50,000. 
New Ventures 


CALIFORNIA. Garberville—E. H. Lewis is es- 
tablishing a lumber yard here, to carry a com- 
plete stock of all kinds of lumber and building 
materials. 

NEW YORK. Huntington—Aspinwall Lumber 
Co. recently opened a retail lumber yard here. 

OHIO. New Washington—Farmers Lumber Co. 
has been opened on West Main Street by H. R. 
Patchin, and will handle all building needs. 


(Ltd.) 








Taking the Mystery Out of Lumber Shrinkage 


“Taking the Mystery Out of Lumber Shrinkage,” is the title of an 
8-page pamphlet compiled and published by Dail Steel Products Co., 
Lansing, Mich., that should be of interest and value to every lumber 
dealer and to every contractor and builder, and particularly to every 
prospective home owner. This is not a treatise on seasoning lumber, 
but is devoted to a description of what causes shrinkage in interior trim, 
floors, etc. after the buildings have been completed, and contains sug- 
gestions as to how to avoid this shrinkage. Lumber that is put in place 
in a house before the plaster or concrete has had time to dry out, will 
absorb moisture and swell, thus causing trouble. Although the material 
is completely dry when installed, unless the building itself is dry, 
trouble occurs. Commenting on the current practice of speed in home 
building and efforts of contractors to please the home owners who are 
anxious to get into their new homes, the booklet says: 

He orders the finish lumber delivered to the job. Soon much of 
the trim is in place and the damage is done. The flooring and finish 
lumber is usually’ delivered to the job at a moisture content of 
approximately 6 percent to 8 percent, which is the correct amount 
to give satisfactory results. But assuming that the plaster is not 
thoroughly dry, and because the basement floor is still giving off 
moisture, the air in the building may have a relative humidity from 


70 percent to 80 percent. If the trim lumber is kept under those condi- 
tions for two or three days, it will absorb the moisture from the 
surrounding air, so that instead of having 8 percent, as it was when 
it came into the building, it will have from 10 percent to 20 percent. 

If the lumber already has been applied, it will bulge and compress 
the joints, and when it eventually dries out will shrink, leaving the 
cracks that are so annoying to the home owner. 

The booklet then tells how to control this shrinkage. 

This booklet is available in quantities at a low cost to dealers who 
may desire to distribute copies to their contractors and home prospects. 


Port Orford Cedar Used for Bridge Repair 


San Francisco, CALir., May 27.—More than 100,000 feet of Port 
Orford cedar was used in the recent reconditioning of the Morrison 
Bridge in Portland, Ore., according to Edgar A. Brown, special repre- 
sentative here. In a renewal of all timber work on the span, 2x6-inch 
untreated Port Orford cedar was used for the new sidewalks. Port 





. Orford cedar 6x8-inch filled strips were specially fitted over the spikes 


and against the steel rails of the car lines. Ties were pressure creosoted 
Douglas fir. The new decking was pressure treated Douglas fir plank- 
ing covered with a bituminous pavement. The cedar was furnished by 
Dant & Russell (Inc.) 





CLASSIFIED 
ADVERTISING 
DEPARTMENT 


How to Figure Costs for Advertising 
In Classified Department 


Thirteen consecutive issues..........$2.70 a line 
Twenty-six consecutive issues..... ..$5.40 a line 


Seven words of ordinary length make 
one line. 


Count in the signature. 
counts as two lines. 

No display except the heading is 
permitted. 

Extra white space figured at line 
rate. 


One inch space advertisement is 
equal to fourteen lines. 


Remittances to accompany the order. 
No extra charge for copies of paper 
containing advertisement. Copy must 
be in this office not later than Wednes- 
day morning in order to secure inser- 
tion in regular department. All adver- 
tisements received later will be placed 
under heading Too Late to Classify. 


Too Late To Classify 


CARPENTER APRONS 


Write for samples and prices. 
THE MINNESOTA SPECIALTY CoO., 
Minneapolis, Minn. 


Heading 











Inc. 





RETAIL LUMBER CONSULTANT 


Can solve your problems. Reasonable fee. 
Address “Y. 4,” care American Lumberman. 





Salesmen 


LBR. SALESMAN FOR SOU. WIS. 


Wanted by leading midwest wholesaler who is 
favorably known in territory to be worked. Prefer 
salesman already successfully working the terri- 
tory, and for such a man will guarantee expenses 
and good salary and split of profits. A real oppor- 
tunity for some commission man now getting good 
business in Southern Wisconsin to improve his in- 
come. Will consider others if sufficient knowledge 
of lumber. 
Address ‘“Y. 47,” 


eare American Lumberman. 





WANTED SALESMAN WITH FOLLOWING 


Well established wholesaler, selling Western 
Woods, wants men anywhere who can get busi- 
ness, exceptional proposition, drawing account al- 
lowed against business booked. 

Address “‘Y. 52,” care American Lumberman. 
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WANTED 


WANTED 








Employees 


WANTED—BY SOU. MANUFACTURER 


And wholesaler, man experienced in sale of Hard- 
wood Lumber to millwork and industrial trade 
who also has planing mill experience. 

Address “Y. 55,” care American Lumberman. 





EXCEPTIONAL OPPORTUNITY 


For man thoroughly acquainted with manufactur- 
ing of high quality oak flooring who can set up 
and care for flooring machinery, end tenoners, 
planers, rip and cut-off saws, etc. Must be of 
sufficient caliber and responsible character to de- 
velop with our situation, entailing operating floor- 
ing plant in a mid-western city. Please state age, 
experience, references, etc. 
Address “Y. 50,” care American Lumberman. 





WANTED: A RESEARCH MAN 


To promote and design special articles and novel- 
ties of wood by a large and well electrically 
equipped woodworking factory. 

Address “Y. 12," care American Lumberman. 


Employment 


POSITION WANTED: MANAGER OR ASS’T 


18 yrs. experience retail lumber, millwork and con- 
struction; available at once. Can go anywhere. 
Address ‘‘Y, 41,” care American Lumberman. 


RETAIL MANAGER; AGE 36 


15 yrs. exp. all branches of retailing from Bkpr. & 
Steno. in 1922 to Mgr. in 1931 of $100,000 volume. 
Now employed as Mgr. in Illinois city of 50,000 pop. 
with 7 yards, Seeking change with a future outlook. 
Will go anywhere. Best of references. 

Address “Y. 35,” care American Lumberman. 








RETAIL LUMBERMAN, SALESMAN 
Familiar with blueprints, plans and estimating. 
Alert, steady and capable. 

Address “X. 95,” care American Lumberman. 
A-1 CIRC. SAWYER & FILER WANTS JOB 
Fan small steam or tractor mill. 10 yrs. exp. A-1 





ef. 
Address ‘‘W. 52,” care American Lumberman. 





WANTED: EXPERIENCED MAN 


For office and selling for retail Lumber & Material 
yard, located in a Southern Wisconsin City. Prefer 
man with some capital. 

Address “Y. 11,” care American Lumberman. 





WTD.: MECHANIC OR FOREMAN: 
Capable to take care of Tight Barrel Machinery. 
AMERICAN COOPERAGE CoO., INC., 
Barber, N. J. 





Employment 


FULLY EXPERIENCED ACCOUNTANT 


Wants retail yard connection within 50 miles of 
Chicago. 5 years at wholesale lumber mfg., 8 
years retail yards. Some experience blueprints, 
estimating. Married. 

Address “‘Y. 54,’ care American Lumberman. 


WTD.: POSITION 


By Competent & Experienced yellow pine lumber 
shipper, checker, inspector, foreman. High class 
references. Address O. G. BRASWELL, Columbia, 
Miss. 








WTD.: POSITION AS SALESMAN 


In Minnesota territory, by ambitious young man, 
21 years of age. High school and business college 
graduate. Good references. 

Address “Y. 48,” care American Lumberman. 


COLLEGE GRADUATE, AGE 20 


Over a year’s actual experience in bookkeeping in 
addition to vacation work in lumber yards and 
daily study. No bad habits. Bright, willing to 
dig in. Eager to learn lumber business, willing 
to work in yard handling lumber and can also 
work in the office. Can start at once. 

Address “Y. 44,’ care American Lumberman. 


ALL AROUND RETAIL LUMBERMAN 


Desires position with progressive firm. Capable of 
handling any dept. of the business. Know Curtis 
line. Chance of advancement essential. State 
nature of position open. 

Address “Y. 43,’ care American Lumberman. 


WANTS TO LEARN RETAIL LUMBERING 


Man desirous of learning it from the bottom up. 
Good references. Married. 
Address “X. 44,” care American Lumberman. 














WANTED: CAPABLE SALESMAN 


To represent us in Illinois territory between Hiway 
No. 50 and No. 10. Familiar with retail lumber- 
man’s requirements, also able sell carloads Y. P. 
Must have car. Territory fully covered weekly 
past two years. 

WAGGENER STORE CO., Festus, Mo. 





Employees 


WANTED—EXPERIENCED MANAGER 


To take full charge of a retail yard. Salary and 
a wonderful chance for advancement to take in- 
terest in yard for right man. 

Address “Y. 56,” care American Lumberman. 


DO YOU WANT EMPLOYEES? 
Write an advertisement; send it to the paper that 
reaches the people. We can help you. AMERICAN 
LUMBERMAN, 431 S. Dearborn St., Chicago, IIl. 








COLLEGE GRADUATE, AGE 20 


Over a year’s actual experience in bookkeeping in 
addition to vacation work in lumber yards and 
daily study. No bad habits. Bright, willing to dig 
in. Eager to learn lumber business, willing to 
work in yard handling lumber and can also work 
in the office. Can start at once. 

Address “‘Y, 44,” care American Lumberman. 


EXPERIENCED SALESMAN 


Midwest. Terr. Fifteen years with strong whole- 
salers and mills. Know requirements this section, 
western lumber, yellow pine. Prefer Kansas City, 
Detroit. 
Address 





“X. 58,’ care American Lumberman. 


WANTS FORESTRY WORK 
Strong American Boy, 20, high school graduate 
wants connection with lumber manufacturer or 
timber owner to learn forestry work. Salary no 
object, only living exp. Go anywhere. 
Adress ‘“‘Y. 27,” care American Lumberman, 





EXPERIENCED RETAIL LUMBERMAN 


And Estimator. Cost book A graduate. Can list 
accurately materials and millwork from plans and 
specifications. 


Address “Y. 38," care American Lumberman. 





WHOLESALE MILLWORK SALESMAN 
Desires connection. Willing to travel any territory. 
Experienced in East, middle west and far west. 

Address “Y. 45," care American Lumberman. 





Lumber and Dimension 


IF ANY GOOD PRODUCER 


Of short leaf yellow pine dimension stock and 
boards wishes to enter into an arrangement with 
a responsible wholesale yard to place a stock of 
Yellow Pine Lumber on consignment for territorial 
western and central Michigan distribution, write 
for further plans and details. 

Address ‘“‘Y.1," care American Lumberman. 





HAVE YOU SOMETHING TO SELL? 


Advertise in the Wanted and For Sale de- 
partment when you want to sell something 
in the lumber industry. AMERICAN LUM- 
BERMAN, 431 So. Dearborn St., Chicago, Il. 





WTD.: 6/4x6” S4S & RS 


2 cuts Pine and Poplar Box Lumber. Quote f.o.b. 
cars Monroe, Wis. DONNY CHEESE FACTORY 
EQUIPMENT CO., Monroe, Wis. 


WTD.: 3/16” & 1/4” VENEER SAWN 


Plain hard maple—also quartered. 
Address “X, 88,” care American Lumberman. 








Business Opportunities 


SUCCESSFUL SOUTHERN WHOLESALER 
Will also invest five to twenty thousand dollars in 
51% interest in Oregon, Washington, or :Florida 
wholesale business with or without services. 

Address “Y. 34," care American Lumberman. 





WTD.: BY WESTERN MANUFACTURER 


To buy or lease anywhere in Central or Eastern 
part of U. S., factory or warehouse to manufacture 
sash, doors and screen doors. In reply give list 
machinery and size of bldg. 

Address “‘Y. 58,” care American Lumberman. 


Retail Lumber Yards 


WANTED TO BUY: LUMBER YARD 
In a good town, doing annual volume of at least 
$75,000—Wish to assume active management— 
Pay part in cash, balance over term of years. 
State full proposition in first letter—Can give ex- 
cellent references covering 20 years of proven 
ability. 
Adress “Y. 23,” care American Lumberman. 


WANTED: TO BUY FOR CASH 
Small. lumber yard in So. Michigan. 











Address, “Y. 51,” care American Lumberman. 








